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Abominable Snowman stopped cold 


Most unrelenting enemy of modern highways is a 
slow but sure destroyer: water. Splashing, seeping, 
freezing, thawing, it forces roads to crack and crum- 
ble . . . makes it easy for traffic to pound them to 


pieces. 
i 


Now, Guardkote® cement 140 provides a tough, 
waterproof surface that stands up to today’s fan- 
tastic traffic loads. Based on Shell Chemical’s Epon" 
resin, Guardkote 140 is a new paving cement which 


is made and sold by licensed formulators throughout 
the country. A layer the thickness of a nickel seals 
out moisture . . . resists freeze-thaw cycling . . . pro- 
vides a lightweight, long-wearing, tire-gripping sur- 
face that helps ‘prevent skids. 


Making your road tax dollars go farther is another 
Shell Chemical contribution 
that paves the way for safer, 
more comfortable travel. 


Shell Chemical Company 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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KEEP ORY AND CLEAN 





You can tell 


the SiS!F man 


by his complete line of bearings! 


He’s the only bearings specialist offering all four major types of ball and roller 
bearings—thousands of sizes and endless variations! So, he’s also the only spe- 


cialist who can offer unbiased help in selecting the exact bearings you need. 


And remember, when buying bearings for replacement purposes — call on 
your nearby Authorized S&F Distributor. 


every TYPe-evERY USE 


okF. 


: INC. PHILADELPHIA 32. FA 
Spherical, Cylindrical, Ball,;"Tyeon Tapered and REED Miniature Bearings atin ii ' 
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PA'S SPECIFY 
B&W JOB- MATCHED 
WELDING 

FITTINGS AND 
FLANGES oS 























B&W Welding Fittings are B&W integration of knowledge and facilities enables 

Steel. B&W fittings distributors to offer a superior prod- 
uct . . . quality controlled and matched to end use 
service. 


<W Welding Fittings are 
Tubing. 


kW Welding Fitti 
Phobos, — The Babcock & Wilcox Company, Tubular Prod- 


<W Welding Fittings are ucts Division, Welding Fittings Plant, P.O. Box 230, 
w Application Engineering. Beaver Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


nd welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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Boots that bear this label 
won't slip when floors are slick 


B.F.Goodrich XtraTuf Anklefit boot has non-skid outsole 
that keeps workers sure-footed on slippery floors 


H™ to keep workers sure-footed 
on floors slick with oil, grease? 
B.F.Goodrich tackled the problem— 
designed, tested, rejected. The result 
of this intensive research is the 
B.F.Goodrich XtraTuf Anklefit boot 
with a non-skid outsole that gives ter- 
rific traction, foot security even on the 
most slippery floors. And the tough 
neoprene rubber used in these boots 
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resists oil, greases, fats, acids which 
cause most rubber to break down—so 
BFG XtraTuf Anklefit boots far out- 
last other boots in this kind of service. 

These BFG boots also last longer 
because they have no exterior seams 
—the place where most leaks start. 
Unlike ordinary boots which are made 
with sections of rubber joined to- 
gether at seams the XtraTuf Anklefit 





B.EGoodrich 
XtraTuf 











boot has its skin “dipped” on, just 
like taffy is dipped on an apple. It’s 
completely covered with a thick, 
seamless layer of neoprene. 
B.F.Goodrich XtraTuf neoprene 
footwear comes in regular and ankle- 
fit boots, industrial work shoes with 
plain or steel safety toes, and are also 
available in an over-the-shoe style. 
For full information and a catalog, 
call your B.F.Goodrich distributor, or 
contact B.F.Goodrich Industrial Foot- 
wear, Dept. P, Watertown 72, Mass. 


INDUSTRIAL FOOTWEAR BY Wea aetr tera 








How has Ford Motor Company succeeded 
in maintaining the goodwill of its truck 
customers? Provided dependable, nation- 
wide parts service? Kept inventory cost to 
a minimum? By the planned use of air 
freight. 

Every day, Ford Motor Company sends 
priority spare parts from regional depots to 
its heavy duty truck dealers throughout 
the United States by Emery Air Freight. 


Spreading customer goodwill far and wide 


Ford absorbs this shipping cost because 
its planned use of Emery contributes to 
better inventory control and provides im- 
proved customer service which helps Ford 
sell more trucks. 

Emery provides the fastest, most depend- 
able air freight service for procurement and 
distribution anywhere in the United States 
and throughout the world. Call your local 
Emery office for full information. 


EMERY AIR FREIGHT. 


801 Second Avenue, New York 17, N. Y. 


“EMERY —Worldwide Blue Ribbon Service” 
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SUBSCRIPTION CORRESPONDENCE AND 
CHANGE OF ADDRESS: Write to Circu- 
lation Department, PURCHASING Mago- 
zine, 205 East 42nd Street, New York 
17, N. Y. Please give title and company 
PRODUCTION STAFF affiliation in all correspondence. Notify 
us promptly of any change of address. 

sure to give old as well as new 
address; include postal zone number, 
and new company name and title. En- 
close address label from a recent issue, 
if possible. Since mailing labels are 
addressed in advance, please allow 5 
weeks for change to become effective. 
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commwentas can compant (e 


CONTINENTAL HAS THE RIGHT, UTILITY CAN FOR YOU! 


THE HI-STACKER®WITH REVERSIBLE SPOUT 
Saves time, space, filling and shipping costs. 


THE POPULAR DOME-TOP UTILITY CAN 
Continental's famous Handi-Can® has double- 


seamed top and bottom with a ribbed top for 
added strength. Easy to carry welded-on bail 
handle with hand-fitting wood grip. 2% and 
5 gallon sizes, 


No re-shipping cartons required. During ship- 
ping and storage, spout is inverted. To pour, 
just reverse spout for fast, smooth dispensing. 
2% and 5 gallon sizes, 


Eastern Division: 100 . rye > ag gy Ape +" 
,A Central Division: 135 S. LaSalle St., icago 
NT l N ENTAL CAN COMPANY Pacific Division: Russ Building, San Francisco 4 
Canadian Division: 790 Bay St., Toronto 1 
Cuban Office: Apartado 1709, Havana, Cuba 
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Straws in the Trade Wind 


> A SILVER LINING?—Despite the sluggish- 
ness in new orders for machine tools, the in- 
dustry is still optimistic. The recent Machine 
Tool Exposition produced many inquiries— 
which toolmakers hope will be soon be trans- 
lated into firm orders. Key to sales in 1961: 
capital spending budgets to be approved soon 
by management. 


> ON GOVERNMENT PROCUREMENT— 
The joint Congressional Subcommittee on de- 
fense procurement has again attacked military 
buying policies. In its recent report, it says that 
billions could be saved each year if: (1) Sup- 
plies of the three armed services were consoli- 
dated, (2) The law requiring competitive bid- 
ding were observed, and (3) An effective stand- 
ardization program were organized. 


& NO ’57 RECESSION AHEAD—If we do get 
a recession next year, it is likely to be less se- 
vere than the 1957-58 slump. So says Standard 
& Poor’s. Reason: A considerable part of the 
inventory shift has already taken place. The 
drop in spending for new plant and equipment 
will probably be more moderate. And the fed- 
eral government has stepped in early this time 
by boosting its expenditure and making money 
easier to obtain. 


Used Machine Tool Sales 





For the P.A.'s Hot File... 


What were formerly chemical wastes 
are now being turned into profitable raw 
materials. Some companies have found 
that in chemical wastes there are agents 
that are used in the production of fibers, 
resins, drugs, and tile components. More 
developments are expected in this field 

. in the near future. 











>» A SECOND LOOK—Many managements 
are taking a second look at decentralization. 
The trend towards divisionalizing operations 
—which was extremely strong some years ago 
—has now slowed, with some companies even 
reverting back to centralized control. The trend 
will make purchasing stronger at the corporate 
level—could mean fewer purchasing jobs. 


> EXTRACURRICULAR BUSINESS—AlImost 
two-thirds of the companies surveyed by the 
National Industrial Conference Board allow 
their key personnel to carry on cutside business 
activities. But most companies draw the line in 
two cases: (1) where a conflict of interest 
could arise and (2) where the time involved 








The index of used machine tool 
sales for the third quarter 
dropped to 118.2 (1947-49— 
100), reports the Machinery 
Dealers National Association. 
This is a 21.1 point decline from 
the previous quarter. Indications 
are that used machine tool sales 
are continuing the downward 
trend in the fourth quarter. 
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| HOW N/D BALL BEARINGS REDUCE MOWER 
| MAINTENANCE AND PRODUCTION COSTS! 


Manufacturer of well-known power lawn mower wanted to make unit more 
»N: Complete re-evaluation of all rotating parts including a study of rotary blade 
N/D Sales Engineer. His recommendation: Replace six existing non-integrally 
)S with lubricated-for-life New Departure ball bearings. These factory greased 
equipped with integral Sentri-Seals* and Land-Riding Seals. Results: Greater 
es appeal by doing away with the need for relubrication maintenance. In addi- 
mpact ball bearings reduce production cost by eliminating separate bearing 
nnecessary grease fittings. 
gning new products involving bearings, invite a N/D Sales Engineer to your 
scussion. His knowledge of bearing engineering may result in 
valuable new product sales features. Contact him at your local 
Engineering Office, or call or write New Departure, Division of yay 
s Corporation, Bristol, Connecticut. *new Departure Registered Trade Name. 





Integrally sealed N/D ball 
bearings eliminate need for relu- 
brication, grease fittings and 
separate seals. These heavy-duty 
N/D bearings with Sentri-Seals* 
and Land-Riding Seals, shut out 
moist or dry contaminants, 


LEEW ss DE PWPART URE 


For More Facts Write No. 158 on Information Card—Page 32 





BEARINGS - PROVED RELIABILITY YOU CAN BUILD AROUND 


PURCHASING - 





Purchasing Previews 





could affect performance on the job. One high- 
light of the survey—“Members of the purchas- 
ing department are believed by many respon- 
dents to be in a position which is particularly 
sensitive to conflicts of interest. Consequently, 
their activities are carefully examined.” 


> RUBBER CONSUMPTION OFF—New rub- 
ber consumption fell slightly, according to the 
latest monthly report of the Rubber Manufac- 
turers Association. Consumption was 124,688 
tons, compared with 125,836 tons in the pre- 
vious month. Synthetic rubber use amounted 
to 87,853 tons, while natural rubber consump- 
tion came to 36,835 tons. 


> ALUMINUM BUYING SLOW—Aluminum 
producers now figure that shipments this year 
won’t match 1959’s record 2.5 million tons. In 
the first eight months of the year alone, sales 
were 11% under the similar period last year. 
The recent copper price cut may further 
threaten aluminum. 


® INDUSTRIAL MACHINERY STEADY— 
New orders for industrial supplies and machin- 
ery held steady, according to the latest monthly 


report of the American Supply & Machinery 
Manufacturers’ Association. The index remains 
at 190 (July 1948=—100). 


> MORE FREIGHT CARS—There has been a 
slight increase in the number of freight cars 
sold to the nation’s railroads, according to the 
latest report by the Association of American 
Railroads and the American Railway Car Insti- 
tute. Monthly deliveries totaled 4265 cars— 
compared with 4124 cars in the previous month 
and 2481 cars in the same month last year. 


> MATERIAL HANDLING UP—Dollar vol- 
ume of orders for industria] material handling 
equipment advanced, according to the latest 
monthly report of the Material Handling Insti- 
tute. Its monthly bookings index rose six 
points to 131.33 (1954—100). However, for the 
first eight months of the year, bookings were 
off about 1.7% from the similar period of 1959. 


®> FUEL PRICES RISING—Industrial fuel 
prices have been rising recently. Heavy fuel 
oil is selling for $1.90 a barrel at midcontinent 
refineries—20 cents more than a year ago. 
Stocks of this grade of oil are almost 20% be- 
low 1959. 


= QUOTE leaccnesnncsanpecnsedehaenemmenseebeuennaetet 


“The source of profits, certainly that of larger profits, 


SSBaR 
\eeees 


lies in the greater productivity of people,” says man- 
agement consultant Edwin H. Klaus, Mr. Klaus notes 
that, “When you recognize, encourage, and reward ex- 
cellence—and make it productive for all members of 
the organization—you will get more excellence. Then 
yesterday’s excellence becomes today’s commonplace; 
yesterday’s smaller profit, today’s larger profit.”’ Good 
management, he says, “recognizes, encourages, and 
rewards good performance—and inspires common men 
with the spirit to do uncommon things.” This type of 
management, the West Coast consultant adds, “must 
be “filled with courage and daring-do . . . (must) lead 
instead of follow .. (must be) bent on innovation and 
purposeful planning.” 


Edwin H. Klaus 
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Solving unusual problems with Riegel papers 





a. STPIP-EASE ‘paler 


COATED WITH SYL-OFF™ 


Strip-Ease . .. a new separating and interleaving paper coated with a remark- 
able new silicone that simply won’t stick to tacky rubber and plastic com- 
pounds... now solves your sticky problems at the cost of paper. Gives you 
real savings over the cost of cloth, heavy plastic films and other types of 
coated liners. 


Strip-Ease is so durable you can use it over and over again in many applica- 
tions. Highly resistant to moisture and heat. Low stretch and free from cockle. 
Coating won't migrate or transfer and the escape of gases during rubber cure 
is facilitated. Smooth matte surface imparts nice finish and most rubber items 
require no talcing. 

A few rubber applications: a separating and curing paper on wind-up of 
proofed products; a separating and interleaving paper; a wrapper and carton 
liner; a calendering base and curing paper for sheet stock. Other possible uses: 
for handling pitches, asphalts, waxes, adhesive masses. 


4 Send for FREE samples and helpful technical data folder... 


‘Riegel 


TECH N@242 Peewee S Fem INDUSTRY 


Freee write today to: Technical Advisory Service 
Riegel Paper Corporation 
Box 250, New York 16, N. Y. 
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Can Price Cuts Prevent Recessions? 


Are high prices a major cause of the current business slump? Since P.A.’s are 
involved in price negotiation more than any other executives, they know better 
than anyone else whether or not price cuts can actually prevent recessions. To 
find out how purchasing agents feel about this subject, we surveyed a repre- 
sentative group. Their combined answers follow: 


Re SE RE ME TET TE Oe ee we Oe ED EE Se 


. Do you agree with the econ- 
omists who believe our eco- 
nomic growth has been 


slowed because prices are * 
too high? 





. Do you believe that price 
cuts on key industrial ma- 
terials would stimulate a 
enough growth so that those 
making the cuts would be * 
making no real sacrifice? 








. Do you think that if prices 
were cut in key industries 
like steel and autos, unions 
could be persuaded to be 
more moderate in their de- = 
mands when contracts ex- 
pire? 








. Some economists say that 
recent stable (though high) 
prices have contributed to 
sluggish business since there 9 
is no longer any incentive to § 
build inventories. Has this 
been a factor in your com- 
pany’'s purchase plans? 
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ad exiglas glazing could have prevented this replacement cost! 


cost of replacing broken windows can be reduced 
: : + : . Chemicals for Industry 
by installing PLEXIGLAS® acrylic plastic glazing. 


age-resistant material takes the hazard out of your | ok oe | =& ~~ Aas 


transoms, doors, skylights and partitions. Install 
4s and watch costs come down while safety goes up. 
r nearest Authorized PLEXIGLAS Distributor for 
nd service on crystal clear or tinted and translucent 
ets. He is listed under PLEXIGLAS in the Plastics In Canada: Rohm &¥ Haas Company of Canada, Lid., 
ephone directories in major cities. West Hill, Ontario 


\LL YOUR AUTHORIZED PLEXIGLAS DISTRIBUTOR 


PT DELIVERY * TECHNICAL ADVICE * FULL RANGE OF SIZES AND COLORS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


+ 
a! 
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5. Would a price cut now ing Yes 


major materials cause you to 
increase your inventories? 


. Do you think your own com- 
mate management would 
e able to cut prices if you 
were able to achieve a 5% = 
reduction in purchase prices? 








. Do you think a price cut on 
your own company's prod- 
ucts would bring any signifi- » 
cant change in sales volume? 








Over 3% higher 


1-3% higher 


. Looking one year ahead, 
what do you think is the price 9 
outlook for the materials you « 


buy? 





No change 


1-3% lower 








Over 3% lower 
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Picture of a P. A. giving himself a 
chance to “buy right”! 


here’s a Purchasing Agent frequently scarce — warehouse space. And, 
ries via Interstate System’s with only one carrier to deal with, he side- 
scheduled LTL service. steps the many delays and damage claims 
dules, he can specify over- that often arise from multiple handling. If 
from. hundreds of smalltowns you are not now profiting from this kind 
ities. He keeps inventories of shipping power — you should be. Call the 
high interest rates on financed, Interstate System transportation specialist. 
id frees up valuable—and He's in the Yellow Pages. 


INTERSTATE SYSTEM 


AN A TRUCK LINE... A TRANSPORTATION SYSTEM 


Grand Rapids, Michigan 
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E 4 HE LUMBER industry finds 
itself, at the moment, with its 
prices down. Obviously this is no 
cause for rejoicing in the mills of 
the Pacific Northwest, the Inland 
Empire, the Pine producing re- 
gions of the South, or the Spruce 
and Pine heartlands of the North- 
east. But it produces a highly fa- 
vorable climate for industrial pur- 
chasers of lumber. 

Of course, it’s normal for soft- 
wood prices to decline at this sea- 
son of the year. The bulk of the 
year’s building is well under way 
and no great amount of action is 
anticipated during the Winter 
months, 

However, homebuilding in 1960 
has lagged far behind expecta- 
tions. For instance, September 
starts of private new homes lagged 
29% behind the comparable 
month last year. Thus the indus- 
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Special Industry Report: 


umber: 


Prices Lower, 


Inventories High 


try has a lot of lumber on its 
hands—unordered, unwanted. un- 
used. Since you can’t run lum- 
ber through the mill backward 
and put the tree back in the for- 
est until next year—and since ac- 
cumulated stocks represent in- 
vestment which must be at least 
partially liquidated—mills have to 
try to sell as best they can. Hence, 
depressed prices. 

Unlike steel, petroleum and 
other commodities refined from 
natural resources, lumber is strict- 
ly a product of nature and man 
has to accept it that way. As in 
the case of livestock, foodstuffs, 
and other commodities not sub- 
ject to chemical or mechanical 
manipulation, wood must be 
“sraded”. It must be sorted out 
into a bewildering number of ca- 
tegories based upon a considera- 
tion of flaws and defects. 


Lumber is categorized by its 
origin and species. Certain types 
of trees thrive best in a certain 
climate, like the Redwoods of fog- 
bound Northern California and 
Southern Oregon. By the same 
token, Douglas Fir has never been 
successfully cultivated with the 
same characteristics anywhere 
but the Pacific Northwest. And 
Yellow (Southern) Pine is in- 
digenous to the Southern sector of 
the U. S. 

In addition certain species ex- 
hibit characteristics which render 
them particularly suitable for a 
given job. Yellow Pine, for ex- 
ample, is widely used for roofing 
boards. But in many instances, it 
takes a back seat to Douglas Fir 
when it comes to framing lumber 
(2x4’s, 2x6’s, 2x10’s, etc.). Cer- 
tainly it is not suited to the manu- 
facture of plywood—Douglas Fir 
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CONTAINER CORPORATION OF AMERICA 


World’s largest producer of paperboard packaging Chicago 3...Local service from 122 strategically located manufacturing centers 
Folding Cartons, Shipping Containers, Sefton - Fibre Cans, Molded Plastic Products, Point-of-Purchase Displays, Paperboard 
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Special Industry Report: 


has that field virtually all to it- 
self in the softwood field. 

In many industrial applications, 
it does not matter which species 
is used. For crating, Eastern 
Spruce, Yellow Pine, Douglas Fir, 
or any other species would do 
nicely. But at a certain time and 
under a given set of circum- 
stances, one of these species might 
be the most economical buy while 
another might constitute sheer 
luxury from the standpoints of 
price and performance. 

At the present time, virtually 
all grades of most common species 
of lumber are depressed in price. 


Compare Various Species 


During this period, if the species 
is not too important, you would 
do well to compare prices of 
species from different parts of the 
country. Depending upon the lo- 
cation to which the lumber will 
be delivered, you may find that 
lumber from a relatively near-by 
source will be the best bargain— 
simply because costly transpor- 
tation has been minimized. 

Of course, you may discover 
that this isn’t the case at all. Any 
advantages created by reduced 
transportation costs may be com- 
pletely negated by other factors, 
such as weather conditions at the 
mill, seasonal lack of a working 
force, etc. All of these tend to 
hold down production and, conse- 
quently, raise the price. 

Currently in the general New 
York area, Yellow Pine has to 
travel the least distance. A pur- 
chasing agent can call a West Vir- 
ginia mill at noon and have the 
truck with his order outside his 
door 24 hours later. But it is not 
necessarily the best bargain for 
all-around use. 

Although lumber prices are 
generally lower, Yellow Pine is 
not down nearly as much as other 
species. Consequently, given a 
choice between Yellow Pine and 
White (Western) Pine, a buyer 
might find it to his advantage to 
buy the latter—even though it 
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has to travel 2700 miles across the 
U.S. by rail rather than 500 miles 
by truck. 

There is another consideration 
in purchasing lumber—handling. 
If a car is loaded at the mill in the 
traditional stick-by-stick method, 
a considerable portion of the lum- 
ber’s cost inevitably is charged to 
labor, both at the mill and upon 
arrival. If, however, the lumber 
is loaded and unloaded mechani- 
cally via fork-lift in “unitized”, 
steel-strapped segments, a consid- 
erable saving can be made. 

Then too, the difference be- 
tween rail and truck shipments 
can be a big factor in cutting the 
cost of lumber. If a P.A.’s plant 
has no rail siding, he will have to 
dispatch men and trucks to the 
point where the car is to be un- 
loaded. But, if the lumber arrives 
by truck, it can be unloaded di- 
rectly into the warehouse or other 
facility where it is to be used. 

If the species of lumber is im- 
portant, this is generally so be- 
cause the lumber will be sub- 
jected to certain stresses, that 
other species won’t withstand. 
Failure could lead to costly dam- 
age, perhaps even loss of life. 

When this is the case the grade 
within the species is also impor- 
tant, because the lower the grade, 
the less of a beating the lumber 
will be able to take. There are 
standard ratings for all of the 
more widely-used species, devel- 
oped by engineers at the Forest 
Products Laboratory. 

Here is a brief analysis of the 
current market status for lumber 
in various sections of the country: 

Arizona—Some yards liquidat- 
ing stocks at prices $6-7 below 
cost. 

New Mexico — Most lumber 
items show further weakness. 

Missouri—Action spasmodic. 

Chicago —A flurry of activity 
followed by doldrums again. 

Minneapolis—Sales fair, inven- 
tories still low—indicating cau- 
tion. 

Youngstown — Activity dull, 


new homes unsold due to unem- 
ployment. 

New York—Fir and Hemlock a 
bit stronger; other species still 
depressed. 

Florida—Jittery, little activity. 

Boston—Signs of firmness. 

Here is the short-range outlook 
for various grades of lumber: 

West Coast Fir and Hemlock 
will probably stiffen somewhat in 
price during the next few weeks. 
This will be the result of a pro- 
duction cut-down at the mill level 
—with some mills shutting down 
entirely. It is not likely that the 
price will go up drastically, how- 
ever, in view of the approaching 
off-season for housing. If the hous- 
ing decline continues in 1961, a 
sharp rise is a long way off. 

White Pine is going into a pre- 
dictable off-season, so the price 
will probably remain steady—and 
may even stiffen. It is highly un- 
likely that it will decline further. 


Production Sags in Winter 


Yellow Pine prices will prob- 
ably hold their own, since produc- 
tion tends to sag dramatically 
during the Winter months which 
are wet and unsuited for either 
logging or preliminary air-drying. 
Spring may tell a different story. 

Northeastern Pine and Spruce 
have been consistent in price for 
a long time, and there is no evi- 
dence of any imminent change. 
Certainly the price is unlikely to 
go down, because mills are selling 
from inventory. Logging grinds to 
a halt in Winter months because 
of heavy snows. 

Hardboards are the center of 
tug-of-war between domestic pro- 
ducers and importers. Domestic 
producers offer a wider variety of 
products and a decidedly handier 
source of redress if something 
goes sour. Importers, on the other 
hand, offer a cheaper product 
(despite transatlantic shipping) 
and adequate quality for many 
uses. In view of the import-do- 
mestic battle, it is unlikely that 
prices will rise perceptibly. 
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What’s your valve problem? Powell 
can solve it! What's your valve need? 
Powell can fill it—from large factory 
or distributor stocks for quick valve 
delivery to you. So you can avoid 
costly plant shut-downs and oper- 
ational delays. & 


All types of Powell valves are avail- 
able—in bronze, iron, steel, and 
corrosion-resistant alloys—for pres- 
sures from 125 to more than 2500 
pounds WP—and for temperatures 
from sub-zero to super-heat. 


So contact your city’s Powell valve 
distributor or write directly to our 
Company—TODAY! We'll fill your 
valve requirements to your complete 
satisfaction. 








Fig. 2608—Bronze “W.S.” Full Flow Fig. 559—Large Iron Body Bronze world’s largest family fwealves 
Globe Valve for 200 pounds W.P. at Mounted Swing Check Valve for 125 

SOOF. When wide open permits prac- pounds W.P. at 450F. Heavily bolted THE WM. POWELL COMPANY 
tically full flow through, with very low cap. Permits unobstructed full flow Dependable Valves Since 1846 
pressure drop and turbulence. through when wide open. Cincinnati 22, Ohio 
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SANDVIK 


SPRING STEEL 
QUALITY 


Earns Its Pay By 
PRECISE PERFORMANCE 





Where performance is important, Sandvik spring steel 
quality is well worth its price. Many spring steel users have 
found that Sandvik delivers the exact performance they 
want under their tools and in their products. 

Sandvik’s purity, small lot proc- 


ss aielgal - essing and painstaking quality control 
See) an instrument developed at assures your money’s worth in consistent 
ein quality performance. 

In addition to the wide variety of 
qualities and sizes carried in stock, 
Sandvik has local facilities for custom- 
processing and finishing to your require- 
ments. 

For specific physical properties plus 
accurate flatness, straightness, width, 
gauge and edge finish, specify a Sandvik 
spring steel. 

Send for free brochure on various 
Sandvik cold rolled and hardened and tem- 
pered strip steels. 


K STEEL, INC. 


1702 Nevins Road, Fair Lawn, N. J. | SWarthmore 7-6200 
Branch Offices: * N.Y.C. ALgonquin 5-2200 


Cleveland « Detroit * Chicago * Los Angeles 


SANDVIK CANADIAN LTD. P.O. Drawer 1335, Sta. O. Montreal 9, P. Q. 
Works: Sandviken, Sweden 
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What Kennedy’s 
Election Means to 


Businessmen 


No Sharp Change in Economic Policy 
A Possible Tax Cut in Early 1961 
A More Lenient Approach to Organized Labor 


Lower Interest Rates 


An Increase in Public Spending 
Attempts to Raise Minimum Wage to $1.25 








E LECTION victory for the 
Democrats does not signal a sharp 
reversal in the Government’s eco- 
nomic policy. There will probably 
be no 100 days of new and novel 
social experimentation as during 
the first days of Franklin Roose- 
velt’s term of office. 

For the remainder of this year, 
the Kennedy-Johnson leadership 
will be formulating their plans for 
the takeover of government. 
There is little that they can do 
directly, except in a very prelim- 
inary way. The government re- 
mains under the leadership of 
President Eisenhower, and the 
protocol of change is for policy 
and action to remain with the in- 
cumbent President until the new 
administration takes over on Jan- 
uary 20. 

As a practical matter, the policy 
of the new administration begins 
to reflect itself in the process of 
government with the convening of 
the new Congress of January 3. 
The Democratic majority will 
make for a Congress that will ap- 
prove most of the Kennedy legis- 
lative program. 

However, the record of the 
campaign—and the statements of 
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Kennedy, Johnson, and their sup- 
porters—hardly suggests any rad- 
ical innovations in policy or pro- 
gram. 


Federal Revenues Reduced 


Kennedy reiterated his position 
as favoring a balanced budget 
and disclaimed any intention of 
being a spender. It is not likely 
that the Kennedy Administration 
will propose a budget with a 
planned deficit. But it is generally 
agreed that a drop in business 
activity will cut into government 
tax revenues and produce a defi- 
cit. 

There are two areas where 
Kennedy is expected to depart 
from administration policy: 

(1) He is likely to support 
more inflationary policies. 

(2) He will be more lenient in 
his approach to organized labor. 

The initial judgment on the 
economy that will have to be 
made by the new Administration 
is the nature of the current drop- 
off in business. 

By the end of the year when 
Christmas volumes will be fully 
apparent, there will be some valid 
measurement of how the lower 


level of business affects consumer 
buying. The new Administration 
will use these as guide-posts for 
planning the strategy during the 
first half of ’61. 

If Christmas sales are sharply 
down, it will be taken as a signal 
that what is lacking in the econ- 
omy is consumer purchasing pow- 
er. Kennedy has indicated that in 
such a breach, he will favor a cut 
in income taxes. 

A tax reduction that can be 
translated into an immediate in- 
crease in the consumer’s pay- 
check would pump out money 
into the economy immediately. 
This kind of a cut in taxes could 
be turned off quickly. 

What is generally felt here to 
be in store is a decline in business 
during the first and second quar- 
ters of the new year. However, a 
pickup is expected in the third 
quarter. 

If this assumption is right, the 
Kennedy approach will be to at- 
tempt to stimulate the economy 
during the first half of the year. 
It will then try to pull out as 
quickly as possible once the eco- 
nomic tempo picked up. 

The classic government remedy 
to recessions—sharply increased 
public works—would not do the 
job if the short-term analysis of 
the business dropoff is correct. 
Public works take a long while 
to make an impact on the econ- 
omy, and once started they take 
a long time to taper off. 


Learning From Experience 


This was one of the major cri- 
ticisms of the governmental han- 
dlings of the 1957-1958 recession. 
The increased public works spend- 
ing actually did not take hold in 
the economy until 1959. By then, 
it merely served to add fuel to 
an inflationary trend. 

A reduction in income taxes— 
even for a period of six months 
—would indeed result in a gov- 
ernment budget deficit. But the 
Kennedy administration would 
place the blame on the Eisenhow- 
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solve your magnet wire problems with 
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SX Technical Reports give thorough coverage of 
physical properties and applications of magnet wire 
types. Keep you abreast of progress and development. 


Testing Facilities support research at SX as part 
of a complete system giving you assistance on any 
magnet wire problem, whether it concerns product 
or application. A library of specifications are avail- 
able in our laboratories for your use. 


Research and Development at SX helps you by 
keeping its eyes on the future. There is continuous 
development of improved insulating materials and 
processes. Such technical progress serves you with 
constantly improved magnet wire. 


Field Help on the Job by experienced SX sales and 
technical staff is the final step in Essex Plus-4 service 
to help you solve application problems at a saving. 
Seminars and symposiums also keep you abreast 
of latest developments. 


For Yus 4 application service consult your Essex Magnet 


Wire salesman, or write direct stating your problem. 


AAGNET WIRE DIVISION, Essex Wire Corporation, Fort Wayne, indiana 
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er account, since the first budget 
for which Kennedy will have full 
responsibility is in fiscal 1962. 

Kennedy’s economic advisers 
maintain that a tax cut to tide the 
economy over a six-month lull 
would cost the government less in 
revenue loss than would the ef- 
fects of a deepened recession. 

It seems that a lift in consumer 
buying would not in itself give 
rise to higher prices. To this ex- 
tent, it would not be directly 
inflationary. 

To stimulate the economy, Ken- 
nedy will also support a more 
liberal money policy, with lower 
interest and greater availability of 
credit. 

The Federal Reserve Board has 
already lowered the rediscount 
rate in successive moves that have 
brought the rate down very 
sharply since mid-year. At the 
bottom of the 1957-1958 recession, 
the rediscount rate dipped during 
a short period to 134%. This level 
could again be reached if the de- 
mand for money continues to be 
weak. 

In addition to lowering the re- 
discount rate, the Federal Reserve 
Board has reduced the reserve re- 
quirements this year for its mem- 
ber banks and bought securities 
on the open market. Both of these 
moves are a means of increasing 
the availability of loan money to 
borrowers. 

The Kennedy position has been 
that cheap and available money is 
an overall stimulus to economic 
growth. He feels that business 
would be induced to expand its 
facilities and that borrowers 
would be encouraged to borrow. 


Gold Flow Increasing 


There are curbs, however, to 
this practice. Lenders, especially 
from foreign nations, have already 
shifted funds from this country 
to borrowers abroad, where high- 
er interest rates prevail. If inter- 
est rates drop lower, money will 
continue to seek more favorable 
returns and the flow of gold from 
this country will accelerate. 

The greatest apprehension over 
the Kennedy economic policy 
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stems from his support of forced 
growth. To a great extent the di- 
rection and rate of growth in the 
economy has historically been 
paced by consumer attitudes and 
desires. 

Kennedy favors two new objec- 
tives: 

(1) A greater share of the econ- 
omy should be channeled into the 
public sector. 

(2) The rate of growth should 
be stimulated from 3% to 5%. 

A faster buildup in the public 
sector is not in itself inflationary. 
However, some forms of invest- 
ment in the public sector not only 
absorb tax money, but also re- 
move the activity from the tax 
rolls. But in investments like road 
building, a large volume of pri- 
vate investment is generated and 
the net effect is to add to taxpay- 
ing activity. 


Is Growth Rate Artificial? 


The basic issue on growth is 
whether the rate reflects real de- 
mand or an artificial government- 
set goal. An important pace-setter 
in the rate of growth is the level 
of housing starts. 

Housing starts create a market 
for all kinds of materials, goods, 
and services. In addition, the 
buildup of neighborhoods leads to 
a large demand for commercial 
construction, utilities, schools, 
hospitals, and community services. 

Nevertheless, an artificial stim- 
ulation of housing demand depre- 
ciates the value of existing hous- 
ing. It could also result in a large 
and unwanted bank of unsold 
used houses. 

In the Democratic platform and 
in all subsequent statements by 
the candidates during the cam- 
paign, there were extravagant de- 
scriptions of economic objectives 
but extremely vague explana- 
tions of specifics. 

One stimulant to growth that 
Kennedy has endorsed is a more 
realistic policy on depreciation of 
plant and equipment. During and 
after World War II, plant expan- 
sion was encouraged by permit- 
ting these equities to be depreci- 
ated rapidly. (Turn Page) 
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Caustic Damage. . . 
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While nothing so radical is con- 
templated now, Kennedy has in- 
dicated that he favors making 
investment in plant and equip- 
ment more attractive by a change 
in the tax treatment. 

Organized labor was in the 
forefront among Kennedy sup- 
porters. The new Administration 
is pledged to some policies highly 
favored by union spokesmen. 

The Democratic platform 
pledged to raise the minimum 
wage to $1.25 an hour and to ex- 
tend the coverage to an addi- 
tional several million workers. 
There will be some opposition in 
Congress to an immediate raise 
to the $1.25 figure. However, the 
measure will be among the first 
scheduled for Congressional ac- 
tion. 

Another issue on which Ken- 
nedy pledged himself to labor was 
health insurance for older people 
under the Social Security system. 
This has been one of the key- 
stones of union policy. Passage 
of legislation placing old age in- 
surance under Social Security 
will be expected by labor in re- 
turn for its support. 

Kennedy has already set small 
groups of specialists to work in 
different fields to explore a num- 
ber of policy proposals. 

Included among these special- 
ists are college professors, some 
holdovers from the Roosevelt and 
Truman eras, and a new group 
of politically ambitious young 
men. 

Among other things, this group 
is working up a series of proposals 
on the subject of education. How- 
ever, there will probably be no 
surprises when these proposals 
are made public, since Kennedy’s 
views in this field have been 
spelled out clearly during the 
campaign. 

In all these areas—taxes, labor, 
credit, welfare, and education— 
Kennedy is laying the ground- 
work for his future programs. Be- 
fore he takes office, he is expected 
to have firmed up his ideas with 
concrete proposals to present to 
the Congress. The big test will 
come when Congress reacts to 
these measures.—A. N. Wecksler 
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A CASE IN POINT-—The new Borden 18 pocket 4 and 5 quart Can 
Tester is the first pneumatic tester of this type in the world. Fast, automatic, 
reliable; it depends on sound; wear-resistant castings for dimensional accu- 
racy and stability. Hamilton Foundry supplies 127 castings ranging from 2 
pounds to 1300 pounds for this machine. Borden also makes a 9 pocket 
Tester for cans up to 22 gallon capacity. In fact, most of the iron castings 
used in these machines come from Hamilton Foundry, a reliable single 
source for engineered castings. 

When new and unusual design problems arise in selecting metal and 
casting parts, the skill and integrity of Hamilton Foundry is your best 
insurance that specifications—and delivery schedules—will be met. 
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Antitrust Official 
Hits Rigged Bids 


Public purchasing agents were 
urged by an administration offi- 
cial to file damage suits when 
identical bidding shows signs of 
collusion. 

Assistant Attorney General 
Robert A. Bicks praised local and 
state purchasing agents who did 
report suspected bids to the at- 
torney general. But speaking be- 
fore the recent conference of the 
National Institute of Government- 
al Purchasing, he noted that “of 
the 20 cases filed with the attorney 
general in the past year listing 
rigged bids in the electrical field, 
not one state or city has filed a 
damage suit.” He added that in- 
dictments thus far in this field 
alone cover sales of $1.8 billion 
annually. 

As one way of handling such 
cases, Bicks—who heads the anti- 
trust division of the Justice De- 
partment — suggested that pur- 
chasing officials report suspected 
bids to state attorneys general or 
city and county solicitors. “Armed 
with such data,” he said, “legal 
officers might then decide whether 
to investigate such problems 
themselves or refer them to the 
Justice Department’s antitrust 
division.” These reports, he noted, 
would “enable law enforcement 
officials to eliminate illegal re- 
straints and to secure recompense 
for their state or its subdivisions 
injured by rigged bids.” 

Bicks explained to the pur- 
chasing executives some of the 
ways rigged bids can be identified. 
“Where bidders appear to share 
the business equally there is a 
suspicion that this result may 
have been achieved by rotating 
the low bids in accordance with 
an agreed plan. . . In addition, a 
sharp change in pattern from dis- 
parate pricing to identical pricing 
may mark the point where an 
illegal agreement was reached 
among competitors.” 

At the same session, Leo Weil, 
Cleveland’s Commissioner of pur- 
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chases. and supplies, read a pro- 
posed city regulation to combat 
identical bidding. 

He recommended that public 
purchasing agents consider such 
regulations for their own areas. 
A section of the proposed Cleve- 
land ordinance, for example, con- 
tains the following provision when 
bids suggest collusion: 

v8 (it would) require each 
bidder submitting such identical 
bid to file in five days from open- 
ing of bids a sworn statement of 
labor transportation costs and 
such other costs involved in the 
price of the article.” 

The proposed section would also 
require the commissioner of pur- 
chases to publish “a notice setting 
forth the identical bids received 
and inviting additional bids at a 
price or prices less than those set 
forth in the identical bids.” 


Offer Tips on Office 
Buying, Value Analysis 


Two addresses of particular in- 
terest to purchasing agents were 
featured at the recent Eleventh 


National Conference on Stand- 
ards sponsored by the American 
Standards Association. 

Harold McDonald, Detroit Edi- 
son Company, discussed pur- 
chases of office equipment, sta- 
tionery, and printing. He said that 
this area offers more opportunity 
for sound cost reduction than any 
other. 


Reducing Costs of Forms 


McDonald noted that the selec- 
tion of the appropriate grade, 
kind, and weight of paper for a 
form can result in considerable 
savings. He also stressed the need 
for standardization of office forms 
to reduce costs. 

Among the savings that his 
company has made on this type 
of buying, he mentioned: (1) A 
saving of $1100 annually by chang- 
ing the covering on a three-ring 
binder from canvas to plastic, 
(2) A saving of over $2500 a year 
by reducing the total weight of 
multi-wall fly ash bags, and (3) 
A saving of $936 on one order of 
vehicle card holders by substitut- 
ing plastic for imitation leather. 

An outline of an organized ap- 





Major Labor Contract Expirations 


December 


Industry 
Airlines 
Communications 


Company 
Pan American 


Sugar 


Associated Press 
Oil Pan American Petroleum 
National Sugar Refining 


Union 

TWU 

ANG 

Ind. 
Packinghouse 


January 


Industry 
Local Transit 
Retailing 
Trucking 


Company 


R. H. Macy 


Philadelphia Transportation 


1/A Central States 


Union 

TWU 

Retail, Wholesale 
Teamsters 


February 


Industry 
Dress Mfg. 
Fur Mfg. 
Trucking 


Company 


5 Groups of Companies 
Associated Fur Mfrs. 
2 Groups of Companies 


Union 
ILGWU 
Meatcutters 
Teamsters 
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proach to value analysis was 
made by Frederick S. Sherwin, 
manager of value engineering and 
analysis services for Raytheon 
Company. He declared that stand- 
ards and standardization must not 
be overlooked in the early stages 
of product design. 

“No matter what your view- 
point,” he said, “value analysis 
techniques and value specialists 
can serve responsible functions in 
reducing product costs. It would 
pay you to become better ac- 
quainted with this powerful ap- 
proach to cost reduction—an ap- 
proach which could help to create 
better standards of value.” 


Foreign Buying Seminars 
Conducted by Blinch 


“Buying abroad is not an ac- 
tivity to be entered into lightly. 
There are many pitfalls. It is 
quite possible to lose money and 
time in buying abroad. But I 
feel that buying abroad is here 
to stay. For many firms, it may 
be inevitable.” 

With these words, John R, 
Blinch, director and secretary of 
the Purchasing Officers’ Associa- 
tion of Great Britain, led off an 
all day seminar on “The Problems 
of Buying Overseas” in New York 
City. The seminar, sponsored by 
the Materials Management In- 


stitute, was repeated in six other 
American cities. 

Blinch, who is also executive 
secretary of the European Fed- 
eration of Purchasing, told the 80 
P.A.’s and other executives at the 
New York seminar that “you 
must know what you’re doing” 
in buying overseas. “You must 
know the rules and you must be 
informed.” 


Note Wide Differences 


The British purchasing execu- 
tive noted that there are “wide 
differences in trade practices be- 
tween countries, between various 
industries, between firms in the 
same industry, and even differ- 
ences based on the passage of 
time. What is true now may not 
be true six months from now.” 

He urged the buyers to “trans- 
late American specifications into 
foreign terms.” Blinch added 
that “there is undoubtedly a 
strong body of opinion in favor 
of the increasing liberalization of 
trade. This will mean that buyers 
must be increasingly prepared to 
investigate the potentialities of 
overseas supply sources.” 

Louis J. DeRose, editorial mar- 
keting consultant of PURCHASING 
Magazine, is executive director 
of the Materials Management In- 


Four nation interest in purchasing was represented at a recent seminar on 
foreign buying in New York City. From left to right: A.R. Oliver, president 
of the Canadian Association of Purchasing Agents; Kurt Ott, secretary of 
the German Consulate in New York; John R. Blinch, director and secretary 
of the Purchasing Officers Association of Great Britain, who conducted the 
seminar; and Paisley Boney, president of the National Association of Pur- 


chasing Agents. 
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"THIC LUBRICANT 
CAVES 7 TIMES 

Te COST IN 

PRODUCING SHOES" 


says: WOLVERINE 
Shoe and Tanning Corp 


“We use LUBRIPLATE No. 100 for lubri- 
cating the chains that drive the paddle 
wheels which turn hides immersed in 
solution. The solution is sometimes acid, 
sometimes caustic. Until we tried Lu- 
BRIPLATE, chain life was only about one 
year. After a two year test, applying 
LUBRIPLATE to the chains every two 
weeks, it appears that for every dollar 
we invested in LUBRIPLATE, we have 
saved seven dollars in chains!” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


























For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


~ 


Fr mony urteuna an 
SKE BROTHERSIR re 
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THE VALVES 
TO MEET THE NEED! 


ect from full lines to operate and control a single OEM product 


... or a plant’s entire production line! 


lern manufacturing demands quality ...and Schrader Valves have it. Complete 

give you almost limitless range in planning air circuitry. The many extras 

| Schrader Valves... superb engineering, compactness, strength, easy installa- 

make for precision operation. Your Schrader distributor is fully stocked, 

nly with Valves, but Cylinders and Accessories. He can help you with factory- 
ed experts and proven ideas. 





A. SCHRADER’S SON 


The complete range of sizes 
and types of air circuitry 
products is stocked and cat- 
aloged by your Schrader dis- 
tributor. Consult the yellow 
pages or write Schrader. 


Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 





@ division of SCOVILL 
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Purchasing Follow-up 





AF Studying Management 
Of Titan Program 


The Air Force has started a 
series of “management practice 
surveys” of major contractors. 

Goal of these surveys is to en- 
courage “improvements .. . in 
the acquisition of weapon sys- 
tems.” The first program to be 
surveyed is Martin Co.’s long- 
range missile operation. 


Cutting Costs of Weapons 


The government is striving to 
get its weapons at the lowest pos- 
sible cost. In recent years, prices 
of the major weapon systems 
have been rising. 

Behind the Air Force move is 
the spurring of Congress. Sen- 
ators and Representatives have 
been urging, in increasing num- 
bers, that the military services 
be more efficient and economical 
in purchasing new weapons. 
Along this line, Congress made a 
3% across-the- board cut in mili- 


tary procurement funds for fiscal 
1961. 


Purchasing Specialists Involved 


A team of procurement, pro- 
duction, and audit specialists will 
study the Martin management 
practices. They will also cover the 
company’s procedures and cost 
control methods. 

According to the Air Force, 
a principle objective of the man- 
agement survey “is to determine 
whether present management 
methods will continue to keep 
pace with the rapidly advancing 
technology of modern weaponry.” 

This investigation, the Air 
Force says, will be in addition 
to the normal monitoring that has 
been in effect since the Titan pro- 
gram started. 

The Martin Co. has stated that 
it welcomes the study of its man- 
agement. George M. Bunker, 
chairman, says that he is “flat- 
tered” at being selected as the 
first firm to be surveyed. 

Bunker adds that Defense De- 
partment officials have told him 
that they were “greatly im- 
pressed” by Martin’s work on the 
Titan project. 


NoveMBER 21, 1960 





Machining 
Bond on 
Castings 


© Here’s the MBC plan: if you un- 
cover a flaw while working on one of 
our castings, we pay your machining 
cost. This is in addition to replacing 
the casting without charge. 


Our customers like the Machin- 
ing Bond on Castings. It is one more 
assurance that it pays to buy high 
quality castings in the first place. 
Please write for our booklet on the 
Resources and Capabilities of: 


Morris Bean & Company 
Yellow Springs, Ohio 


aluminum and ductile iron castings 
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IT PAYS TO STANDARDIZE ON STANSCREW 


17 different Stanscrew fasteners 
used in Chicago Tramrail’s Trak-Rak 


“In constructing our complete line of cranes we 
make no compromise with the most rigid re- 
quirements of safety,” says S. W. Fountain, 
Vice-President, Chicago Tramrail Corporation. 
“Therefore, reliability is our principle reason for 
standardizing on quality components such as 
Stanscrew fasteners.” 


“But Stanscrew gives us more than fast ser- 
vice and reliable products. Their broad line of 
over 5,000 fasteners offers a wide selection. . . 
and their fastener specialists and engineers are 
always ready to assist our design department in 
determining the strongest, safest, most econom- 


_.  N 


ical fastener for every application. For example, 
in our Trak-Rak stacking crane above, 17 dif- 
ferent Stanscrew fasteners are used .. . each 
selected after careful study for the precise job 
it has to fill.’’ 


Like Chicago Tramrail, many other industrial 
leaders have learned it pays to capitalize on 
Stanscrew’s backlog of over 80 years of fastener 
experience. To use this accumulated knowledge 
in solving your particular fastener problem, just 
call your Stanscrew distributor. He will quickly 
arrange for a visit from your Stanscrew fas- 
tener specialist. 


STANSCREW FASTENERS 


VWUVY 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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America’s modern way of doing business 


ot =, ae ee EE 
AIR EXPRESS speeds newly created parts to assembly site in tim 


Air Express takes priority on all scheduled U. S. airlines 


AiR EXPRESS is in the auto business, now! This crew is just finishing off the latest model. Hours from 
now, it will bow at a glamorous auto show. Many new parts were completed just in time, and flown 
to this assembly point with jet speed. Al/ 35 scheduled U.S. airlines pampered them with priority 


treatment. AIR EXPRESS trucks (13,000... many radio-dispatched) rushed them door-to-door at both 
ends of their flights. As each part arrived, the shipper got 


a teletype receipt. That's service! AiR EXPRESS is in : 
other businesses, too. It should be in yours. There’s no A | ca Re ES. 


finer partner and rates are low. One phone cal! is all it takes. 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY ¢ GETS THERE FIRST VIA U.S. SCHEDULED AIRLINES 
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Carbon-restored bars emerge from controlled atmosphere furnace prior to cold drawing. 


J&L announces industry's most modern 
controlled atmosphere furnace for cold finished bars 


\is new continuous controlled atmosphere furnace 
> Jatest and most important addition to J&L’s 
range of heat-treating facilities for cold fin- 
| bars. It makes possible a major increase in 
duction of accurately and uniformly heat-treated 

finished bars — so important to producers of 
shed parts, who depend upon consistent proper- 
throughout the bar, from bar to bar, and from 
ment to shipment. The new furnace provides 
emely accurate—yet flexible—control of heating 


This Steelmark identifies products made 
of steel. Place this mark on your prod- 
ucts. And — look for it when you buy. 


and cooling. Flexibility is made possible by the 
division of the furnace into several automatically 
controlled chambers. Bars can thus be treated to 
match exactly each user’s requirements for strength, 
hardness, and structure. These characteristics can 
be reproduced throughout different lots of steel. A 
principal function of the new furnace is carbon 
restoration annealing; other thermal treatments 
include bright annealing, spheroidize annealing, 
and normalizing. 


Jones & Laughlin Steel Corporation 


3 Gateway Center, Pittsburgh 30, Pennsylvania STE E L 








New Holland Machine Company saves on drive 


shaft cost. By selecting J&L’s Electreat C-1144 cold 
finished bars for the feeder drive shaft of a new hay baler, 
New Holland Machine Company met high standards for 
strength while saving money on the cost of the part. 
Electreat’s high minimum yield strength (120,000 p.s.i. 
required in this case) and uniform hardness eliminated 
the need to use a larger diameter carbon steel shaft or an 
expensive alloy steel. Due to the high yield strength and 
uniform quality of Electreat, New Holland reports very 
satisfactory field performance from their shafts. 


This new continuous controlled atmosphere furnace 
gives J&L greatly enlarged capacity for precision heat 
treatment of cold finished bar stock. Automatic control 
of furnace atmosphere, heating, and cooling results in 
a very uniform structure for the annealed bars. 


Electreat is an exclusive J&L method of heat-treating 
cold finished bars by exceptionally accurate control of 
heating, quenching, and tempering. Individual bars are 
fed continuously through an induction coil, then quickly 
cooled and tempered to obtain desired mechanical 
properties or hardness. Electreat gives a high-strength 
bar with superior ductility and uniform hardness. 
Improved notch toughness enables parts to withstand 
shock loads in service; provides greater strength than 
conventionally heat-treated carbon steel at lower cost 
than alloy steel for many products. w 











HOLD iT! 


... with a powerful Polyken 2-face tape 


Airliners, flexography, window display, what have you 
. . » Polyken bonds two surfaces hard and fast 


inging two surfaces together in a semipermanent bond is a at 
ple low-cost job when you trust Polyken’s double-faced (~~ nator |) 
e—one of the most versatile tapes you can buy. ‘Beene saya 
t has the highest holding power, users report, of any double- De ~epteeagd 
ed tape. Yet it can be neatly removed at any time. Airlines, At — as 


the left-hand photo shows, rely on Polyken to economically ¥ 


ire cabin carpets—for neatness and passenger safety. ® 
So strong it holds rotary printing plates O ae n 
exographers, as shown in the photo at upper right, count 
vily on Polyken to keep plates from shifting or distorting. 
‘such a chore, the wide variety of widths offered by Polyken INDUSTRIAL TAPES 
mes in quite handy. Even window dressers, lower right photo, 
lepend on this tape for solutions to a variety of problems. 


If you have any problems that resemble these — however 
motely—contact your Polyken representative. 





T™.e KENDALL company 
Polyken Sales Division 
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A SIMPLE 
MATTER OF 
Ji hsteife). 


COUNTERBORE SETS 


INVERTED SPOT 





COUNTERBORES— or 
oe. 
COUNTER SINKS, 


HOLDERS, PILOTS 


FLOATING TAP 
DRIVERS 





INSERTED 
BLADE 
FACE MILLS 


MULTIPLE 
DIAMETER 
BORING 
CUTTERS 





GROUND MULTIPLE 
THREAD MILLING CUTTERS 


GROUND AND UNGROUND 
FORM-RELIEVED CUTTERS 





MULTIPLE STEP 
BORE REAMERS 











CARBIDE 
TIPPED BROACH SECTIONS 





INVOLUTE SPLINE 
SHELL TYPE BROACHES 





Every standard and special tool is of but 
one quality—the finest available. Since 
1921, Continental has specialized in cost- 
saving cutting tools (just a few of which 
are shown at left), producing design in- 
novations in hardened, high-speed tool 
steel, carbide and special-alloy cutting 
materials. 


Available in the types and sizes required 
to do the complete job from rough to 
finish, Continental Cutting Tools are job- 
tested in the toughest proving ground— 
Ex-Cell-O’s own machine tool and pre- 
cision parts production lines. As a result, 
they come to you ready to increase the 
output of even your best machines! 


Continental engineers will be glad to work 
with you in selecting the correct CTW 
Cutting Tool for long life and maximum 
performance. See your local Ex-Cell-O 
Representative, or write direct to Conti- 
nental Tool Works Division for full details. 
In Canada, contact your local Ex-Cell-O 
Sales Associates Representative or write 
direct to Colonial Tool Co., Ltd., Windsor. 


ontinental woz 


DIVISION OF 


CORPORATION 
DETROIT 32, MICHIGAN 


























NENTS BASIC TO INDUSTRY" 


New plant growth 
to tap 
for your rubber needs 


And you made it possibie! 


Ohio Rubber’s history of plant growth and 
manufacturing expansion dates back to 1926— 
continues through 1946 and 1957. And, in late 1960, 
ORCO opens its new Fort Smith, Arkansas plant 
—dedicated, as with the others, to serve 

you better—to supply your increasing needs 

for custom components. 


ORCO SUM TOTAL: 5 major, geographically 
strategic plants . . . 1,200,000 square feet 

within 143 acres... over 2000 trained employees... 
diverse products of natural and 

synthetic rubber, neoprene, polyurethane, 

flexible and rigid vinyl... 

*‘customer-friends” like you across the board 

in industry, nationwide. 





Want to know more about Ohio Rubber? Write today 
for our **Customeering” bulletin. 


MP-260 


me OHIO RUBBER courany 


General Office « Wi/loughby, Ohio + Whitehall 2-0500 


E 
A DIVISION OF THE EAGLE-PICHER COMPANY 
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meakes LYON your 


BEST SHELVING 
INVESTMENT 


Design makes the difference! Don’t settle for 
less than the exclusive Lyon CLIP and STUD which 
many have tried to copy but none can duplicate. 
Fully protected by Government patents, Lyon CLIP 
and STUD obsoletes conventional steel shelving and 
guarantees you these extra dividends— 


* Easy, fast, low cost assembly. 

* Complete flexibility—shelves instantly adjustable 
from the front without use of nuts, bolts or tools. 

* Tremendous structural strength and rigidity. 


Another extra dividend from Lyon—oldest and leading : 
steel shelving manufacturer—an experienced Lyon Mee There are many b sot ae — nace are. 
: ve—a mezzanine (double dec 8 oom in 
Ho me “ose oat Lyon Dealer as ht alee ite 4 which the lower installation supports the entire 
phone—ready to help you save space, time, money. —se-ond floor. A big saver of valuable floor space. 
Factories in Aurora, Ill.—York, Pa.—Los Angeles 


MAIL COUPON FOR THE 92-PAGE CATALOG 


~ 
. LYON METAL PRODUCTS, INC. 
1133 Monroe Avenue, Aurora, Iilinois ! 
i (_] I would like to see a Lyon CLIP and STUD demonstra- 

tion. 
| 
STEEL EQUIPMENT. [| I'd likea copy of your 92-page Catalog which tells the | 
' complete shelving story and covers entire line of | 
products. | 
NAME. . 
- | 
! 
| 
| 





FIRM. 


OVER 1500 ITEMS > | 
For Business, Industry and Institutions | crv STATE. 














A PARTIAL LIST OF LYON PRODUCTS 
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Announcing a major advance 


MMlobilmet 
Oils 


the first multi-metal cutting fluids... 
with unique pressure-temperature selective activity. 


ping Efficiency Tester is one of many Mobil research tools used 
elopment of cutting fiuids such as Mobilmet . . . effectively 
e machining efficiency of cutting oils on soft, draggy SAE 1020 
his difficult machining operation as well as in field service, 

t oils have demonstrated results better than conventional cutting 


fluids intended for this application. Other applications for new Mobilmet 
oils include: Turning, Drilling, Boring, Milling, Gear Hobbing, Shaping 
and Shaving, Threading, Tapping, Pipe Threading, Surface and Internal 
Broaching, Thread and Form Grinding, Thread Rolling, Forming and 
Special Automatic Screw Machine Operations. 





in cutting-oil technology... 


Now...from Mobil Research... versatile new cutting fluids that 
offer you: ¢ greater machine output « lower tool costs « reduced loss 
from rejects ...over wide ranges of metals and operations! 


Now, after two years of exhaustive research 
and field testing . . . new Mobilmet* oils— 
the first multi-metal cutting fluids ever of- 
fered to the metalworking industry. 

Mobilmet oils are uniquely versatile . . . 
help simplify your cutting oil requirements 
because each grade is effective over ranges 
of metals and operations beyond the capac- 
ity of any conventional product. And Mobil- 
met oils offer you superior machining results 
as well—in terms of improved finishes, longer 
tool life, and reduced staining. 

Behind this versatility and effectiveness: 
a new additive composition, developed and 


patented by Mobil, which is 
pressure-temperature selective 
in its activity—highly effec- 
tive over the wide ranges of 
cutting pressures and temper- 
atures produced in machining 
various metals with greatly different physi- 
cal characteristics. As a result, Mobilmet 
oils are useful for both tough, draggy metals 
and hard, brittle metals. 

Call your Mobil Representative, or use 
the coupon below. 


*Mobilmet is a trademark of Socony Mobil Oil Company, Inc. 


MOBIL OIL COMPANY, 150 East 42nd Street, New York 17, N. Y. 


Mobilmet oils offer superior tool life on both 
soft, draggy metals and hard, clean-cutting 
materials. These pipe threading chasers used 
for six weeks in moderately severe job-shop 
service show little wear on either tool faces 
or thread crests. Results were achieved with 
heavy-duty Mobilmet oil. 


Since they effectively control built- 
up edge and tool wear, Mobilmet oils 
provide superior finishes that meet 
exacting specifications—with fewer 
rejects, and in some cases reduced 
necessity for additional finishing 
operations. 


Stain-inhibiting effect of new additive com- 
bination is demonstrated with two steel plates. 
Plate on the left was immersed in conventional 
corrosive cutting oil; plate on the right was 
immersed in heavy-duty Mobilmet grade in- 
tended for the same application. Re-polished 
tops of plates show original condition. 





THE TRS MAN TOOK AN INSIDE LOOK 
to save Carling 50% on a toggle-switch part 


Electric already used two TRS rivets to assemble snap-acting THE CHANGE THE TRS MAN SUGGESTED 
tches, had no fastening problems for that product. But a 


s cap, in the top of each switch spring, kept costs up... 
to be ground flat to seat the cap securely, and costs of brass 
parts inventory, and tool maintenance were high. 


~ OLD stamped cap trans- 
mits toggle motion 
through spring to 
the PAR Process approach to cost reduction, the TRS man moveable contact. 
yut ... suggested a dimpled rivet in place of the cap, worked Requires flat- 


vith Carling engineers. This simple change eliminated spring ground spring to 


tamping tool maintenance, brass strip stock and finished 
tory. The dimpled rivets improved reliability and smoothness 
tion, and dependable TRS deliveries removed any need for 
m ahead of demand. Result: Carling scrapped existing 
tory, converted to the new design at once. 
- 


what the Par Process can save you 


rocess aims at lower costs and higher production rates. It 

sharp-eyed, production line search by your TRS man, for 
minate or simplify and speed up steps in the assembly — 
dures specially organized by TRS, benefiting from unique 
»pments in rivets and riveting machines. 
bring you better integration and fuller automation of assem- 
ns, or even a cost-cutting change in design as with Carling. 
check of your operations. Whether your assembly jobs are 
omplex, it can be worth dollars to you. 


prevent slips and 
jamming, adds ex- 
tra costs of strip 
stock, parts inven- 
tory, stamping tool 
maintenance. 


NEW > 


dimpled rivet does 
same job better, 
with precision bear- 
ing surface. Sits 
straight and secure 
in unground 
spring, eliminates 
tool maintenance, 
removes need for 
costly in-plant in- 
ventories. 


Don’t Buy Riveting Machines until you learn how the TRS PAR process revolutionizes riveting 


® 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS © TRS SALES OFFICES: Atlanta * Buffalo * Charlotte * Chicago 

Cleveland « Dallas « Detroit « Hartford « Indianapolis « Los Angeles « New York 

Philadelphia « Pittsfield « Quincy « St. Lovis « Seattle. WAREHOUSE IN CHICAGO 
See “Yellow Pages” for phone numbers. 


If it’s a Tubular Rivet TRS makes it...and Better TT T fi if T = 
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ANOTHER Q}NORTOND PRODUCT 


switch to resin-bonded belts ? 


, have at least two good reasons for 
switching to Behr-Manning resin-bonded 
abrasive belts: 


1, They give you the benefit of cooler 
cutting through heat resistance in every 
step from roughing thru polishing, with 
minimum loading or shedding. 


2. They give you the advantage of last- 
ing much longer than glue-bond belts, 
easily justifying by production savings, 
their slightly higher initial cost. 


Prove the advantages 
Dept. 
Norton Company. 


BEHR-MANNING Co., Troy, N. 


There are two principal types of Behr- 
Manning resin-bonded abrasive belts: 


RESINALL ® an all resin-bonded, 
aggressive belt of strong X-weight cloth, 
for maximum heat resistance in most all 
rough and intermediate grinding. 


RESINIZED® ... a resin-over-glue belt 
of good heat resistance, in strong X-weight 
for flat polishing, and in flexible J-weight 
for contour polishing. 


yourself. Ask for a in-plant test. Write 
Y., a division of 





information For Your Catalog Files 





COUPLINGS 


lletin 901 describes two new types of flexible 
ion couplings—one for high-speed torque ap- 
ations and another for attachment to flywheels 
nternal combustion engines. The 20-page cata- 
s engineering data, photographs, dimension 

, and selection tables. 


Dodge Manufacturing Corporation 
Write No. 1 on Information Card—Page 32 


ELECTRIC TRUCKS 


sur-page folder illustrating and describing 
100-Ib. capacity electric trucks. Illustrated with 
eering drawings, charts, and photographs. 
ludes detailed specifications, design data, and 
ting information. 


Elwell-Parker Electric Company 
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FABRICATING 


16-page brochure on fabricating facilities. De- 

s available equipment and engineering. Pho- 

iphs of components and finished products 
trate the text. 


Dana Corporation 
Write No. 3 on Information Card—Page 32 


FILTERS 


log 51-100 covers Auto-Klean and Super 
-Klean filters. Describes all-metal edge-type 

its which do not require cartridge replacement. 
tains a cutaway view, a filter selector chart, 
1 set of flow tables. 


Cuno Engineering Corporation 
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INDUSTRIAL POWER SYSTEMS 


‘letin GEA-7139 outlines principles of planning 

lustrial power distribution systems for safety, 

liability, and economy. The 48-page illustrated 
og describes choosing voltages, short circuit 
ations, protective relaying, power factor cor- 
ons, and grounding. 


General Electric Company 
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LATHES 


\2-page bulletin on extra heavy duty engine 
thes. The illustrated catalog features product 
nation and specifications. 


Sidney Machine Tool Company 
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LUBRICATING GUNS 


A six-page, three-color bulletin on lightweight, 
portable air-operated lubricating guns. Operating 
instructions are illustrated by a series of cutaway 
views. Includes a price list. 


Rockwell Manufacturing Company 
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MACHINE TOOLS 


Catalog 318 describes a line of machine tools. 
Explains important features that have been added 
to the No. 1 precision surface grinder, the 6-inch 
rotary grinder, the 24-inch semi-automatic lap- 
ping machine, the 24-inch rotary lapping machine, 
and the back spot facing machine. Also describes 
accessories and attachments. 


Taft-Peirce Maufacturing Company 
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MECHANICAL TUBING 


Folder T-459 describes mechanical and hydraulic 
tubing. The eight-page booklet covers electric- 
resistance-welded carbon steel mechanical, cylin- 
der, and hydraulic line tubing. Details tube char- 
acteristics and supplies ordering information. 


Babcock & Wilcox Company 
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MOTORS 


A 12-page bulletin on squirrel cage induction 
motors. The catalog covers motors with horse- 
power ranges from 1 to 150 horsepower. Outlines 
applications, performance characteristics, me- 
chanical design variations, construction details, 
ratings, and dimensions. 


Century Electric Company 
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POWER SPRINGS 


A 12-page booklet on a line of flat spiral power 
springs, including two variations of a new spring 
design. Illustrates and describes four types: spiral, 
crosscurved, stainless, and integral band with and 
without bridle. Includes applications, examples, 
and background information. 


Sandvik Steel, Inc. 
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PRECISION SWITCHES 


Catalog No. 10-1 contains information on a line 
of snap-acting precision switches. The 32-page 
bulletin shows a wide variety of integral and 
auxiliary actuator styles. Includes dimension 
drawings, descriptions, electrical ratings, and 
photographs. Also has data on bases, terminals, 
circuit arrangements, and NEMA standard defini- 
tions. 


W. L. Maxson Corporation 
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You get all these benefits when you — 
| Aeroquip HOS@ and Reusable Fittings 


PROMPT LOCAL DELIVERY 


Delivery as close as your phone is assured by five 
factories, 2 warehouses, and a nation-wide network of 
more than 500 factory authorized distributors. 


SS TYPES OF HOSE 


There is an Aeroquip Hose and Fittings combination 
exactly suited to your need. Made to give you better 
service and long lasting economy. 


RESISTS TEMPERATURE EXTREMES 


Aeroquip Hose is available to withstand temperature 
extremes from —65° to +450° F. in constant flexing and 
high pressure service. 


SQ GCM SS SS SS eS SSS ee ee eee ee ee ee ee ee ee ee ee ee ee ee ee oe ee oe oe 


HIGH PRESSURE RESISTANCE 


Aeroquip Very High Pressure Hose will withstand up to 
5000 psi. It helps reduce costly down time in the most 
severe use. 


<< x x< <I ] REDUCED REPLACEMENT INVENTORY 
aa Reusable fittings simplify inventory. All you need is a length 


X< x 474 of bulk hose and a few fittings to replace any flexible hose line. 


Replacements can be made on the spot, without special tools. 


> 4 4 ittings are reusable over and over again. 
AIA ° 








Please send me your Industrial Catalog No. 204. | 


» NAME 





TITLE 





COMPANY 





" ADDRESS 
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JOB-DESIGNED THREADED PINS FOR EVERY INDUSTRY 





Here is a fast, depend- 
able, low cost, quality 
minded source of supply 
for JOB-DESIGNED 
Hassall threaded pins and fas- 
teners of all types, in any 

tal, to fit your own particular assembly 
juirement. Recognize the fact that a 
fastener designed specifically to fill a 
ningly complex assembly require- 
can easily cost less than design 
fication to accommodate so-called 

ard fasteners. Assembly costs are 

y major part of manufacturing ex- 

Most of this is labor. The fasten- 

edium itself is usually a minimum 

f a Job-Designed fastener makes 


bly simpler and faster, permits the 
f fewer fasteners, allows the de- 
r functional freedom and improves 


product efficiency, yours is a specifying 
job well done. All these possibilities are 
available when you come to Hassall for 
design assistance and quotation on chal- 
lenging, difficult or unusual rivets, 
threaded nails, drive screws and other 
cold headed parts. Short or long runs, 
pilot quantities, engineering counsel, 
over 100 years of intimate association 
with cold heading—and a deep appreci- 
ation and regard for the concept of 
value analysis — all are a part of the 
Hassall service to you. 


Send for a copy of our latest catalog. 


MANUFACTURERS SINCE 1850 


JOHN HASSALL, INC. 


P.O.Box 2268 » Westbury, Long Island, N.Y. 





Catalog Files 








ROTATING TRANSMISSIONS 
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THIS is No Ordinary 


Power Hack Saw Blade 


This is the unbreakable MARVEL High-Speed-Edge 




























Hack Saw Blade—the first bi-metal blade—invented, 
developed and introduced by MARVEL. This blade 
was developed to cut any material from the free ma- 
chining steels to the toughest alloys, fast, accurately 
and economically. Just one type blade to handle any 
job—no switching blades to cut different materials. 

MARVEL blades can be tensioned from 200% to 
300 % more taut than ordinary blades. This advantage 
permits heavier feed pressures to be used without 
deflection or fear of breakage. 

This rugged cutting tool assures outstanding econ- 
omy, accuracy, long life and complete safety—it is 


unbreakable. 


Ask for MARVEL Blades by name and you can 
be sure you’re getting the best. Leading Industrial 
Distributors have them in stock. Write for latest 


Cutting Tool Bulletin. 


FB-1021 


ARMSTRONG-BLUM MFG. CO. 


5700 W. Bloomingdale Ave., Chicago 39, U.S.A. 
Manufacturers of the Outstanding MARVEL Metal Saws 
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VARIABLE RESISTORS 





Write No. 17 on Information Card—Page 32 







Bulleting IR-60 describes ro- 
tating transmissions. The 
eight-page, two-color catalog 
provides charts, tables, dia- 
grams, and cutaway drawings. 
Includes details of construc- 
tion, dimensions, and illustra- 
tions. Typical applications are 
listed. 


Airborne Accessories Corporation 
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SPRING FASTENERS 


A catalog that describes and 
illustrates standard and spe- 
cial spring fasteners in twin- 
prong or cone type impres- 
sions. Selections can be made 
by style, screw, or stud size. 
Includes information on tensile 
and torque requirements. 


George K. Garrett Co., Inc. 
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URETHANE FOAMS 





A 24-page brochure on indus- 
trial and commercial applica- 
tions for urethane foams. 
Covers property and perform- 
ance data relating to insula- 
tion, structural panels, pack- 
aging, and acoustical artifacts. 


Mobay Chemical Company 


A catalog sheet describing a 
line of linear motion variable 
resistors. Covers six basic 
types and 60 models. Also lists 
technical specifications, in- 
cluding general features, 
physical dimensions, and elec- 
trical characteristics. 


Globe-Union, Inc. 
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WASHERS 


An eight-page booklet on 
washers. Includes schematic 
drawings, charts, and applica- 
tion photographs. Also has ex- 
amples which indicate how to 
cut costs and improve quality. 


Illinois Tool Works 


PURCHASING 














Juminum to size 


from the Reynolds Distributor 


The type, size, alloy, and quantity of the aluminum mill 

products you need are in inventory at your nearby Reynolds 

Distributor. He saves you storage costs and warehouse 

space. And he offers more than aluminum alone. He can 

give you technical assistance, literature, and sound advice 

on using and working with aluminum. Often, he has the 

facilities to help you cut fabrication expense. He has 

aluminum that is quality-controlled (Reynolds Aluminum), sotertann apenas 
and he can get it to you fast! Reynolds Metals Company, “All Star Golf’, Saturdays—ABC-TV: 
P. O. Box 2346-DK, Richmond 18, Virginia. 


For the name of the nearest Reynolds Di Distributor, look under “Aluminum” in your classified phone book 
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Genera Electic Buys and Sells TOTAL VALUE 





creative supplers help General Electnt 
to make the In-Clad 55 morok... 


THE GREATEST TOTAL VALUE IN MOTORS 


ARING SUPPLIER 
urd bearings 
Electric’s 

or and Gen- 
ment on the 
timated six- 
rements. This 
ery time con- 
ile relieving 
nent of the 
a six to eight- 


A PAPER BOX COMPANY 
supplies phase separators. 
This vendor reduces the 
Department’s paper work 
by using a special inven- 
tory card system to assure 
that the supply of each 
type of separator never 
falls below minimum quan- 
tity—-one more reason to 
expect on-time delivery of 
Tri-Clad ‘55’ motors. 


TO OFFER YOU the greatest total value in each of its 
200,000 products, General Electric looks for creative 
suppliers, large or small. The creative contributions 
of these suppliers reinforce the product values and 
added values provided by General Electric. 


THE TRI-CLAD ‘55’ MOTOR, for example, features 
such added values as expert application assistance and 
nation-wide service facilities. Read at left how two 
suppliers, through their creative inventory policies, 
help General Electric to assure you of another Tri- 
Clad added value—on-time delivery. 


GENERAL ELECTRIC PURCHASING MANAGEMENT 
carefully considers the added values offered by each 
of the Company’s 45,000 suppliers. The booklet 
Productive Purchasing, An Approach to the Systematic 
Appraisal of Total Value contains a check list to 
help you compare the added values of competing 
suppliers. For a copy of this booklet (GED-3877), and 
for more information on Tri-Clad ‘55’ motors with 
Thermo-Tector* system overload protection (GEA- 
7092), write to Section 666-07, General Electric Com- 
pany, Schenectady 5, N. Y. 


* Trade-mark of General Electric Company. 


GENERAL @@ ELECTRIC 





BASIC REASONS 

FOR MAKING 

GENERAL CHEMICAL 
* YOUR HO’ FOR HF 


e 










oa secnaeieaee 


sh nigt ° * 


3 PLANTS. General Chemical produces anhydrous and aqueous 
hydrofluoric acid at the following three locations: North Clay- 
mont, Delaware; Nitro, West Virginia; and Baton Rouge, Louisiana. 





5 STOCK POINTS. General has five bulk storage and packing 
stations in the United States for aqueous HF. Each backs up 
the others—assuring availability and prompt service at all times. 


For More Facts About Ad For More Facts Write No. 
<on Facing Page Write in No. 188 
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EXTENSIVE FLUORSPAR RESOURCES. Basic to the point of owning 
large fluorspar reserves as well as mines and mills, General Chemical is the 
nation’s leading producer of hydrofluoric acid. By controlling its raw material 
resources, General Chemical protects you against interruptions of supply. 


With its outstanding resources for essential raw mate- 
rials—fluorspar reserves, mines and mills—plus a broad 
network of 18 sulfuric acid plants, General Chemical’s 
basic position in hydrofluoric acid production is un- 
matched. 

What’s more, General is the only supplier offering 
shipment of hydrofluoric acid from more than one pro- 
ducing location. It supplies anhydrous and aqueous HF 
to its customers from three producing works and aque- 
ous HF froman additional five company-owned locations. 

Whenever and wherever you need hydrofluoric acid, 
call on General Chemical—your “HQ” for HF! 


x ] 
i 


hemical GENERAL CHEMICAL DIVISION 
40 Rector Street, New York 6, N. Y. 
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MORE BOUNCE 
10 THE MILLIGRAM 


THIN STRIP. 


PHOSPHOR 
BRONZE 


From .000125” thin to .010”, Somers 
Thinstrip phosphor bronze is pro- 
duced by a unique high-speed 
annealing process which provides a 
niform fine grain structure. Thus, 
spring temper metal is produced with 
elongation up to five times that of 
coarse grain methods, making pos- 
sible the forming of much more 
cate parts for many instrument 
| electro-mechanical applications. 
1 Somers’ close control of grain 
guarantees prolonged fatigue 
esistance unattainable through ordi- 
y methods. 
hatever your Thinstrip problems, 
opper, copper alloys and stain- 
steel from .010” down and 
| and nickel alloys from .020” 
1, write for the Somers confiden- 
a! data blank. No obligation, of 


R EXACTING STANDARDS ONLY 


Somers Brass Company, Inc. 


128 BALDWIN AVE., WATERBURY, CONN. 
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Letters To The Editor 





A HELPING HAND FROM L. A. 


Dear Sir: 

My attention has been called to 
your “Letters To The Editor” col- 
umn in the August 1, 1960 issue. 
G. C. Hentschel of Clarke Floor 
Machine Company inquired about 
a bibliography of value analysis 
articles. 

The value analysis committee 
of the Purchasing Agents Asso- 
ciation of Los Angeles, has com- 
piled a sizeable library of articles 
and publications and a bibliog- 
raphy of this material. I’m en- 
closing a copy for your informa- 
tion and have sent a copy to Mr. 
Hentschel. 

To the extent we are able, we 
will be glad to make this library 
available to your readers. 


Burke B. Cochran, Jr. 
Space Technology 
Laboratories, Inc. 

Los Angeles, Calif. 


@ Anyone interested in the value 
analysis bibliography can obtain 
a copy by writing to the Associa- 
tion’s librarian: James Young, 
purchasing agent, Avon Products, 
2940 East Foothill Blvd., Pasa- 
dena, Calif. 


FINE WRITING 


Dear Sir : 


“The Real Threat to Purchas- 
ing” appearing in the September 
12 issue of your magazine is in 
my opinion the finest piece of 
writing on this subject that I 
have had the pleasure of reading. 
I sincerely congratulate you on 
this very fine, straightforward 
presentation of a subject that is 
near and dear to the hearts of all 
professional purchasing people. 

I hope you will have thousands 
of reprints of this article made. 
I’m sure there will be a terriffic 
demand for them. Right here and 
now I would like to request at 
least 100 copies of this article. I 
would propose to immediately 
place a copy in the hands of each 
one of our sales personnel. Fur- 
ther, I would like to keep a stock 
of them right here in my office 


and hand them to each sales per- 
son who walks into my office. 

Once again, please accept my 

sincere congratulations for this 

fine piece of work. 

W. D. Schelbe 

Director of Purchases 

Wolverine Tube 

Division of Calumet & Hecla, Inc. 

Allen Park, Michigan 


Dear Sir: 


I would appreciate receiving a 
reprint of the article, “The Real 
Threat to Purchasing” by Paul V. 
Farrell which appeared on page 
70 of the September 12 issue. 

R. C. Hensel, Manager 
Purchasing-Stores 
Shell Oil Company 
Los Angeles, Calif. 


@ Reprints of “The Real Threat 
to Purchasing” are available from 
the Editorial Dept., Purchasing 
Magazine, 205 E. 42nd St., New 
York 17, N. Y. Single copies are 
10¢ each. Bulk copies (5 or more) 
are priced at 5¢ each. 


FOOD FOR THOUGHT 
Dear Sir: 


Have read with great interest 
your editorial, “Hands Across the 
Skies,” in the September 12 issue. 
This was very timely as yester- 
day we conducted one of our 
meetings which are held every 
four months for purchasing ex- 
ecutives in our organization. Com- 
munication and coordination are 
so important because, many times, 
we are confronted with only our 
own problems but have no idea 
at the time how they may affect 
others. 

I particularly liked the Septem- 
ber 12 issue because it gave us 
so many things to think about. 
How many of us forget, for ex- 
ample, about the little 3¢ post 
card that you mentioned. We have 
today issued instructions to our 
purchasing people that post cards 
should be used wherever possible. 

H. M. Zimmermann 
Director of Procurement 
Kearfott Division, 
General Precision, Inc. 
Little Fails, N. J. 


PuRCHASING 





TODAY’S BEST 
SLIDE SWITCH BUY... 


... for Economy — Style — Convenience — Circuit Versatility 
Write for Stackpole Slide Switch Bulletin 





SCHEMATIC 


ACTION 





TYPE 
NUMBER 





MEDIUM-DUTY TYPES 


DP-DT 
Spring-Return, No detent 








SP-ST 
Pushbutton, Momentary, No detent 





SP-DT 
Maintained, With detent 





SP-ST 
Maintained, With detent 





DP-DT 
Maintained, With detent 
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$P-DT 
Spring-Return, No detent 








3-POSITION 
Maintained, With detent 





4-POSITION 
Maintained, With detent 





SP-DT 
Spring-Return Plunger, No detent 





DP-DT 
Maintained, With detent 





TP-DT 
Maintained, With detent 

















6-AMPERE TYPES 


3-POSITION 
Maintained, With detent 








SP-ST 
Maintained, With detent 





SP-DT 
Maintained, With detent 























Electronic Components Division 
STACKPOLE CARBON COMPANY 
St. Marys, Pennsylvania 
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» Case History No. 108 


“100% MORE WEAR 

| AND THE GLOVES 

_ COST 10¢ LESS...WE 

| NOW USE RIEGEL 
| LEATHER PALMS” 





Here Are The Facts! 


OMPANY: A Southern Steel Manufacturing Plant 
GLOVE PREVIOUSLY USED: Competitor’s Leather Palm 


GLOVE RECOMMENDED: Riegel Big Hickory™ 
auntlet) and Little Hickory™ (safety cuff) 
g-thumb leather palms. 


SAVINGS: “Each man now uses four pairs a month, 
ead of eight, at 10¢ less per pair. This saves 
a year per man.” 


COMFORT: “More flexible and better fit, partly due to 
ing thumb which former glove did not have. 
gel gloves are also cooler around 2000°F heat 
1 softer around water.” 


is another saving made possible because 
vel Industrial Analysts fit the right glove to 
ob. For help in reducing your glove cost, 

1 write Riegel today. 


» RIEGEL TEXTILE CORP. « Conover, N. C. 


FFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 


A Southern Steel Manufacturing Plant 


Write for valuable 


FREE GLOVE GUIDE 


A wealth of information: styles, 
types, materials, chem cal resistance, 


‘ case histories 
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BASIC PRINCIPLES 
WMustrated diagrams of the 
operating principles of the 
boll beoring screw and 
spline clearly demonstrate 
the simplicity and depend- 
ability of their function. 


TYPES 
Mechonics of ball bearing 
screws and splines show 
how they ore designed for 
linear positioning and effi- 
cient linear movement under 
high torque. 





APPLICATIONS 
Actual applications of the 
Saginow Ball Bearing 
Screw in industry and 
defense are shown. These 
examples illustrate Sagi- 
naw Screws’ versatility. 


DESIGN DATA 
Design characteristics list 
details on ball groove con- 
figuration, guide finger and 
yoke deflector ball pick-up 
methods, ball nut loading, 
backlash, etc. 


* 


SAMPLE PROBLEMS 
Preliminary design factors 
enable you to determine 
ball bearing screw or 
spline size in relation to 
application life, hardness 
ond load factors, 


oO ~ —_ 
ab rs 


ASSEMBLIES 
Suggested means of at- 
tachment help you choose 
the one thot's best for 
moderate torque, heavier 
torque transmission, and 
other load sitvations. 


SEND FOR NEW 61 ENGINEERING 
DATA BOOK SPELLS OUT ALL THE FACTS ON 


SOLVING ACTUATION PROBLEMS! 


PLUS 
INFORMATION ON SPECIAL ASSEMBLIES « 
TEMPERATURE * LUBRICATION » SIZE RANGES 
FINISHES * CRITICAL SPEEDS * OTHERS 


TLILALALAL 


SAGINAW b/b SCREWS offer over 90% efficiency, 
4/5 less torque, in actuating, positioning functions. Help 
lower operating costs, reduce maintenance, simplify de- 
sign, often cut installation costs. Adapt to electrical, hydrau- 
lic, mechanical, pneumatic operations. Unlimited sizes. 


SAGINAW b/b SPLINES greatly increase operating 
cnikmccmineaal efficiency by providing easy linear movement even when 
naw: went functioning under high torque or bending loads. Permit 
significant savings in weight, power and space. Reduce 
wear—increase safety, lifespan and dependability. 


STEERING GEAR DIVISION 


RAL MOTORS 


eaneneeaCi iP OUT AND MAIL or write to: «<<««<««««s 


Saginaw Steering Gear Division, General Motors Corporation 
b/b Screw and Spline Operation 
Dept. PM, Saginaw, Michigan 


‘es 

iy 

' 

a 

5 

a 

: 

: Please send 1961 Engineering Data Book on Saginaw b/b Screws 
g and Splines to: 

a 

NAME 

t 

; COMPANY_____ 

= ADDRESS 

s 


SAGINAW STEERING GEAR DIV., GENERAL MOTORS CORP., SAGINAW, MICH. || OS 
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ANOTHER EXCLUSIVE from DO@LL 


SUPER DRILLING 


with 
New COLD-POINT* Drill 
Carbide Tipped - Patented 


Here is a revolutionary new drilling concept that will enable you 
to drill blind, deep and through holes faster and more accurately 
in the most difficult of materials. The new COLD-POINT' Drill 
has a patented internal cooling facility that delivers coolant 
through the drill, ejecting it under high pressure at the point of 
its tungsten carbide tip. Heat is carried away so fast that the 
drill and workpiece seldom reach temperatures above 100 deg. F. 


HERE’S THE POINT... 


The tungsten carbide tip has a negative rake to break chips into 

small pieces. These are quickly flushed up through the flutes by 

the pressurized coolant. Results: faster drilling; no withdrawal; 

TITANIUM accurate, superfine finished holes that often eliminate reaming. 


STELLITE It’s unequaled in hard, tough, abrasive materials, including the 

iNCONEL “exotic” high-temperature alloys. The COLD-POINT Drill will 

MANGALOY % also substantially increase production on aluminum, brass, stainless 
steel and many other materials which do not present as great a 
drilling problem as high-temperature alloys. 


AVAILABLE IN 3 LENGTHS 


COLD-POINT Drills are available through your nearby DoALL 
Sales-Service Store. Over 200 standard sizes, %”-%”, and 
letter sizes A-Z, in Jobbers, Stub and Taper Lengths. Spe- 
cial lengths, diameters and internal threaded shanks can be 
furnished promptly. Also available: h.s.s. and DoALLoyt 
(cast alloy) tips. Prices on application. 

Start cutting your drilling costs with DoALL COLD- 
POINT Drills. We invite you to try these sensational drills 
on your own work. Call your local DoALL Store today. 


‘ om Taps 


With COLD-POINT Drills 


u get increased productivity at 
wer cost on your... 
Screw Machines 
Chucking Machines 
Drilling Machines 
Turret Lathes 
COLD-POINT Drills can be used on 


y machine with hollow spindle, all laboratory-inspected 
Any other machine can be easily 


adapted with a coolant-fed chuck. Modine Sertoce Power 
Reach for 
‘ ond 8h Grinders fews Your DoAlt fi 
5 T.M ossber ay aa 
g T.M a CT-64 roc ‘otolog 


PY 
Pins iooans vba a THE DGALL COMPANY « DES PLAINES, ILLINOIS 
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Purchasing People in The News 





The appointment of William M. 
Williams as director of purchases 
for Mack Trucks, Inc., has been 
announced. Mr. Williams will di- 
rect all Mack purchasing. He will 
report to the executive vice pres- 
ident, administration and _ will 
headquarter at West Front Street, 
Plainfield, N. J. Mr. Williams has 
held the following positions be- 
fore coming to Mack: He was 
assistant director of purchases for 
Thompson Ramo Wooldridge, Inc., 
assistant to the vice president- 
sales for the Cleveland Graphite 
Bronze Company, director of pur- 


William M. Williams 


chases for the Hudson Motor 
Company, and director of pur- 
chases for the Plumbing and 
Heating Division of American 
Radiator and Standard Sanitary 
Corporation. He is a member of 
the National Association of Pur- 
chasing Agents and the New York 
Purchasing Agents Association. 
He attended the Harvard Gradu- 
ate School of Business. 


Henry J. Maubert has been 
elected a vice-president of the 
J. I. Case Company, Racine, Wisc. 
Mr. Maubert is director of pro- 
curement, materials, and traffic 
for the company. He was pre- 
viously employed by Westing- 
house Electric Corporation in suc- 
cessive management responsibil- 
ities including that of manager of 
purchasing and traffic of the Me- 
ter Division. Prior to this, he was 
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employed as a salesman and sales 
manager for an English company 


Henry J. Madubert 


in France and as a reporter in the 
Near and Middle East for French 
newspapers and magazines. Mr. 
Maubert received his Masters De- 
gree in business administration 
from the Harvard Business School 
and was graduated from the Uni- 
versities of Paris and Lyons with 
degrees in philosophy, mathemat- 
ics and letters. 


Caloric Appliance Corporation, 
Topton, Pa., has named Charles 
D. Kolkebeck as material control 
manager. In his new post Mr. 
Kolkebeck will be responsible for 


Charles D. Kolkebeck 


the control and coordination of 
the purchasing, production con- 
trol, stores, and receiving depart- 
ments. He had previously been 
director of purchases. 


L. J. Miller was named purchas- 
ing manager for The Hoover 
Company, North Canton, Ohio. 
Mr. Miller will succeed David L. 
Glass, who has retired. Mr. Miller 
had been manager of purchasing 
for Cummins Engine Company at 
Columbus, Ind. Before that he 
was with Lamson and Sessions in 
Cleveland for seven years, first 
as manager of purchasing and 
later as assistant to the treasurer 
and office manager. He is on the 
board of trustees of the Purchas- 
ing Agents Association of Cleve- 
land. He graduated from the Uni- 
versity of Pittsburgh in 1950. 


John P. Abrahamson has been 
promoted to assistant purchasing 
agent of Behr-Manning Co., Troy, 


John P. Abrahamson 


N. Y. Mr. Abrahamson succeeds 
W. O. Muller who has een named 
manager of branch operations. 


The Macallen Company, Inc., 
Newmarket, New Hamp. has made 
the following appointments. Rus- 
sell C. Allen, former purchasing 
agent and traffic manager, will 
become factory sales representa- 
tive. Richard S. Thayer, director 
of purchases will continue to di- 
rect the purchasing function, as- 
sisted by Henry Bosinger. Mr. 
Bosinger who has been in the 
mica department for the past 
thirteen years, will become as- 
sistant purchasing agent. Prob- 
lems relating to traffic will be 
handled by Wisner IL. Park. 
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PURCHASING PROBLEMS 


ANSWER: 


LONG DISTANCE 


Running short of stock? 
_A call lets you shop your markets quickly, get the best buys. 


Troubled by fluctuating market conditions? 
Long Distance calling keeps you abreast of out-of-town changes. 


Delivery date suddenly revised? 


Calling cuts through delays and red tape. You find out exactly 
when merchandise will be shipped. 


Order need special attention? 


Long Distance calls provide personal two-way contact. You can 
be sure your supplier understands your needs. 


Pick up your phone and prove these things to yourself. 


BELL TELEPHONE SYSTEM 


Long Distance pays off! Use it Now... for all it’s worth! 
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NO BEARINGS carry radial loads like 
cylindrical bearings...and NOBODY 
knows them like Hyarr 


wa, 


Whatever your roller bearing problem, you'll find a type 

to solve it in America’s most complete line of cylindrical 
bearings—HYATT Hy-Rolls! Their greater load capacity is 
particularly helpful when heavy loads must be carried in 
cramped quarters. To save space, inner or outer races can be 
omitted from separable types. Shouldered-race types will also 
take thrust and locate heavy shafts dependably. You can 
depend on the zdvice of your HYATT Sales Engineer—and the 
bearings he recommends! Hyatt Bearings Division, General 
Motors Corporation, Harrison, New Jersey. 


METRIC SERIES INDUSTRIAL INCH TRUNNIONED ROLLER WOUND ROLLER 


High-capacity cylindrical Designed for slow-moving, For industrial trucks, textile A three-part separable 
roller bearings for heavy heavily loaded machinery | machinery, gear pumps, bearing which provides 
radial loads and light or where large-diameter shafts conveyors, hoists, agricul- maximum resistance to 
intermittent thrust loads. cre usually employed. | tural equipment, etc. shock, abrasion and fatigue. 








THE RECOGNIZED | LEADER IN CYLINDRICAL BEARINGS 
roo 


WAT HMy-ROLL BEARINGS 
FOR MODERN INDUSTRY 
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if cost reduction 
/s your problem 
& 


NATIONAL HTM CASTINGS 


To make or buy — to cast, 
forge or fabricate — that 
is often the question. 

Before you decide, look into the 
advantages of National HTM 
(pearlitic malleable) castings 
over other methods of forming. 

Among the great advantages of 
National HTM castings are 
closer as-cast tolerances that often 
eliminate machining operations 
... excellent response to subsequent 
hardening operations, either 
induction or flame... easy 
machinability on your present 
equipment... high ultimate 
strength ... excellent non-seizing 
bearing qualities . . . air or liquid 
quenching . . . ability to be 
smooth-finished. 

Yes, Value Analysis often 
makes the use of National HTM 
castings a must. And remember 
National HTM castings can be 
precision cast by the shell mold, 
CO, or green sand methods. 
Production costs tumble... 
performance and salability of 
your product spurt — with 
National HTM (pearlitic 
malleable) castings. 





NATIO NAL ond STEEL CASTINGS COMPANY Important Physical Properties 


Established 1868 Cleveland 6, Ohio 





Brinell 163 to 302* 


The argest independent producer of malleable and pearlitic malleable } Yield, psi 48,000 to 85,000° 
MEMBER 








Ultimate, psi 70,000 to 110,000* 








Elongation, % 7 to 2* 
© 








- 
“Stines coun’ *Depending vpon grade 





CHROME STEEL BALLS 


sizes—Ye” - 442” 
spherical within 
millionths of an inch 


SOLAR BALLS 


sizes \% " 


- 1%” 
extra tough— for rugged 
operating Conditions 


Buy where you get America’s widest selection of 
standard balls . . . the most extensive range of ball 
sizes in standard basic materials. Establish one 
source big enough to service all your requirements 
and be sure of uniformly high ball quality, always. 

While quality is the keynote, service is equally 
important! That’s why new facilities, equipment 


NOoOwe»rn 


BALL DIVISION 
P. O. Box 381, Middletown, Ohio 


hoover ball and bearing company 


BRASS & ALUMINUM 
BRONZE BALLS 
sizes— Yio” - 4° 
made of highest 
quality materials 


and production techniques are constantly being 
added in a continuing program designed to serve 
you better. 

You can rely on the Hoover Ball Division, with 
duplicate manufacturing facilities in Middletown, 
Ohio and Erwin, Tennessee, for your specific 
requirements for high quality balls. 





PM-11 
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ee | 


For More Facts Write No. 197 on Information Card—Page 32 
For More Facts About Ad 


«on Facing Page Write in No. 196 
Novemser 21, 1960 





a. 

Hold it 

.. With Hindley 
Cotter Pins 


styles and sizes. eta er , fast 


assembly. Write for folder. 





= dley 
Hindley Manufacturing Co., Cumberland, R. I. 
Wire Hardware + Cotter Pins « Plumbing Specs 


For More Facts Write } No. 198 
on Information Card—Page 32 











FO B-“tilosoty of buying” 


Iw OUR MORE partisan mo- 
ments we find it difficult to be- 
lieve that anybody would even 
think of not subscribing to Pur- 
CHASING Magazine. Why where in 
the world can you get such com- 
prehensive purchasing informa- 
tion, such marvelous writing, 
such . . . You know how it is. 
Anyway, it’s good to be brought 
to our senses once in a while and 
realize that maybe some people 
have a good reason for not reading 
the magazine. Our circulation de- 
partment shed a little light on this 
terrible problem recently by poll- 
ing some of the few who had can- 
celed subscriptions and came up 
with these answers: 

“T am now employed as a pro- 
fessional musician and music 
teacher—which is my natural 
field.” 

“Your magazine is undoubtedly 
very valuable to purchasing peo- 
ple in the U. S. and Eastern Can- 
ada. It is still 10 to 15 years over 
our heads here in Western Can- 
ada. Most of our P.A.’s are old 
displaced horse-traders.” 

“Purchasing is a very interest- 
ing, informative, and instructive 
magazine which I would recom- 


mend to anyone in the procure- 
ment or planning field. It’s im- 
possible for me to keep up with 
all of the technical publications I 
feel are a ‘must’. Consequently 
there is no time for your very 
good magazine.” 

“We are receiving at least 12 
publications per week and just 
do not have time to read half of 
them. Very sorry, your magazine 
is tops.” 

To paraphrase one of Dorothy 
Parker’s characters, if we’re so 
good why aren’t we rich. 


Wuos KOOKIE now? Per- 
sonally, we had our fill of the 
bearded ones when Fidel Castro 
and his gang invaded New York 
for the U.N. General Assembly. 
But we can’t resist passing along 
part of the “way out” announce- 
ment put out by Charlie Johnson 
of the Toledo Association for the 
6th District Conference: 

HELP MAKE HISTORY 

IN BUYERSVILLE 

Man, like we’re having a 6th 
District gathering (known as 
“conference” in Squaresville) on 


. and for each one that doesn’t go into orbit you get 30% off... .‘ 


PuRCHASING 





the 2nd, 3rd, and 4th of the 11th 
month on the Age Chart. Man, 
your presence is needed to mag- 
nify the beat and make the gath- 
ering pulsate . .. Bend your ears 
to the who’s who list . . . Big 
Daddy Paisley Boney, 6th District 
LEADER A. B. Wadsworth, and 
many other notable Brothers. 
There'll be workshops, conjoint 
meetings and coffee, man. 


UST IN CASE YOU DIDN’T 
KNOW. “Hospital Research News” 
for September contains this star- 
tling news: 

“A recent study of the relative 
hardness of various floor cover- 
ings involving the measurement 
of leg muscle fatigue shows what 
everyone heretofore has believed 
to be true is probably right: 
namely, that non-resilient floors 
such as concrete and terrazzo are 
considerably harder (i.e., less 
resilient) than cork and high 
grade viny] tiles.” 


UST WHAT are the aims of 
“purchasing education”? Here’s a 
comment that is pertinent: 

“It is no disparagement to sug- 
gest that another important edu- 
cational objective is still unat- 
tained in any truly broad sense— 
an understanding of the procure- 
ment function not only on the 
part of buyers but by business 
executives generally. Purchasing, 
however proficiently done, can- 
not achieve its highest service to 
a company unless coordinated 
with the general management 
policy as a basic and integral 
part of the plan. We hesitate to 
use the terms ‘recegnition’ or ‘ap- 
preciation’ .of the function, be- 
cause they connote a _ certain 
measure of self interest on the 
buyer’s part, whereas it is the in- 
terest of management that must 
be served. Up to this point, edu- 
cation in purchasing has been 
largely of the buyer, by the buy- 
er, and for the buyer. In this fur- 
ther step it must be of the buyer, 
possibly to some extent by the 
buyer, but definitely for manage- 
ment.” 

That’s as true today as it was 
almost 25 years ago—when the 
statement was in the August 1937 
issue of PurcHASING Magazine. 
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RILAID Thread Cutting Oils are available 
in convenient (4 ounce Nu-Clear only), 

1 quart, 1 gallon, (2 gallon Nu-Clear 

only), 5 gallon, 30 gallon and 

55 gallon containers. 





Same dies, same pipe, but 
RIGAID Thread Cutting 
Oil made the difference! 


iy 
B oblalsel lal! § 


Tests prove Fel K: I > 


Thread Cutting Oil gives you better threads 
faster... lengthens die life, too! 


Recently a distributor in Atlanta, Georgia investigated a com- 
plaint of “‘bad pipe’. Test threads were made in all sizes. Torn 
threads resulted. Then RItaif& Nu-Clear Thread Cutting Oil was 
substituted for the oil being used. Perfect threads were obtained 
every time. 

Here, then, is dramatic proof that you need a special purpose 
thread cutting oil . . . an oil that cools, speeds metal removal, 
produces a smooth finish, and prevents chips from welding to your dies. 

No oil—in its pure state—will perform all these functions. That’s 
why RitatD Thread Cutting Oils are an exclusive, exactly for- 
mulated combination of oils, blended for easier, faster threading 
. . . longer die life. What’s more, these special-purpose RIalD> 
oils are completely antiseptic . . . no danger of irritation or infection. 


Make sure of good threads every time. Order RRITZEAID Thread 
Cutting Oil from your Supply House today. Tops for all metal 
cutting ... you'll want an extra supply for your lathe, drill press 
and other metal cutting equipment. 
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NUM ¢ BRASS ¢ COPPER ¢ STAINLESS 


One phone call 


yvestigate Chase 3-Mark Free- 
It runs at higher speeds, avoids 
and mis-feeding. Uniform 
tate multiple-feed operations 
n scrap. Check coupon for details. 


STRIP users! Special processing of Chase 
S-19 Brass Strip at the mill gives this metal 
finer, close-grain surface. Expert handling 
from mill to you protects it. Check coupon 
for more information about Chase strip. 


WIRE users! There’s a special service for you 
...the expert assistance of the Chase Wire 
Service Man. He'll tell you which of the 
many wire alloys we make is best for what 
YOU make. To see him, check the coupon. 


PURCHASING 





gets them all! 


Stocks and skills in metals that are outstanding in our 
industry are at your service and at your elbow, too, simply 
by calling Chase. You can be sure of the metals you need 
in the forms you want...when you want them. 


But that’s only part of Chase service. The industry’s 
most complete network of warehouses and sales offices 
..metallurgical assistance from experts in their fields... 
painstaking care at the mill and in processing your order. 
You get all these—and more—when you rely on Chase. 


Mail the coupon at right for up-to-the-minute stock lists. 
And phone your next order for aluminum, brass, copper 
and stainless to the Chase Multi-Metals Service Center 
near you —for service no other company can match. 
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Chase Multi-Metals Service Centers: 


ATLANTA 10, GA. 
695 Stewart Ave., S.W. 
Tel. PLaza 5-5731 


BALTIMORE 30, MD. 
1315 Key Highway 
Tel. PLaza 2-2565 


BOSTON 4, MASS. 
411 “D” Street 
Tel. Liberty 2-0126 


CHARLOTTE 2, N. C. 
222 S. Church St. 
Tel. EDison 2-4152 


CHICAGO 339, ILL. 
5401 W. Grand Ave. 
Tel. TUxedo 9-4000 


CINCINNATI 2, OHIO 
222 Post Square 
Tel. PArkway 1-3326 


CLEVELAND 3, OHIO 
4000 Chester Ave. 

Tei. HEnderson 2-2300 
DALLAS 7, TEXAS 

5052 Sharp St. 

Tel. Plestweed 7-8187 
DENVER 16, COLORADO 
5101 Colorado Bivd. 

Tel. DUdley 8-2441 


DETROIT 38, MICHIGAN 


14480 Woodrow Wilson Ave. 


Tel. TOwnsend 8-2939 


GRAND RAPIDS 2, MICH. 
200 Division Ave., 

Tel. Glendale 9-7136 
HOUSTON 1, TEXAS 

16 Drennan Street 

Tel. CApitol 2-7266 


INDIANAPOLIS 21, IND. 
1609 Oliver Avenue 
Tel. MEtrose 7-1543 


KANSAS CITY 8, MO. 
1710 Washington St. 
Tel. Victor 2-1710 


LOS ANGELES 54, CALIF. 
6500 E. Washington Bivd. 
Tel. RAymond 3-5351 


MILWAUKEE 1, WIS. 
1741 W. St. Paul Ave. 
Tel. Division 2-7630 


MINNEAPOLIS 3, MINN. 
145 N. Tenth St. 
Tel. FEderal 6-4661 


NEW ORLEANS 25, LA. 
1000 So. Jeff. Davis Parkway 
Tel. HUnter 6-5441 


NEW yA 6 a —- 
55-60 58th 

MASPETH 38. 2. M. ¥. 
Tel. TWining 4 0500 

Tel. Bigelow 8-1700 


PHILADELPHIA 40, PA. 
20th and Venango Sts. 
Tel. BAidwin 3-5800 


PITTSBURGH 33, PA. 
1001 Brighton Road 
Tel. CEdar 1-7900 


PROVIDENCE 1, R. |. 
66 Branch Avenue 
Tel. DExter 1-2300 


ROCHESTER 14, N. Y 
45 Exchange St. 
Tel. HAmiiton 6-3959 


ST. LOUIS 10, MO. 
4641 McRee Ave. 
Tel. PRospect 6-3111 


SO. SAN FRANCISCO, CALIF 
230 Shaw Road 
Tel. JUno 3-4994 or PLaza 6-4809 


SEATTLE 4, WASH. 


1957 First Ave., S. 

Tel. MAin 4-1862 
WATERBURY 20, CONN. 
40 East Farm St. 

Tel. PLaza 6-9444, Ext. 209 


Chase 


BRASS & COPPER CO. watersury 20, CONN. 





r 


Subsidiary ot Kennecott Copper Corporation 





CHASE BRASS & COPPER CO. 
DEPT. P-11, WATERBURY 20, CONN. 


Please send me the following literature: 


( Aluminum Stock List [ Stainless Steel Stock List [ S-19 
Brass [ 3-Mark Free-Cutting Rod [j Mill Products Catalog 


NAME & TITLE 





COMPANY 





STREET ADDRESS. 





CITY. 


| 
| 
| 
| 
| 
| 
| © Please have Wire Service Man get in touch with me. 
| 
| 
| 
| 
| 
| 
i 


ZONE STATE 
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Searing Buying Guide 








9 A REPORT ON FAFNIR BEARING DEVELOPMENTS AND DISTRIBUTION ACTIVITIES 











FAFNIR R-SEAL BALL BEARINGS 
OFFER BEST PROTECTION YET 
AGAINST CONTAMINANTS 


R-Seal Ball Bearings — proven 
llions in severe service on farm 
trial equipment of all kinds— 
est protection against contam- 
r available in a standard ball 


flared lips of Fafnir R-Seals ride 
nstant contact with the preci- 

1d O.D. of the inner ring. Con- 

e sealed out, grease is sealed 
protection is lasting. The 

of tough, fabric-reinforced 
rubber, self-compensating for 


| the seals securely, steel sup- 
plates are crimped into the outer 
vy prevent loosening of the seals 
prolonged service. The back- 
lso prevent buckling of the 
ler external pressure. 

R-Seal Ball Bearings are sup- 
nanently prelubricated, or with 
for relubrication. They are 
) standard shaft sizes, and in 
oad line of power transmis- 
Write The Fafnir Bearing Co., 

1, Conn. 





NEW 120,000 RPM TEXTILE 
SPINDLES ARE FAFNIR-EQUIPPED 


t spindles on machines used to 
tured yarns now reach speeds 
RPM. Fafnir Ball Bearings 
hese high-speed requirements. 
Bearing engi- 

neering and _ pro- 

duction resources 

of the first order 

are necessary for 

the manufacture 

of such bearings. 

They are made to 
super-precision tol- 

erances, and fea- 

ture the ultimate 

in dimensional ac- 


8 EXTRA VALUE FEATURES MAKE FAFNIR 


PILLOW BLOCKS TODAY’S BEST BUY 
2 


1 


3 


When purchasing ball bearing pillow blocks, check these Fafnir preference 


points: 

1. Large ball, deep groove bearings pro- 
vide maximum radial and thrust capac- 
ity. 

2. For relubricatable pillow blocks, two 
grease ports (180 degrees apart) assure 
dependable bearing performance. 

3. Choice of seals . . . contact or slinger 
type. 

4. Removable bearing. 


5. Ribbed design base for strength with 
least weight. 
6. Eccentric cam design of inner ring 
and collar that makes locking positive. 
7. Housing designs to meet most design 
specifications. 
8. One-piece housing supports bearing 
over its entire circumference. Mount in 
any position. 





FAFNIR PRESSED STEEL RETAINER DESIGN ASSURES OPTIMUM BEARING PERFORMANCE 





aoaing 
presse 
tages. 


Retainer design has much to do with how well a 
performs and how long it lasts. Fafnir’s 
steel retainers offer distinct design advan- 


Finger-type construction, for example, makes for 
relatively 
over-stressing should a bearing be externally mis- 
aligned, or subjected to over-turn loads. 

The retainer pockets — formed with carefully 
designed tools on modern /_- equipment — 
are geometrically spherical. 
tion and noise, and prolongs retainer life. 

Bearing service records prove the superiority of 
Fafnir’s pressed steel retainers. So 
comparative tests by Fafnir engineers. Fafnir 


exible retainers. This safeguards against 


This minimizes vibra- 


Oo exacting 


retainer design assures optimum bearing perform- 
ance, especially where load and precision require- 
ments call for maximum reliability. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 


curacy and quality. 














Branch Offices: Atlanta* * Baltimore * Boston (Cambridge)* 
Charlotte* * Chicago* * Cincinnati * Cleveland * Dallas* 
Denver* « Detroit* « Houston « Indianapolis* « Kansas City* 
Los Angeles* * Memphis* * Milwaukee * Minneapolis* 
Moline * New Orleans (Metairie) * New York (Woodside)* 
Philadelphia* ¢ Pittsburgh* * Portland, Ore.* * Rochester 
San Francisco (Millbrae)* ¢ Seattle* *Includes warehouses 
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in Purchasing... 


Sometimes we wonder how we get a 

magazine out in the fall of each year. 

For the cooler it gets, the more feverish 

the activity gets. Our editors have had 

to move at a rapid fire pace to cover 
all the local association meetings, district conferences, 
new plant openings and other important events that 
have taken place in the past several weeks. Not only do 
they attend and report these affairs—they often par- 
ticipate in them. In the space of 10 days in October, 
for example, Editors Farrell, Ammer, and Van de Water 
were guest speakers at meetings of the American Society 
of Mechanical Engineers; the Fifth District, N.A.P.A.; 
and American Salesman Magazine, respectively. 

In between meeting dates, the staff still produces a 
fine selection of helpful purchasing education material 
every two weeks, as the contents of this issue indicate. 

Feature of this issue is a pair of articles on purchas- 
ing responsibilities. The first (page 70) deals with the 
need for purchasing to define the limits and objectives 
of its own job, establish a program to reach its goals, 
and then report its achievements to management. The 
second (page 74) is a review of what constitutes good 
relationships between purchasing and other departments. 
Read them both for some sound advice on improving 
both your performance and your position in the com- 
pany. 


o ARN You may not be able to afford com- 
NAA wn plex electronic data processing equip- 


ment, but that doesn’t mean you can’t 

go in for limited automation in pur- 
{Nhus— chasing. Read (on page 86) how one 

small company purchasing department 
is getting all the service it needs from the standard 
punch card machines. 

For a new look at some popular purchasing subjects 
be sure to see: 

Basic information on subcontracting, page 77; 

Description of a stock control system based on com- 
modity code classification, page 79; 

A picture story on the sales approach to value analysis, 
page 82. 

Forms Forum—a quick look at the forms used by 
another company which may give you some ideas on 
how to improve your own forms, page 84. 

Specific tips on how to get higher prices for your 
scrap, page 88. 

Now that the election is over, you may be hearing 
again about a proposal by a number of economists that 
industry voluntarily cut prices to help stimulate demand 
and start an upsurge in business. Our current Pur- 
chasing Opinion Poll (page 11) will give you an idea of 
what hundreds of your fellow purchasing agents think 
of the idea. Check your opinions against theirs. 


Ray Richards 
Publisher 
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“We order all our 
recording charts 
from this 
one book!” 


You save money, cut down on 
paper work, and keep engineer- 
ing people happy when you buy 
recording charts from this new 
GC Stock List. More than 15,000 
circular, strip and rectangular 
charts are listed here, cross-in- 
dexed by instrument manufac- 
turer and type — most are avail- 
able for immediate shipment. 


You'll save money—GC Record- 
ing Charts are more economical 
and you can order in large quan- 
tities, for periodic shipments. 
You’ll reduce paper work—you'll 
write fewer orders—and deal 
with only one chart representa- 
tive. Your engineering people will 
be happy—GC Recording Charts 
will give them the performance 
they demand. 


This 92-page stock list is fac- 
tual and it’s free. Let us send you 
a copy. Also, send us a chart 
number or two, we'll send you 
samples. Have yourengineers put 
these GC Recording Charts to 
every test in the book—we'll rest 
our case on the results. 


- RECORDING 
7 CHARTS 
DISTRIBUTED BY: 


TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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[t’s the wise bird who turns to Magnetic At both our East and West Coast 
Metals for hurry-up service on magnetic plants, Centricores® and Powdered Perm- 
ores and transformer laminations. Mag- alloy Filtoroid® cores are stocked in all 
netic Metals keeps on hand an enormous standard permeabilities and sizes for im- 
stock of lamination dies, always ready to mediate shipment, and specials can be 
stamp out the laminations you need, with- made to your specifications on short notice. 
out the delay or added expense of tooling In addition to ultra-fast delivery, you 
up. And Magnetic Metals stock of mag- get expert engineering guidance on the 
netic alloys—largest commercial stock in use of magnetic materials and—most im- 
the world—makes immediately available portant—the consistent uniformity of 
o you the widest choice of magnetic performance that sets Magnetic Metals 
characteristics. cores and laminations apart. 

Why not get in touch with Magnetic 
Metals today? 


/||AcNE Tic 


a \/ETALS 
eo) iV 


Magnetic Metals Company 

Hayes Avenue at 2ist Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
transformer laminations « motor laminations + tape-wound cores 
powdered molybdenum permalloy cores + electromagnetic shields 
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Purchasing Pointers 


COMMUNICATIONS HINT--Key people in purchasing aren't always as well 
informed about department affairs as they should be as a 
result of absence, transfer, or just general inertia. One way 
to overcome the information gap is to circulate important 
correspondence in a definite pattern to ranking members of the 
purchasing department before it is filed. Their initials on the 
correspondence indicate they've read it. 





EMPLOYEES AT TRADE SHOWS--One director of purchases makes it a point to 
send several of his clerical employees to the big office 
equipment shows like the recent National Business Show at the 
New York Coliseum. He says that they are the ones who will use 
the tools of the office and should be up to date on latest 
developments. Secretaries and clerks have come back from the 
shows with a number of money-saving suggestions and a new sense 
of responsibility about their jobs. 





MULTI-PLANT WELCOME BOOKLETS--You can standardize on a welcome booklet for 
a number of plants and still "personalize" it for a specific 
location. Run basic information throughout the booklet, then 
make up local maps and lists of buyers and commodities for the 
plants. The additional sheet can be inserted by each plant 
purchasing department in a pocket on the last page of the 
standard booklet. 





TAKE INITIATIVE ON PRICE DECREASES--Chrysler's Purchasing Research 
Director C. C. Chauvin puts an important challenge to all buyers: 
do you take the initiative in asking for a price decrease from 
parts suppliers when raw material prices decline? He points out 
that suppliers are in the next morning asking for increases in 
component prices when basic materials go up. So why shouldn't 
buyers take the initiative and ask for price cuts when those 
prices go down—as they often do. 





VENDOR RATING NOTE--Next time you revise your purchase order form, 
consider including a section for rating the vendor after that 
particular order has been completed. Was quality good, fair, 
or poor? Did the supplier meet delivery date? Was he cooperative? 
The information will be good for internal use. And the vendor 
who sees the rating section on his copy of the order will be 
stimulated to do a better job since he'll realize his performance 
on each order is being evaluated. 








ANNOUNCE CHANGES TO VENDORS--Key vendors should be kept up to date on 
various developments in your company. Why not have their names 
included on the mailing lists of your public relations and 
advertising departments so that they'll know about it when your 
company changes a mailing address or phone number, announces a 
new product, or appoints a new executive? 
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41 4. 


WIDEST SELECTION—You choose from ALL ; 8-STEP CERTIFICATION—Our unique 


argest and most diversified 8-Step Certified Alloy Plan assures test- 


tocks at Ryerson—available to proven quality and predictable performance 
ur largest requirements. oS on every time... guides heat-treatment... cuts 


reject loss. 


in Stock a 
at Ryerson | 


BARS y 
Hot rolled and cold finished 




















, a 
=. — : 
4615/20  <€ 
Low \ £8615 
8620 
Carbon ) 220 ed al SRR 
Case ) £9310 : 
— ee ; i Nitralloy ¥ 
Py Ww ee fs Hardening 138 modified eS 
WORLD'S FASTEST CUTTING... that's TECHNICAL HELP—Your Ryerson rep- 
F ycut-series of alloys (see listing). 4140 resentative is Metalogics-trained to sug- 
heat-treated has carbon matched 4140 TG &P gest the best alloy for each application 
for best combination of machin- Heat-\ 4140 leaded . . +. Steels to do the job faster, better— 
| strength. Treated ) 4147/50 leaded at less cost. 
Medium ) prycrome® 
— Rycrome TG & P 
Nikrome® 
Nitralloy 


: 4140 
Medium | 4140 leaded 
Carbon \ 4447 
Annealed ( 4147/50 leaded 
Direct | 4340 
Hardening \ 9647 jeaded 


Rycut 40 and 50 annealed 











Rycut Rycut® 20 
Free }) pycut 50 modified annealed 
Machining | Rycut Heat-Treated 
PLATES 
DEPENDABLE DELIVERY—Big-capacity 8620 T-1 BE “METALOGICAL"—All the plus 
an experienced staff with a serv- £8615 Avent ee values of Ryerson service on alloy steel 
assure quick delivery of any quan- 4140 ‘ add up to the Ryerson science of giv- 
ours if needed. ing you “optimum value for every pur- 
chasing dollar." So be “Metalogical” 








—call Ryerson. 


STEEL*ALUMINUM « PLASTICS » METALWORKING MACHINERY 
© RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the 





METALOGICS 


Steel Family 
® 


RVICE CENTERS: BOSTON « BUFFALO * CHARLOTTE * CHICAGO + CINCINNATI * CLEVELAND » DALLAS 


* DETROIT * HOUSTON + INDIANAPOLIS 
MILWAUKEE ¢ NEW YORK + PHILADELPHIA « PITTSBURGH « 


ST. LOUIS « SAN FRANCISCO « SEATTLE « SPOKANE + WALLINGFORD 
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EDITORIAL 





\f E OUGHT to thank the Business Goodwill Advisory Council, 
Inc., for putting this whole business of business gift-giving into 
proper perspective. 


The Council, a trade association of companies that sell busi- 
ness gifts, is naturally anxious to increase the current $300,000,- 
000 sales volume enjoyed by its members. So it has prepared a 
set of rules for “successful business gift-giving.” As Christmas 
approaches and buyers feel faint stirrings in their hearts of 
warm and affectionate regard for sellers, it behooves us all to 
take look at some of the more significant BGAC rules, to wit: 


“Keep your gifts of modest value in relation to the importance 
of each recipient .. . 

“Personalize each gift, if possible, with the recipient’s name 
or initials. 

“Choose only high-quality gifts that are useful, durable and 
dependable. 

“Deliver each gift with a flair ... and preferably to each 
recipient’s home rather than to his office.” 


What BGAC is saying is that business gift-giving should be 
put on a scientific basis. The haphazard way in which gifts have 
been handed out has left people confused about where sentiment 
ends and business begins. By following the rules, a giver knows 
that the real meaning of his gift won’t be lost on the recipient. 

The value of the gift will indicate to the person who gets it 
just where he or she stands on the giver’s scale of values; a 
receptionist, who doesn’t issue orders, obviously won’t rate, 
gift-wise, as high as a buyer, who does. And a monogrammed 
gift won’t be passed off on Uncle Charlie; if it’s good enough to 
use, it will be a constant reminder of friendly Supplier X and his 
superlative service. The home delivery gimmick, of course, gets 
the message across so clearly that we need not dwell on it here. 


There’s nothing wrong with all this. As a matter of fact, it’s 
good to have the meaning of gifts spelled out in so workmanlike, 
businesslike fashion. The gift-givers have done their part to 
eliminate some of the moral and economic confusion that so 
often attends the annual rite. Since most purchasing agents have 
already come to fairly realistic conclusions about the meaning 
of the largesse that pours in on them (and on production man- 
agers, and on quality control engineers, and on top manage- 
ment, etc.), we can now look that nice old fellow in the red suit 
and white nylon whiskers straight in the eye without embarrass- 
ment. 
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What Management Expects 


By Dean Ammer 
Executive Editor 


I S the P.A. who stays out of hot 
water really doing a good job? 
Many top managements think so. 
If the P. A. is a nice guy and 
requisitioners like him, manage- 
ment will hear about it. And it 
won’t hurt him if he handles re- 
ciprocity and trade relations prob- 
lems well and doesn’t offend key 
suppliers who are close to top 
management. 

Unfortunately top management 
often uses yardsticks like this 
simply because it has no other 
criteria. And a genuine measure- 
ment of purchasing performance 
is never made. Nine out of ten 
top managers know almost noth- 
ing about purchasing; their back- 
grounds are in engineering, sales, 
accounting or manufacturing. If 
the P. A. doesn’t tell them how to 
measure performance in his re- 
ports to management, who’s to be 
blamed if they continue to use 
criteria not really basic to the 
purchasing job? 

It’s not an easy job to measure 
purchasing performance objec- 
tively. There are four basic steps 
in the process. They are: 

1. Define the limits of the pur- 
chasing agent’s job. 


NoveMBerR 21, 1960 


Of Purchasing 


Management can’t tell how well purchasing is doing 
if it doesn’t really understand the function. So it’s up 
to the P.A. to define the limits of the buying job, es- 
tablish objectives, and report regularly on what is being 


accomplished. 


2. Determine the objectives to 
be achieved within these limits. 

3. Develop a program to meet 
these objectives. 

4. Compare progress on the 
program with its objectives. 

The first step in the process is 
one of the hardest to take. Only 
a few companies formally define 
the scope of each executive’s job. 
Much more common is the “play- 
it-by-ear” approach. Everyone 
gradually learns what the limits 
of his job are by trial and error. 
If he’s ambitious, he can grad- 
ually extend those limits right up 
to the point where he steps on 
someone else’s toes. 

This approach wouldn’t be so 
widely used if it didn’t work. But 
it does have one basic weakness: 
it can create a no man’s land be- 
tween departments where there 
are jobs to be done but no one is 
really doing them. Lead time con- 
trol and raw materials inventory 
management are cases in point. 
In the typical company, responsi- 
bility for these activities is never 
really centered in any one de- 
partment. Purchasing production 
control, and other departments 
are all involved and each can pass 


the buck if anything goes wrong. 

Because it gets into so many 
activities where it is partly but 
not entirely responsible for per- 
formance, purchasing should try 
to define the limits of its job in 
writing even if this is not a com- 
pany-wide practice. The P. A. 
should carefully spell out exactly 
his own department’s responsibil- 
ities and those of other depart- 
ments with which purchasing 
deals. This isn’t easy. First it’s 
hard to determine exactly who is 
responsible for what. Second, pur- 
chasing must get other depart- 
ments to agree as to who should 
accept responsibility. Finally, 
management must approve the 
job limits that have been defined. 

There are many problem areas 
in defining the purchasing job and 
each company must work out its 
solutions. There are no pat an- 
swers to these problems. Some of 
the more common problems in- 
clude: 


1. Responsibility for maintain- 
ing quality standards. The pur- 
chasing department is supposed 
to select suppliers whose products 
meet quality standards. When a 
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Nine out of ten top managers know almost nothing about purchasing. 
Invariably these executives come from engineering, sales, manufactur- 
ing or accounting. It’s the P.A.’s job to tell them what he’s doing. 


plier fails to meet standards, 
purchasing can legitimately be 
held responsible. But, in many 
cases, engineering, manufactur- 
and quality control can also 
tribute to supplier quality 
re because of inadequate spe- 
ations, failure to use the sup- 
product properly, sloppy 

ection procedures, etc. 


Responsibility for delivery. 

, supplier doesn’t meet a de- 
ry promise, purchasing shouid 
tially be held responsible. But 
urchasing can often get off the 
ok by pointing to inadequate 
lelayed specifications from en- 
ring. Or the requisitioner 
illow enough lead time. Or 
didn’t accurately esti- 
requirements. Or quality 
may be partly at fault. 

; delivery really the res- 

lity of purchasing and 

is it some other depart- 

; baby? Each company must 

ts own answer when it de- 
the limits of the purchasing 


Responsibility for price. The 
hasing department, in many 
s, cannot even be held respon- 
for the prices it pays. Engi- 
ng and quality control can 
ice purchase prices by tight- 

r loosening specifications 
spection procedures. Pro- 
control influences price 

s scheduling and inventory 
agement polices. Users of 
hased material can influence 
insisting on pet brands, 


i. Responsibility for depart- 
mental costs. Purchasing often 
t even be made fully respon- 

for its internal operating 
When specifications change 
juently and other departments 

on quick service on short 

ytice, expediting costs in pur- 
chasing soar. If management in- 
sts on operating with hand-to- 


mouth inventories, the purchas- 
ing department needs a bigger 
staff to buy more often in smaller 
amounts. 

If purchasing carefully defines 
its job, it will still have all the 
problems described above. But it 
will be in a better position to cope 
with them because it knows ex- 
actly what its own role and that 
of other departments should be 
in almost any situation. 

Once purchasing knows the 
limits of its job, it can determine 
its objectives or goals. Every pur- 
chasing department should have 
a written list of objectives. It 
should include on the list every- 
thing it can do within the limits 
of .ts job to further the company’s 
overall objectives. Typical objec- 
tives were discussed in a previous 
article in this series (See “Pur- 
chasing Plans for Profit,” Pur- 
CHASING Magazine, August 1, 
1950, pp. 52-54.) They included 
low prices, prompt deliveries, 
study of markets, etc. Also dis- 
cussed in this article was how 
and why purchasing must plan to 
meet these objectives. It is only 
after purchasing has taken the 
first three steps in performance 
measurement—defined the limits 
of its job, determined its objec- 
tives, and developed a plan to 
achieve these objectives—that it 
is ready for the fourth step—com- 
paring progress of the plan with 
its objectives. 

Purchasing’s vehicle for com- 
paring progress is a series of re- 
ports to management. To see what 
reports are needed, let us assume 
that a purchasing agent has the 
following quantitative objectives: 


1. Specific goals in cost reduc- 
tion. These may be expressed 
either as dollars saved or as a 
percentage of total expenses. For 
example, a purchasing executive 
might either set a goal of $200,000 
or of 1% of purchase cost to be 
saved through negotiation and use 
of various V. A. techniques. 


2. Specific goals in inventory 
turnover and obsolescence. Even 
though he may not be responsible 
for inventory control, the P. A. 
always has some influence on in- 
ventory levels. His goals in in- 
ventory management should na- 
turally reflect the limits of the 
purchasing job. If purchasing is 
not completely responsible, the 
inventory goals must be joint ones 
with responsibility for achieve- 
ment shared among several de- 
partments. 


3. Budgets. Purchasing should 
naturally estimate how much it 
costs to achieve its objectives 
when it submits its plan for ap- 
proval. Both salaries and expenses 
should be budgeted. Actual ex- 
penses can then be periodically 
compared with the budget. 

The purchasing agent might al- 
so have other qualitative goals 
which can’t be easily measured 
in dollars-and-cents. Such as: 


1. Improved quality. One goal 
in boosting quality would obvi- 
ously be to reduce the number 
of rejected shipments. For exam- 
ple, if 3% of all shipments were 
rejected last year, this year’s goal 
might be 2%. Another objective 
might be to improve the quality 
of materials accepted by inspec- 
tion; the P. A. might want to try 
to persuade vendors to do a bet- 
ter-than-standard job in certain 
cases. Some purchasing agents 
may have quality goals on specific 
products or commodities. 


2. Better delivery performance. 
The ideal supplier ships exactly 
when the material is needed. If 
he is too early, the buyer will be 
temporarily stuck with inventory 
he doesn’t need. If he’s late, the 
buyer must expedite and, if he’s 
late enough, production will be 


shut down. Part of the buyer’s 


objective to get suppliers to de- 
liver on time is reflected in his 
inventory turnover target. When 
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suppliers stop shipping early, in- 
ventory turnover automatically 
increases. When suppliers ship 
late, the expediting cost is re- 
flected in purchasing’s operating 
budget. If there’s a shut down 
due to lack of material, this is 
reflected in manufacturing’s bud- 
get. 


3. Better relations with sup- 
pliers. This goal can’t be measured 
quantitatively, of course. But ven- 


dor seminars, plans for visiting 
supplier plants, ideas to stimulate 
supplier innovation, etc. would all 
be barometers of performance. 


4. Development of Personnel. 
The purchasing manager, like all 
other managers, should devote a 
substantial amount of his time 
to developing future managers 
and broadening the skills of all 
his employees. The program to 
achieve this objective might in- 
clude training programs, semi- 
nars, membership and regular at- 
tendance at N.A.P.A. meetings. 

After top management has ap- 
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proved purchasing’s program, the 
P. A. is ready to carry it out and 
report performance at regular in- 
tervals. His medium is a series 
of. reports to management. Some 
P. A.’s prefer making a single 
report at specified times ‘n which 
they report on all phases of their 
programs. Most prefer to report 
more frequently, and in greater 
detail on the quantitative aspects 
of the program. They may have 
monthly, weekly, or even daily 
reports on price changes, inven- 
tory turnover, actual operating 
expenses vs. budget, etc. But it is 
pointless to report on the quali- 
tative phases more often than 
monthly, quarterly or even an- 
nual reports should be sufficient. 
Needless to say, the astute P. A. 
tries to adapt his reports to his 
boss’s reading habits. Some chiefs 
like frequent reports; others pre- 
fer a more detailed report less 
often. 

What should the P. A. include 
in his report? Here are a few 
suggestions on how to report 
progress on both the qualitative 








and quantitative phases of pur- 
chasing performance. 

Quantative Data. The P. A. 
should be cautious about report- 
ing how he has reduced costs. 
Although it’s usually true that 
“if you don’t blow your own horn, 
no one else will blow it for you,” 
it’s usually not good to try to 
make too much of a hero of your- 
self. The attempt can boomerang 
and it may also have an adverse 
effect on inter-departmental rela- 
tions. Purchasing depends too 
much on the cooperation of others 
to risk making enemies. 

Whenever possible, give the 
credit to the next fellow. For ex- 
ample, many companies like to 
describe each successful value 
analysis project individually. Usu- 
ally more than one department is 
involved in the project. When the 
P. A. makes the report he should 
be careful to pra‘se almost every- 
one but himself. If an engineer 
was responsible for half the suc- 
cess of the V.A. project, and you, 
the P. A., were responsible for 

(Please turn to page 170) 
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What Other Departments Expect 


Of Purchasing 


Recognition for purchasing won't be handed out on a 
silver platter. It comes only after you have earned 
others’ respect and confidence by outstanding perform- 
ance. Here’s how to improve your relations with en- 
gineering, manufacturing, and sales. 


Pourcuasinc agents are in no 
position to demand recognition. 
They must first deserve, then 
command it. And one prime 
means for commanding it is 
through successful inter-depart- 
mental relations. 

As a service department pur- 
chasing must perform various 
types of services for other depart- 
ments. It should also be recog- 
nized that purchasing service 
must be sold to other departments 
as a creative function, essential 
to good business, rather than as 
a routine clerical process. Pur- 
chasing appears to be more vul- 
nerable than any other depart- 
ment to infringement on its au- 
thority and responsibilities. Pur- 
chasing agents have to be vigilant 
in practicing good inter-depart- 
mental relations to maintain the 
authority delegated to them. 
There is no need to tolerate 
pseudo-purchasing agents in other 
departments unless they are be- 
ing encouraged either by profes- 


This is an abstract of a paper developed 
by the National Association of Purchas- 
ing Agents Development Group Commit- 
tee on Relations with Other Departments 
and was presented by Mr. Geist at the 
7th District Conference. 
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By K. R. Geist, 


Director of Purchases, 
Allis-Chalmers Mfg. Co. 


sional incompetence or improper 
inter-departmental relations. 

There is no mystery about the 
responsibilities of the various 
basic functions of a manufactur- 
ing organization. The names as- 
signed to these functions describe 
the responsibilities. Engineering, 
for example, is responsible for 
the engineering of saleable prod- 
ucts. Purchasing is responsible for 
providing materials and facilities 
for the engineered products to 
be manufactured. The manufac- 
turing department is responsible 
for the production of the prod- 
ucts engineered. The sales depart- 
ment is responsible for selling the 
products, and the comptroller’s 
department is responsible for the 
control and accounting of assets 
and costs. 

When there is understanding 
and good communication among 
departments, the relationship be- 
tween purchasing and other func- 
tions of a manufacturing organi- 
zation is clear. 

Perhaps no other department 
in a manufacturing organization 
continually requires the services 
of purchasing more than engi- 
neering. Despite this fact, it is 


not uncommon to find that engi- 
neers are unaware of it. They are 
often so deeply engrossed in the 
development of new products, or 
the application of new techniques, 
that they fail to realize the part 
purchasing or other staff functions 
play in the scheme of the or- 
ganization. 


Good Relations a Must 


The development of good rela- 
tions with engineering will serve 
as a foundation for many success- 
ful purchasing activities through- 
out the company. Engineering 
cooperation is required in an ef- 
fective standardization, cost re- 
duction, or value analysis pro- 
gram, in the development of new 
sources of supply whose products 
require engineering approval. 
Engineering is partially depen- 
dent on the purchasing agent in 
the application of new materials, 
technologies or techniques de- 
veloped by suppliers to improve 
methods and products. The rela- 
tionship between engineering and 
purchasing is extremely impor- 
tant in the pre-production plan- 
ning phase of product develop- 
ment. At this point, the abilities 
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Proponents of the material management concept recognize the critical 


nature of the relationship among production, material control 


and purchasing. They see a pressing need to integrate these functions. 


»wledge of each of these 
1s must be coordinated and 
ntrated on building pre- 
ed value analysis into the 
The purchasing agent 
ld serve as a buffer between 
ers and engineers to con- 
the engineer’s time, screen- 
equests for the testing of 
als and_ time-consuming 
ss on topics of little or no 

t to the engineer. 


P.A. as Arbitrator 


There are times when the pur- 
, agent must act as a go- 
een to arbitrate differences 
nion between his engineers 
ippliers’ engineers. This can 
ritical, particularly if a good 
of supply is involved. By 
ig closely with engineers, 
hasing agents can frequently 
costly scrapping of ma- 
1 and loss in production by 
ing a revision of specifica- 
accepting off tolerance ma- 
|, or obtaining agreement on 
procedures. 
n a supplier fails to meet 
ations, the easy way out 
| be to reject the material. 
zood source of supply which 
lly produces to specifica- 
s involved, there is a mild 
/bligation to consider. On 
1er hand, in any such situ- 
production schedules may 
opardy if the material is 
This of course would 
hardship on the buyer as 
m the seller. 
purchasing agent’s rela- 
» with the engineer should 
me of mutual trust and under- 
ling. Each should respect the 
skills and show a willing- 
to work together in the best 
of the company on a 
tary basis. 
must make every effort, 
all, to understand the 
f the man with whom 
dealing. We should try 
tablish a very friendly and 
| association with him. We 


must make it convenient and 
profitable from a time and knowl- 
edge standpoint for the engineer 
to come to the purchasing agent 
with his requirements and prob- 
lems. We must encourage engi- 
neers to exchange ideas and in- 
formation with us for our mutual 
benefit and the best interest of 
our company. 

Purchasing is perhaps more 
closely allied to manufacturing 
than to any other segment of the 
company. As more demands are 
made on purchasing by manufac- 
turing, the degree of dependency, 
one upon the other, becomes more 
critical. This almost constant rela- 
tionship multiplies the areas of 
criticism of one by the other, 
where “buck passing” can become 
the order of the day. All this 
magnifies the importance of the 
need for good inter-departmental 
relationship between the two. 

Proponents of the material 
management concept recognize 
the critical nature of the relation- 
ship among production, material 
control, and purchasing. They see 
the need for integrating these 
separate functions in the interest 
of reducing material costs and 
handling costs, improving inven- 
tory turnover rate, insuring con- 
tinuity of supply and consistency 
of quality. In any company 
where the material management 
concept has not been adopted, the 
need for sound relationship be- 
tween production scheduling, ma- 
terial control, and purchasing is 
of paramount importance. 


The Art of Diplomacy 


Again, we should understand 
the nature of the man with whom 
we are dealing. Personnel in the 
manufacturing department may 
be subjected to different pres- 
sures than the engineer. They 
may, because of the nature of 
their work, react differently to 
such pressures. We should try to 
understand what causes the re- 
action. If it’s due to a shortcom- 


ing of yours, correct it. If it’s due 
to a shortcoming of theirs, try 
diplomatically to point that out. 
If you don’t succeed, you may 
have to take other management 
action if the problem is serious 
enough. 

Before you start criticizing 
your manufacturing department 
for an apparent lack of foresight 
in ordering materials and accuse 
them of failing to cooperate with 
you, ask yourself these questions: 

Have I as a purchasing agent 
properly performed the duties of 
my office? 

Have I kept them informed of 
new materials? 

Have I kept them informed 
of available substitutions? 

Have I kept them informed of 
actual or anticipated material 
shortages? 

Have I kept them informed of 
work stoppages? 

Have I kept them informed of 
changes in lead time? 

Have I kept them informed of 
government restriction? 

Have I kept them informed of 
licenses of any kind that are re- 
quired? 

Have I kept them informed of 
economical ordering quantities? 

Have I kept them informed of 
price trends? 

Have I kept them informed of 
suppliers’ vacation schedules? 

Do I provide service for engi- 
neering requirements? 

Be sure you’re not the one who 
has failed to meet the responsi- 
bilities assigned to you by not 
keeping interested parties posted 
on the status of outstanding or- 
ders by not providing special as- 
sistance and procedures on criti- 
cal orders. Have you arranged 
for a review of critical lists in 
cooperation with manufacturing? 
Have you arranged to have a rep- 
resentative sit in on production 
meetings as an advisor? 

Suppose manufacturing had 
failed to properly perform its 

(Please turn to page 178) 
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Guides for Better 


Handling subcontracting requires specialized buying 
skills. Here are some specific suggestions to help you 


solve your subcontracting problems. 


B UYING subcontracting is a 
specialized purchasing job. While 
it involves many of the same con- 
siderations that are a part of 
normal buying—such as quality, 
service, delivery and price—plac- 
ing subcontracts also requires 
specialized purchasing skills. 
When you buy supplies or raw 
materials from a vendor, you are 
usually purchasing a proprietary 
item that he has developed and 
manufactured. When you subcon- 
tract an item, on the other hand, 
you are asking another company 
to make a product or component 
to fit your specific purposes. You 
have the expert knowledge and 
usually supply the blueprints and 
purchase the required tooling. 
How do you choose a subcon- 
tractor? If your company gets a 
prime contract from government 
or industry, you'll often find that 
you need many subcontractors to 
help complete the job. But you 
want to make sure that the subs 
are competent to do the work. 
Here are some guides that will 
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By Leonard Sloane, 


News Editor 


help you in selecting subcontrac- 
tors: 

(1) Consult the Small Busiztess 
Administration. Regional offices 
of the SBA are located through- 
out the country. These offices can 
provide accurate lists of ‘small 
companies that are equipped to 
do the work you require. (Other 
listings of subcontractors are 
available in good industrial di- 
rectories). 

(2) Study the Facilities Lists. 
A good subcontractor will have 
modern equipment in his plant— 
and will be happy to provide you 
with a complete listing or a bro- 
chure describing his operations. 
A breakdown on the number and 
types of lathes, mills, presses, gear 
shapers, grinders, and _ special 
process equipment available can 
give you an accurate indication 
of a manufacturer’s ability to 
produce what you need. 

(3) Check Financial Ratings. 
Once you’ve narrowed the list to 
a few potential subcontractors, 
get a Dun & Bradstreet report on 


them. You have to be certain that 
a company handling a small sub- 
contract for you won’t jeopardize 
the success of the entire contract 
by going into bankruptcy. 

(4) Visit the Subcontractor’s 
Plant. By now you're just about 
ready to pick out one or two 
companies to handle the job. But 
before you do—visit their plants. 
It may help you to take along 
someone from your engineering 
and accounting departments. 

In selecting a subcontractor, 
nothing can replace a personal 
plant visit by a P.A. Your trained 
eye will help you learn a lot 
about a supplier. You might even 
want to give potential subcon- 
tractors an opportunity to work 
on some samples to check their 
quality. 

After you’ve selected the sub- 
contractors to be placed on the 
approved list, you’re ready to 
negotiate. Since the job is being 
performed to your specifications, 
you should have a good idea of 
what the correct cost is. This 
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easier to evaluate sub- 
ors’ bids. 
pany in upstate New 
kes a detailed study of 
breakdown on all major 
cted items. The purchas- 
rtment first establishes 
cost components of the 
iterial, labor, indirect op- 
xxpense, and any addi- 
jsts. To this basic manu- 
s cost, it adds administra-~- 
1 management expense, 
special tooling, special 
harges, and a fair mark- 
result is a unit price 
purchasing feels is reason- 
1 yet sufficient to give a 
actor a fair profit. This 
ce that the buyers try 


to Check 


es that do a great deal 
ntracting should have an 
-d procedure to guide the 
each project. For ex- 
yers handling subcon- 
at one large metalwork- 
use a check list that 
h required step in the 
Every stage in subcon- 
checked as it is com- 
luding the following: 
ho supplies the material 
‘tor or subcontractor? 
‘That type of tooling is re- 


hat type of packaging is 


ow much lead time will 
mtractor be allowed? 
must also justify their 
(a) they did not obtain 
tive bids or (b) they did 
rd the subcontract to the 
lider. While the buyers 
tted to use their judg- 
these two points, they 
i to note their reasons so 
» can be no question of 
or collusion. 
you’ve chosen a reput- 
contractor, take him into 
fidence. Explain to him 
» item he’s making will fit 
r company’s overall prod- 
him examine as many en- 
diagrams and changes 
an without revealing any 
tial information. 
subcontractor you use is 
an extension of your own 
You should treat him 
ngly. & END 


VENDOR COST BREAKDOWN 


DIRECT MATERIAL 

DIRECT LABOR 

INDIRECT OPERATING EXPENSE 

ADDITIONAL COST ITEMS (IF ANY) 

TOTAL MANUFACTURING COST 
ADMINISTRATIVE AND MANAGEMENT EXPENSE 
TOTAL 

MARK UP 


COST APPORTIONMENT FOR SPECIAL TOOLING 


PRODUCTION ROYALTIES 


CONTRACT BILLING PRICE 


ADDITIONAL CHARGE WHEN SPECIALLY PACKED 


APPROVED BY: 


This vendor cost breakdown form lists each component of the unit 
price in each subcontract. Purchasing can check prices submitted by 
subcontractors against its own cost estimates. 





Previous Procurement: 


P.O, No. Date i Subcontractor 





Present Quantity 





A. Inquiry Check List 


1. Is the device to be procured defined thoroughly in the inquiry, in 
that, all the latest change levels are set-forth and pertinent design 
considerations noted? Yes N 


a. Has such a design been procured previously? Yes No 
b. Or is the design being undertaken by the subcontractor? 
Yes No 


In the event 2.a, above is arswered "No'' and 2.b. above is 
"Yes", have you reviewed the prospective subcontractor's 
facilities, prior knowledge of similar designs and engineering 
staff and consulted our engineering departments relative to 
this undertaking? Yes No 
Is the prospective subcontractor(s) capable of production testing 
the device and have you considered the type of test equipment re- 
quired to do so? Yes No 
a. Is prospective vendor capable of handling engineering changes 
in ah efficient flexible manner? Yes No 








Can envir tal testing be 1plished by the prospective sub- 
contractor? Yes No 


— 


In the event 4. above is "Yes", are you asking for a — pro- 
? es 


ot ‘Th 4 





6. 
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How Celanese 


Cut inventories 50% 


Use of a commodity code classification system along 
with stock control committees at each plant has 
enabled Celanese Corporation of America to make 
substantial cuts in its stores materials inventories. 


By Ned Kellogg, 


Managing Editor 


W uen OTHER COMPANIES 
want to come in to study your 
purchasing operations, you can 
figure you have a pretty good 
mousetrap. That’s exactly what 
is happening at Celanese Corpo- 
ration of America’s purchasing 
headquarters in Charlotte, N. C. 
A number of companies have 
sent in key purchasing execu- 
tives to find out how Celanese 
operates its highly successful 
stores material control program. 

But more important than the 
respect the program has won 
from other companies is the 
money it’s saving for Celanese. 
In the seven years since the pro- 
gram started, stores inventories 
have been reduced more than 
50% despite the fact that the 
company’s business has generally 
been rising. 

Celanese prefers to keep the 
dollar value of its stores inven- 
tory confidential, but in terms of 
the amount saved in maintaining 
inventories (ie., taxes, deprecia- 
tion and obsolescence, insurance, 
storage and handling charges) 
the program to date has reduced 
costs more than $400,000. Items 
carried in stock have been cut 
from 96,000 in 1953 to 69,000 in 
1960. 

Before the stores control pro- 
gram started, inventories (mostly 
maintenance items) at Celanese’s 
15 plants were in bad shape. Ed 
Duncan, general storekeeper for 
Celanese, describes the situation 
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this way: 

“The storerooms at most of our 
plants were set up so that each 
storeroom was, in effect, a series 
of storerooms—one for each sec- 
tion engineer. Each of these frac- 
tional storerooms carried basical- 
ly the same items carried in the 
other storerooms. As a result, 


there was a tremendous amount 
of duplication. No one worried 
about slow moving and surplus 
items—there was no interchange 
of information between plants and 
no disposal program. We had no 
prescribed stores procedures, no 
stock identification system, no 
standardization. (Turn Page) 


STORES INVENTORIES 


QUARTERLY INDICA 


1953-1962 


Inventory Balance 


Total Inventory 


Inventory Balance Index 


This chart showing Celanese Corporation’s stores inventory balance index is a 
graphic example of what can be achieved through a sound stores control 
program. Since the program started in 1953, the number of items carried in 
stock has been reduced from 96,000 to 69,000 and the amount saved in 
maintaining inventories totals more than $400,000. 


79 





‘ 
U 


} 


need for a constructive stores 

rol program was apparent.” 

e seven basic steps which 

le up the Celanese stores con- 
program were to: 

1) Assign the responsibility 
for stores control at each 
plant to the plant purchas- 
ing agent. 

) Set up a corporate num- 
bering system to identify 
stores items and issue a 
corporate stores material 
catalog. 

}) Establish stock control 
committees at each plant. 
Promote the use of the 
traveling requisition. 
Install electric accounting 
machine systems at the 
larger plants. 

6) Establish a system for 
identification and disposal 
of surplus items. 

)} Put through a _ standard- 
ization and simplification 
of stores materials pro- 
eTam. 
ettting up the commodity 

ification system, 98 class 

bers were used to cover the 
types of materials. Each 

he 98 ‘commodity categories 
irther broken down by num- 
to subclasses and finally into 
items within the subclass. 
result, each stock item car- 
Celanese plants is identi- 

by an eight-digit number 

h describes its general class, 

and tells specifically 
item it is in the subclass. 

r example, an item bearing 

number 59125-031 would be 

tified this way: 

The first two digits—in this case 
identify the commodity class 
pe 

Che next three digits—125—de- 
the subclass. In this case, 
alloy, AISI TP-304 S/S. 

The last three digits—031 iden- 

item within the subclass 
ating that it’s 1 in. IPS (iron 
31Ze). 

troduction of the code classi- 
m system for stores mate- 
is the most important move 

lanese made to bring its in- 

tories under control. Main ad- 
age of the system is that it 


ass, 


the 


T 


nakes it possible to put inventory 


rmation on punched cards and 
use machine accounting to de- 





Plant Stores Reports Help Celanese 
Keep Inventories Under Control 
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This is the kind of information Celanese plants have to 
purchasing each month. The monthly reports play an important part in 
keeping stores inventories under control. 


send in to central 





velop needed data on materials 
stocks. 

Once each year the plant store- 
keepers turn in a highly detailed 
inventory report—a report that 
couldn’t be made without the aid 
of punched cards and machine 
accounting. 

Included in the vital informa- 
tion in these annual reports is a 
complete breakdown on inven- 
tory distribution by dollar value. 
For example, one plant might re- 
port that it had 105 items in stock 
valued between $400 and $500, 75 
items in the $500 to $1000 cate- 


gory, 50 worth $1000 to $5000, 
etc. In addition, the total value 
of the items in each dollar cate- 
gory is also listed. 

Another section of the report 
shows the turnover rate for each 
type of stock item as well as the 
amount on hand and its inventory 
value. There is also a breakdown 
on the number of times each type 
of item was issued from stock, 
and the number of annual issues 
per dollar grouping. In addition, 
the report covers items which 
were not issued during the year— 
including their total value and 
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PRELLAINARY 


cards out of all other tabulations. 


ento: of Stand 


each inventory value group: 
supply) for each stock number. 


quantity and value, issue quantity 
(or months of supply). 


Issues 
A) 


rate of turnover (or months of supply). 


value groups: 
1) #0 

2) 

3) 


4) 
5) 
6) 





LBM TABULATIONS 


1) Separate Standby — list in stock number order, with subtotals by clase -- 
show minimum quantity, quantity on hand, unit price, inventory value, 
quantity and amount of issues during past 12 months. 


Complete frequency distribution -- total number of stock numbers and total 
actual inventory value for stock numbers in the following inventory value 


Match against issues file and compute rate of 


list in stock number order, with subtotals by class 
and 


Resort by actual inventory value and list again in descending order 
by actual inventory value, with subtotals a 
group —— show same information as in (2) 


Complete frequency distribution -- total number of stock numbers and total 
issue amount for stock numbers in the following amnual issue amount groups: 


List in descemding order by issue amount, with 
amount group. show quantity on hand and actual inventory value, and 
Match issue cards against complete stock balance card file. 

1) Those items which had no issues during the year 1958 


a) Show total number items (i.e., stock numbers } and total actual 
inventory value for stock numbers in the following inventory 


Then hold Standby 


$300 to $399.99 
$400 to $499.99 
$500 to $999.99 
$1000 to $4999.99 
$5000 to $9999.99 
$10,000 and over 


turnover (or months of 


-- show actual 


value, and rate of turnover 


tual inventory value 


immediately above. 


$300 to $399.99 


$10,000 amd over 


subtotals by annual issue 








Even more complete is the year end analysis of stores inventories which 
must be made by each Celanese plant. Since the introduction of a com- 
modity code classification system the plants have been able to use elec- 
tric machine accounting to work up the data for these reports. 








their distribution by dollar group- 
ings. 

With such concise inventory in- 
formation available, Celanese’s 
central purchasing department 
gets an extremely accurate pic- 
ture of overall corporate stores 
materials. By analyzing the re- 
ports from the individual plants, 
purchasing knows exactly what 
areas of inventory control need 
attention. 

In addition to the full-scale an- 
nual report, the central purchas- 
ing department also gets a month- 
ly inventory summary from each 
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plant. Included in this report are 
the number of orders issued dur- 
ing the month, their value, and 
the number and value of all open 
orders as of the end of the month. 
Plant storekeepers also report the 
number of requisitions rece ved, 
the number of deliveries, and the 
number of items issued during 
the month. In addition, the sum- 
mary gives a breakdown on stock- 
outs, and surplus disposal and 
scrap sales. 

The main advantage of the 
monthly and the annual reports 
is that they give central purchas- 


ing and the plant purchasing de- 
partments the information they 
need to concentrate their inven- 
tory cutting efforts. From the re- 
ports it’s easy to tell which items 
are overstocked, which items 
aren’t moving and which ones 
should be disposed of. The code 
classification system also makes 
it much easier to standardize 
stores inventories. 


Control Stock at Source 


Next to establishing the com- 
modity code class‘fication system, 
the most important other step 
Celanese purchasing made to cut 
stores materials inventories was 
to set up stock control committees 
at each of the plants. Purpose of 
this move was to put a brake on 
inventory buildup where it would 
do the most good—at the source. 

The stock control committees 
are made up of the plant store- 
keeper, representatives from the 
engineering and maintenance de- 
partments, and the plant purchas- 
ing agent who serves as chairman 
of the committee. From time to 
time the plant manager sits in on 
the meetings of the stock control 
committee just to keep in touch. 
The committees meet at least 
once a week. 

The main function of the stock 
control committee is to keep un- 
necessary items from getting into 
inventory. Every time there is a 
request that a new item be added 
to stock, it has to be approved by 
the committee. The committees 
also push for action on decisions 
that must be made by engineer- 
ing and plant management as to 
what to do with surplus, slow- 
moving, dead, or obsolete stocks. 

Another phase of Celanese’s 
stores control plan _ involved 
changing the plant storeroom lay- 
outs so that materials are now 
located on the basis of how fre- 
quently they are used and near- 
est the shop areas where they will 
be needed. 

Because of the change in the 
storeroom layouts and the estab- 
lishment of a complete “locator” 
system, it’s no longer necessary 
to have storekeepers on duty 24 
hours a day as was previously the 
case. Now a nightwatchman can 
fill in as storekeeper because it’s 
so easy to locate supplies. END 
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One of Spaulding Fibre Co.'s two-day value analysis seminars. Pur- 


pose of the meetings was to show the company’s salesmen how value 
analysis suggestions can be used for more effective selling. 


sa les Training a - A. through the P.A.” 


That was the theme of a series of value analysis train- 
ing programs held recently by the Spaulding Fibre Company, 
P Tonawanda, N. Y. Purpose of the seminars was to teach Spauld- 
rogram ing salesmen how they can sell purchasing agents more effective- 
ly by offering value analysis suggestions. Since the entire sales 
force of 110 salesmen and branch managers attended, it was 

Focuses on necessary to hold five separate two-day seminars. 
Edward C. Leitz, Spaulding’s director of sales administration, 
“7 e set the tone for the seminars when he said: “Don’t bypass the 
\ alue Analysis purchasing agent. Show him exactly how our materials can be 


used to improve his own company’s product.” 


of the Spaulding value analysis seminars, 
dward C. Leitz, director of sales administration (I.), 
lack E. Miner, director of sales promotion (c.), . 
cuss 0 ae ae has — a analyzed Dick Sullivan, Spauld- 
Spaulding salesman Jack Murray of Fort Wayne. ing soleunan trons Wal 
=! lesley, Mass., explains 
how he used V.A. to im- 
prove hot water heater 
expansion tubes. 
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The seminars were conducted 
entirely by Spaulding personnel. 
Jack E. Miner, director of sales 
promotion, outlined the back- 
ground and purpose of value 
analysis to the group. He was 
assisted by Liaison Engineer 
Merton E. Davis. 

Highlight of the seminars came 
after the formal presentations, 
when the salesmen broke up into 
four small groups and worked 
on actual analysis problems for 
their customers. A number of 
valuable ideas came out of these 
sessions. Naturally, the salesmen 
hope to make use of these ideas 
the next time they make their 
calls. 

Primary object of the meetings 
was to impress upon Spaulding 
salesmen the importance of value 
analysis as both a buying and a 
selling tool. The four vital steps 
in V.A.—information, speculation, 
evaluation, and execution—were 
described in detail. 

All salesmen were given 
copies of a booklet outlining 
how the company has already 
cut costs substantially for pur- 
chasing agents through value 
analysis suggestions. Also dis- 
tributed at the seminars were 
copies of a booklet presenting the 
key points of value analysis writ- 
ten by Dean Ammer, executive 
editor of PurcHastnc Magazine. 

Everyone attending the semi- 
nars left with a better under- 
standing of how V.A. works. For 
Spaulding this means a better 
selling job—for customers—a bet- 
ter supplier. > END 
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As a part of the seminar, Spaulding salesmen were taken on a tour of the 
Tonawanda, N.Y. plant to see how factory personnel can help them with 
value analysis. Here Liaison Engineer Max Knorr describes the part a leaching 
tank plays in making vulcanized fibre. 


Jerry Maas from 
Spaulding’s Chicago of- 
fice studies a portable 
display board of suc- 
cessful value analysis 
projects. These display 
boards will be used by 
salesmen in their pres- 
entations to P.A.’s. 


Small groups of salesmen worked on individual value 
analysis projects at the end of the seminar. 








This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing depcrtment 
forms. All forms that will 
be described in this series 
oy, - have been selected from 
; ys representative purchasing 
f f organizations around the 
S$ . 


country. 





Tuat GOOD FORM design 
can make your purchasing pro- 
cedures more efficient shows up 
clearly in the forms*used by E. C. 
Middleton, ?.A. for Speakman 
Co., Wilmington, Del. 

As P. A. Middleton has it set 
up, the requisition for production 
materials is submitted, in tripli- 
cate, by the production manager. 
The original copy is kept in pur- 
chasing as a permanent record. 
The second copy is returned to 
the production manager with pur- 
chase order number inserted, and 
the third copy is held in purchas- 
ing until the transaction has been 
completed. It is then attached to 
the vendor’s invoice and sent to 





Requisition Dept. When Wanted accounting. 
N° 7750 


Nfl oiler use Rigas pws Basan Requisitions for MRO items are 
— —— ie Deparimenr: also submitted in triplicate, but 

in this case, by the department 
head concerned. Other than that, 
the procedure is the same as for 
production materials. 

Purchase orders used by Mid- 
dleton’s department are four-part 
snapouts. The second copy is 
kept in purchasing’s active file 














REQUISITIONS at Speakman Com- 
pany, Wilmington, are sent to pur- 
chasing in triplicate. The top form is 
used for production materials, the 
other for maintenance, repairs and 
supplies. 
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until the order has been com- 
pleted. The third goes to receiv- 
ing, and the fourth is put in a 
numerical file for future refer- 
ence. 

Two other basic forms are used 
at Speakman Company—a ma- 
terial stock control record and a 
purchase record card. Both 
these forms are maintained on 
Remington Rand Kardex. 


SPECIFICATIONS 
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MATERIAL STOCK 
CONTROL RECORD is 
in two parts: The bot- 
tom card is a record of 
open orders, and the 
top card is a perpetual 
inventory. Taken to- 
gether, the cards give 
a clear, complete re- 
port on inventory 
status. 


PURCHASE RECORD CARD in- 
cludes name and address of 
vendors, specifications and 
monthly requirements. It can be 
folded back to give a complete 
history of purchases for a par- 
ticular product or material. 
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When Small Company Purchasing 


Goes Modern . 


Rockcote purchasing isn’t big enough to need a highly 
complex electronic data processing system, but it is 
getting a lot of mileage out of its standard IBM busi- 


ness machines and punch cards. 


By Ted Metaxas, 


Midwestern Editor 


small purchasing de- 
like ours, electronic 
essing falls in the cate- 
vishful thinking,” says 
Agent Chuck Gal- 
rckcote Paint Co., Rock- 


are getting all the 
e need from standard 
ness machines and punch 


Viainly, the IBM depart- 


‘epares twice-weekly in- 
eports that contain warn- 
ls of imminent shortages. 


: elaborate—but perfectly 


5 years ago, Rockcote 
transition to modern pur- 
at the urging of Gal- 
ho was then in charge of 
In the old days, pro- 
znd maintenance did the 


Gallagher recommended a 


buying department and 
inted purchasing agent. 
then Gallagher has been 
1is methods and seeking 
paperwork. With the 
up and production, he 
» the inventory report 
rmits orderly buying of 
n 900 raw materials. 
tem operates as follows: 
n departments file batch 
ich list data on formula 
ssing method for differ- 
\ week before an order 
run, the production head 
right batch card and in- 
1g data, processing meth- 
ize of batch. The special 
run through a Bruning 
to get two copies. 


One stays with production while 


the second goes to the IBM de-. 


partment which key punches a 
card indicating type and quantity 
of materials needed. The card is 
placed in a deck to await print- 
ing of the inventory report. 

So that the other elements of 
inventory (on order and received 
materials) can be combined into 
the report, data from copies of 
purchase orders and receiving re- 
ports are also key punched on to 
cards. Both sets of cards are 
loaded into machines that auto- 


panne 


matically print the inventory re- 
port. 

Shown in the report are the 
product number, whether the ma- 
terial comes in pounds or gallons, 
the current month’s usage, the ex- 
cess over minimum inventory, the 
minimum inventory, and material 
on order. (see illustration) 

To see how the report alerts 
Gallagher to shortages, start with 
the minimum inventory column. 
It indicates the amount of mate- 
rial which would be consumed in 
production before a compensating 


Admitting that a computer must wait for tomorrow, Rockcote P.A. Chuck 
Gallagher has nevertheless fashioned a “perfectly functional” inventory report 
system, using standard punch card machines. 
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shipment could be delivered. In 
effect, this is material lead time 
expressed in terms of pounds or 
gallons. 

For instance, Product No. 111 
might have a delivery time of 7 
days, plus a 2 day reporting lag 
and a 2 day safety factor for late 
delivery—totalling 11 days lead 
time. Assuming that daily produc- 
tion use is 1000 pounds, the mini- 
mum inventory figure would be 
pegged at 11,000 pounds (11 x 
1000). 


Calculated Ordering 


Assume further that Rockcote 
has 45,000 pounds of Product 111 
in stock. The minimum inventory 
of 11,000 pounds would be de- 
ducted from the 45,000 to yield 
a figure of 34,000 pounds. This is 
the excess over minimum inven- 
tory which would be printed in 
its proper column. Obviously, no 
ordering action need be taken be- 
cause the excess is quite high. 

But, if only 10,000 pounds were 
in stock, there could be no excess 
over the minimum 11,000. Thus, 
a 1000 pound credit would be 
noted in the excess column. The 
appearance of a Credit alerts Gal- 
lagher. Checking the on order 
column, he determines if enough 
material is incoming to offset the 





BOCECOTE PAINT CO. 
EOCEFOED. 2. 


INVENTORY REPORT aaa be 
FINISHED 





YEAR TO DATE Size 
Set 


ae 











Inventory Report warns of imminent shortages. Appearance of a CR sign 
(Credit) in Excess over Minimum column means that inventory has slipped 


below the desirable point. 


possible shortage. 'f not, he or- 
ders. 

Minimum inventory figures are 
periodically reviewed to reflect 
changes in use and delivery time. 
Incidentally, actual current in- 








Please Return Acceptance imme 


“Date Required” box on purchase order tells vendor that shipment must be 
in plant by that date—with no follow-up. To maintain good communications, 


ROCHKCOTE PAINT Co. 


Rg 


PURCHASE ORDER N° 10394 


SHIP TO 


copies of the P.O. are forwarded to plant departments. 
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ventory is the sum of minimum 
inventory and excess over mini- 
mum. 

Since the report gives Gallagher 
almost a week’s advance notice 
of production’s intent to use ma- 
terials, products quickly available 
from local sources are not rep- 
resented in the minimum inven- 
tory column. 

“But no matter how pat a sys- 
tem sounds, there’s always a loop- 
hole for error,” remarks Galla- 
gher. “I realized that an unusual- 
ly large order could make my 
minimum inventory figure look 
foolish. What should happen if 
production scheduled an order re- 
quiring 60,000 gallons of some ma- 
terial when a credit was due to 
register on the inventory re- 
port?” 

Because minimum inventory is 
based on average use, Gallagher 
guards against sudden upsurges 
by regularly scanning preliminary 
production schedule sheets which 
list future jobs and quantities of 
materials. These are sent to him 
before the inventory report. In 
this way, he can pick out the 
blockbusters before they explode. 

Also, as a matter of course, Gal- 
lagher maintains intimate liaison 

(Please turn to page 166) 
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Get the Most 
Out of Your Scrap 


For best results, a scrap recovery pro- 
gram should go further than simple 
collection. The greatest returns come 
from proper segregation, price negotia- 
tion, and careful writing of the sales 


contract. 


By Raymond R. Colton, 


Associate Professor of Business Administration, 
Bernard Baruch School of Business and Public Administration, 


City College of New York 


ICE A WEEK, the new pur- 


agent for a moccasin 
turer watched the town 
collector cart away for 
company’s scrap leather. 
estigation, he soon dis- 
that manufacturers of 
and leather novelties 


sladly pay for this scrap. 


short time, the company 


»vering a substantial per- 


f its raw material costs. 
yn, the buyers removed 


p themselves. 


the moccasin plant, scrap 


automatic by-product of 


anufacturing operations. 
sly, the purchasing de- 
is charged with its re- 
nd disposal. 

‘cessful and economical 
program depends upon 
in simply making the 


vailable for collection by 


It depends upon: 
yptimum recovery of all 

scrap generated in a 
| collecting it in a central 
proper handling; 


il segregation by type or 


| content into the groups 


ed by the used-material 


er determination of sell- 


ing prices by negotiation or bid- 
ding; 
e@ Proper writing of a scrap sales 
contract to cover all likely situa- 
tions. 

In some companies, scrap is still 
hauled away as fast as it is gen- 
erated at the company’s expense. 
When the amount of this scrap is 
negligible, it is best disposed of 
immediately by incineration to 
prevent offensive odors, such dis- 
posal may be warranted. Other 
reasons for doing so may not be 
as valid, and should be carefully 
weighed before deciding that a 
scrap recovery program is not 
feasible. Some of these are: labor 
cost to prepare scrap may be 
greater than its value; storage fa- 
cilities are inadequate and would 
require expansion; recovery costs 
and efforts would eat into more 
important primary functions; 
management objects to “getting 
into the scrap business.” 


Segregation Is the Key 


Although scrap is generally re- 
moved as quickly as possible to 
save storage space and gain funds 
otherwise tied up, accumulating 
economical lots frequently deter- 
mine removal schedules. The key 


to successful recovery lies in 
careful segregation. 

There are approximately 75 dif- 
ferent grades or sizes into which 
scrap can be segregated and pro- 
cessed before it is ready for the 
ultimate consumer. Without doing 
the scrap dealer’s entire job, the 
company can add significantly to 
the value of its scrap by grouping 
it into the more important cate- 
gories. 

A large department store found 
that unusually high returns could 
be secured from paper recovery 
by ceasing to sell all paper scrap 
items, as such, for a gross price 
per ton to local scrap dealers. The 
firm’s returns skyrocketed when 
it carefully segregated paper for 
sale to various markets. It set up 
bins labelled: newspapers, maga- 
zines, books, corrugated contain- 
ers, paperboard, bond paper, mi- 
meograph paper, paper tubes and 
miscellaneous. In addition, the 
company purchased a baler for 
condensing and binding the segre- 
gated paper items in such a way 
that it conformed to trade require- 
ments. Also, instead of sales in 
odd amounts, the scrap was sold 
in substantial quantities. 

A basic policy of scrap experts 
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is to screen all scrap for re-usable 
or valuable end items. Thus, bar- 
rels and boxes frequently are used 
for reshipping purposes. On the 
other hand, in the metals scrap 
market, items of silver, gold, gold- 
plated, or copper may have sub- 
stantial additional value as melted 
metal, usable end items after pol- 
ishing, or antiques. 

The purchasing agent must 
recognize the value of such ma- 
terial. He must make sure all 
scrap is segregated into the speci- 
fications needed for economical 
disposal. Of iron and steel scrap 
he must, for example, separate 
cast iron from cast steel and light 
sheet steel from heavier struc- 
tural material. He must know 
which alloy steel scrap his com- 
pany generates and make sure 
they are segregated at the source. 


After initial segregation, the 
scrap may be processed. Sheet 
iron, for example, might be baled 
to form compact bundles, or 
crushed and briquetted for use in 
furnaces. Heavy steel or old steel 
rails might be cut into smaller 
pieces for foundry furnaces. De- 
pending on increased value of the 
scrap, it may be economical to in- 
vest in crushers shears, presses, 
trucks, scales or other equipment. 


Negotiate Scrap Prices 


Prices for scrap are established 
by negotiation. Trade journals 
publish articles on conditions in 
the scrap market as well as aver- 
age daily market prices. The 
Waste Trade Journal reports on 
miscellaneous waste products, 
Paper Mill News, and the Daily 
Mill Stock Reporter on waste 





tries in 1958: 


Market Classification 
Automotive 


Containers 


Contractors products 


Agricultural 


Rail Transportation 
Ordnance and other military 
Aircraft 

Oil and Gas Drilling 


Other non-specified sources 


Total 





Scrap Is Big Business 


» Today, more and more industries are discovering the financial 
advantages of scrap recovery programs. Indicative of this is the 
size of the scrap industry in the United States. There are over 
4,000 scrap dealers and brokers in the iron and steel industry 
alone, with gross sales of over $2 billion annually. 


In the waste paper industry, 1960 consumption is estimated 
at 9,350,000 tons. More than one quarter of a ton of waste 
paper is used to produce every ton of paper and paperboard. 

In the metaiworking industries the amount of scrap produced 
each year is, of course, tremendous. Following is a breakdown 
on the amount of scrap turned out by the metalworking indus- 


Machinery, industrial equipment and tools 
Electrical equipment and machinery 
Appliances, Utensils and Cutlery 
Construction, including maintenance 

Other Commercial and Household Equipment 


Shipbuilding and Marine Equipment 


Mining, Quarrying and Lumbering 


Source: Classification by American Iron and Steel Institute 
Data by Institute of Scrap Iron and Steel, Yearbook, 1959, p. 19 


Tons of Industrial Scrap 


2,802,470 
738,490 
703,780 
411,240 
318,860 
242,770 
233,640 
229,760 
202,400 
163,770 

91,800 
51,150 
17,220 
8,190 
4,810 
1,679,650 


7,900,000 
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paper and textiles, and the 
American Metal Market on scrap 
metal. Publications such as the 
Journal of Commerce, Wall Street 
Journal and The New York Times 
report the market fluctuations of 
scrap prices sensitive to produc- 
tion changes in key industries. 
Scrap iron prices, which fluctuate 
with steel mill activity, are re- 
ported regularly in these publica- 
tions and in The Iron Age. 

Contracts for salvage may be 
negotiated, with qualifications es- 
tablished by the parties involved, 
or the conditions may follow in- 
dustry practices. The National As- 
sociation of Waste Material Deal- 
ers suggests the following condi- 
tions for Non-Ferrous Scrap 
Metals: 

1. Exact Quantities—Where a 
quantity is specified, up to 1%4% 
more or less should be permitted; 
where the quantity is qualified 
by the use of the term “about”, 
it is understood that 5% more or 
less of the quantity may be de- 
livered. 

2. Deliveries—Uncompleted de- 
liveries as specified in the contract 
may be cancelled. The seller is 
liable for damages sustained by 
the purchaser through failure to 
deliver on time. An arbitration 
committee for the National Asso- 
ciation of Waste Material Dealers, 
Inc., may be appointed to estimate 
the amount of damage, if negotia- 
tion fails. 

If delivery cannot be made at 
the time specified due to an em- 
bargo, the contract remains valid. 
Delivery must be completed im- 
mediately on the lifting of the em- 
bargo. Similarly, where a steamer 
is delayed beyond its scheduled 
time or when the inadequacy of 
cargo space prevents the steamer 
from accepting the shipment, ship- 
ment on the next steamer from 
the port of shipment is deemed a 
proper compliance with the con- 
tract as to time of shipment. 

3. Below Standard Scrap—lIf 
the buyer claims that goods de- 
livered on a contract are not up 
to the proper standard, the dis- 
pute may be referred to an arbi- 
tration committee of the National 
Association of Dealers, Inc. 

4. Weight Designations—Spe- 
cific weights should be cited. If 
not, “a carload, unless otherwise 

(Please turn to page 122) 
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tually 


marks, 


What the P.A. Should Know 
About Trade-Marks 


Purchasing agents must recognize their suppliers’ trade-marks to be 
able to identify a product’s origin, but they should remember that 
trade-marks do not guarantee characteristics or quality. 


By Marshall Coke 


. OW ABOUT a coke?” How 


ve. you heard this ex- 
) used when some friend 
asking you if you 
like a carbonated drink? 
like the word 
’ have attained such pop- 
ige that they become a 
uur language. Dictionaries, 
ance, list “kodak” as mean- 
mall camera. Actually, the 
a registered trade-mark 
| no association at all with 
until its use as a 
irk. Many purchases we 
re based on selecting an 
its trade-mark and some 
efuse to accept products 
e customary trade-mark 
Trade-marks have at- 
ich a strong position in 
business that a basic 
lige of their legal aspects 
be of interest to pur- 
agents. 
vhole object and purpose 
le-mark is to identify cer- 
Is as the product of a 
ndividual, firm or corpo- 
The purchasing agent 
remember that a trade- 
not intended to distin- 
particular quality, grade, 
» or other characteristic 
luct. It is true that many 
icturers have different 
irks to represent their 
t qualities of product, but 
under no legal compul- 


nhy 
apny 


ke is the pen name of a well- 
ember of the bar who holds a 
nm the purchasing department of 
rporation. 


sion by the United States Patent 
Office to use a trade-mark only 
for goods meeting certain quality 
standards. 

Many times specifications are 
written by using trade-marks. For 
instance, if an explosion proof 
motor is required the specification 
might say: “Equivalent to Mam. 
moth Electric Company’s ‘Ex- 
plosaguard’ motor.” It should be 
remembered that the trade-mark 
“Explosaguard” is legally signi- 
ficant only to identify the manu- 
facturer of the motor, and not 
to indicate its quality or charac- 


teristic. It would be better to tie 
specifications to codes published 
by various national standard as- 
sociations. For instance, the motor 
could be more accurately specified 
by the statement “Must meet 
NEMA Class 1, Group D require- 
ments.” 

A trade-mark symbolizes busi- 
ness good will. A manufacturer 
who has established, or intends 
to establish, a reputation for the 
special characteristics or quality 
of his products naturally desires 
some readily recognizable mark 
by which his customers can un- 


A trade-mark is not intended to distinguish a particular quality, grade, style, 
or size of product. Although many sellers have different trade-marks to repre- 
sent different qualities of products, they are under no legal compulsion to use 
a trade-mark only for goods meeting certain quality standards. 





For SALE 
BLUE RIBBON 
PETS 


WHAT DO YOU MEAN _— IS 
"BLUE RIBBON" zh 
HE NEVER WON A 


PRIZE FOR ANYTHING ~ 


| OH THATS JUST 
OUR TRADE-NAME 
FOR ALL OUR PETS 
\ oy » 


l 














mistakably identify his company’s 
products. After choosing and 
standardizing on a _ trade-mark, 
much advertising and sales pro- 
motional work is organized around 
it to establish the mark in the 
minds of the people using the 
products. Great sums of money 
may be spent enhancing the value 
of a trade-mark; in fact, the value 
of a trade-mark usually depends 
upon the promotion it has re- 
ceived. The value of a trade- 
mark grows with the company 
and can become one of its great- 
est assets. 

A trade-mark may consist of 
tokens, letters, signatures, seals, 
names, ciphers, monograms, pic- 
tures, etc. Color except in con- 
nection with some definite design 
which serves to distinguish the 
article, is not subject to registra- 
tion as a trade-mark. However, 
the owner of a valid trade-mark 
otherwise distinctive, may be pro- 
tected against appropriation by a 
rival through mere change of 
color. 


Live up to the Name 


The value of a trade-mark rests 
on the confidence it creates in the 
minds of potential buyers. A com- 
pany which allows the quality of 
its products and services to degen- 
erate can suffer large intangible 
losses in the depreciated value 
of its trade-marks. After years 
of fastidiously supplying quality 
products companies occasionally 
attempt to increase their profits 
by resting on their laurels, per- 
mitting their trade-marks to sell 
below-par merchandise. It is true 
that an established trade-mark 
has a certain amount of commer- 
cial inertia but eventually the 
buying public will come to asso- 
ciate a once respected trade-mark 
with a degenerated product. The 
time and expense required to re- 
establish a trade-mark fallen into 
disrepute may exceed that origi- 
nally required when it was first 
adopted. 

Many believe that if they ori- 
ginate a good trade-mark they 
have the privilege of registering 
it with the patent office and then 
selling it to someone. This is not 
true. Only trade-marks which 
have been actually used in inter- 
state commerce are registerable, 
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| USED YOUR 
"ALL. WEATHER 

PAINT AND LOOK 
WHAT HAPPENED 


BUT YOU USED OUR 
INDOOR PAINT 

"ALL WEATHER" 

IS OUR TRADE-NAME 

















A trade-name must not describe the product incorrectly. The term “All- 
Weather,” for instance, could not be registered as a trade-mark for products 
intended only for indoor use, since it would tend to deceive the public. 


and only a continuous use of the 
mark enables the owner to pre- 
serve it. Trade-marks, unlike pat- 
ents, are not the subject of com- 
mon barter. 

Although the constitution spe- 
cifically provides for the granting 
of patents, no provision is made 
for the registration of trade- 
marks. The federal government’s 
authority over trade-marks is de- 
rived under the commerce clause. 
Thus, one of the qualifications 
for registration of a trade-mark 
is that it has been used in inter- 
state commerce. 


Types of Registration 


Two distinct and separate reg- 
isters are maintained for trade- 
marks: the Principal Register and 
the Supplemental Register. Regis- 
tration on the Principal Register 
gives a greater degree of legal 
protection but requires more 
thought and consideration in se- 
lecting the trade-mark. Trade- 
marks which are descriptions of 
the product, geographical names, 
or surnames must be registered 
on the Supplemental Register. 
The trade-name must be used 
in interstate commerce for at least 
one year before being eligible for 
registration on the Supplemental 
Register. A trade-mark eligible 
only for registration on the Sup- 
plemental Register may, through 
use, become sufficiently distinc- 
tive so that after five years usage 


in commerce, application may be 
made for registration on the Prin- 
cipal Register. 

There are four main require- 
ments for registration of a mark 
on the Principal Register. First, 
the mark must have been used in 
interstate commerce. If a mark 
has been used only locally within 
a state it cannot be registered. 
The use in interstate commerce 
must be a bona fide usage and not 
merely an act of subterfuge to 
comply with the statutes; how- 
ever only a single interstate ship- 
ment is necessary. Second, the 
trade-mark must be applied to 
the goods in some way. The mark 
may be printed, or moulded or 
impressed directly on the goods, 
or, affixed by a tag. The use of the 
mark in advertising or catalogs 
alone does not constitute compli- 
ance with this requirement. Third, 
the mark must be distinctive, that 
is, it must not be descriptive, 
geographical or a proper name. 
And, fourth, the mark must not 
resemble other prior marks. 

It is sometimes difficult to com- 
ply with the last two main re- 
quirements. When a new product 
is developed, such as a new weath- 
erproof motor, it is a natural 
tendency to select names like 
“Weatherguard,” “Raintite” or 
“Stormproof,” etc., as trade-marks 
to identify the new motor. These 
terms have an immediate con- 
notation to the general public as 

(Please turn to page 170) 
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eo oducts and ideas 





Molds That Breathe 
Cut Casting Costs 


+ 


metal casting process 
lustry a method of pro- 
metallic products 
her strength and closer 
nal tolerances than pos- 
other foundry tech- 
. Known as the Shaw proc- 
method has been intro- 
the Shaw Process De- 
Corp., Port Washing- 
Y., a division of British 
; Corp. 

s made by the technique 
ised interest because of 
lent properties of the cast- 
ind sections, smooth sur- 
se-tolerance dimensions, 
shapes. Heretofore, they 
obtained only with ex- 
ind lengthy machining 

if at all. 
products have already 
by the Shaw process: 
die used in the auto- 
dustry, a second stage 
nozzle for the Nike 
missile, a nozzle ring and 
hield for a jet engine, 
ipport for an army M-85 
gun, and stainless steel 


large 


golf club heads. 

The process enables economical 
production of castings of any met- 
al—from brass or bronze up to 
and including stainless steel and 
the high temperature alloys used 
in gas turbine and missile con- 
struction—in small or large quan- 
tities. 

The advantage of the technique 
stems from an unusual ceramic 
material used in the production of 
the mold. Derived from an orig- 
inal development of two British 
scientists, Clifford and Noel Shaw 
in 1938, the mold produced by 
this technique exhibits the phe- 
nomenon of “microcrazing”. With 
this effect, the minute fissures or 
air gaps in the mold are small 
enough to prevent molten metal 
from entering, but large enough 
to accommodate the expansion of 
the individual ceramic or refrac- 
tory particles when heated by the 
molten metal. Even more impor- 
tant, these fissures are just the 
right size to allow air and gases 
to escape—thus avoiding porosity, 
cracks, and surface inclusions. 


Metal castings have better sur- 
faces and sounder sections be- 
cause of the elimination of gas 
pickup from the mold. This re- 
sults from the controlled craze 
cracks which allow the venting of 
air trapped by the metal stream. 
An economic advantage resulting 
from this phenomenon is that 
molds can be designed without 
the many massive risers often 
characteristic of sand molds. 

The greater intricacy of detail 
obtained in the final product is 
an important advantage. This re- 
sults from the characteristic of 
“stripability”, due to the rubbery 
nature of the jelled ceramic mold 
mass. 

Still another benefit is that the 
hot metal can be poured directly 
into the cold mold—a situation 
that is unthinkable with any other 
ceramic body. This results from 
the breathing of the mold par- 
ticles, which gives the mold com- 
plete resistance to thermal shock 
and virtually zero coefficient of 
expansion. 
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Flash suppressor, only 4 in. long, formerly required costly 
finishing. Now, dimensional accuracy and fine detail is 
achieved without machining. 


irre! support, as cast, shows fine-grain surface and 
f detail. The only finish machining required is 
»f parting line flash. 
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News! The best features of | 
modern bearing design combined and refined in 


SELF-ALIGNING ROLLER 
BEARINGS BY LINK-BELT 


IG, mirror-smooth convex rollers 
B plus heavy, broad-shouldered in- 
ner race plus centrifugally-cast bronze, 
precision-machined retainers! Only 
from Link-Belt do you get ALL that 
is best in modern bearing design. 

Individually, these elements repre- 
sent major improvements on accepted 
design concepts. Collectively, they con- 
stitute the most efficient spherical roller 
bearings available . . . promise un- 
equalled economies, whatever the ap- 
plication. 

Your Link-Belt office or authorized 
stock-carrying distributor will gladly 
explain the many performance advan- 
tages evolved with this new design. 
And either can furnish full data on 
industry’s most complete line of ball 
and roller bearings . . . pillow blocks 
and flanged, flanged-cartridge, car- 
tridge and take-up blocks. 


LINK 


MANUFACTURERS OF SELF-ALIGNING 
BALL AND ROLLER BEARINGS 


LINK-BELT COMPANY: Executive Offices, 
Prudential Plaza, Chicago 1. Plants, 
Sales Offices and Distributors in All 
Principal Cities. 14,819 


BIG, HIGHEST-CAPACITY ROLLERS. Each HIGH, HEAVY INNER RACE FLANGES PRECISION-MACHINED, CENTRIFUGALLY- 
bearing has a maximum number of rollers present convenient hold for assembly and CAST BRONZE RETAINERS have many times 
—as large as possible, yet all components removal of bearing without cutting away more support and ability to withstand 
are in optimum balance. shaft, avoid any need to skimp on shaft high stress. They are not stampings. De- 

shoulders. sign assures maximum bearing efficiency. 
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TOM CONROY DIAGNOSES CHIPS 


there are some 3,000 


rew machine shops and 
r iptive”’ 


shops. Every 


man like Tom Conroy. 
umber have. 
Alcoa Technical Service 
with 23 years’ training 
1 multiple-spindle ma- 


s chips like you read 


books. He can look at a freshly cut 
sliver of metal and tell you whether the 
speed, feed, tool and alloy are right for 
the job. If one of these is wrong, you’re 
losing money. Tom can show you how 
to save it. 

Tom’s counsel is one of the extra 
values you get with every pound of 
Alcoa ® Aluminum you buy. 


Alcoa has other Service Representa- 
tives who specialize in casting, fabricat- 
ing, finishing and all the other ways 
aluminum can be worked. 

To obtain the services of Tom or one 
of his counterparts, simply call your 
local Alcoa sales office. Aluminum 
Company of America, 2017-L Alcoa 
Building, Pittsburgh 19, Pa. 


ALCOA ALUMINUM 


HELPS YOU DESIGN 


IT, MAKE IT, SELL IT 





Alcoa has hundreds of 
Tom Conroys to help you 
design it, make it, sell it 


All of Alcoa’s skills are mobilized to a 
single purpose: To put more than just 
16 ounces of metal in every pound of 
Alcoa Aluminum you buy. Here are 12 
of the dozens of ways to do it: 


1. Research Leadership, bringing 
you the very latest in aluminum alloys 
and applications. 


2. Product Development by special- 
ists in your industry and your markets. 


3. Process Development Labs for 
aid in finishing, joining, fabricating and 
packaging. 


4. Service Inspectors to help solve 
production problems at your plant. 


5. Quality Control to meet top stand- 
ards or match your special needs. 


6. Complete Line including all com- 
mercial forms, alloys, gages, tempers. 


7. Availability via the nation’s best 
stocked aluminum distributors. 


8. Foremost Library of films and books 
to help you do more with aluminum. 


9. Trained Salesmen with a wealth 
of on-the-spot information. 


10. Sales Administrators constant- 
ly on call to service your orders. 


11. Year-Round Promotions expand- 
ing your old markets, building new ones. 


12. The Alcoa Label, leading symbol 
of quality aluminum,to mark your goods. 
Added Values 
With Alcoa 
Aluminum 


ADDED 
VALUES 


. is a case book of Alcoa special 
services and a guide to their availabil- 
ity in design, manufacture and sales. 
Your copy, with some of the most re- 
warding information you may ever 
read, is waiting and it’s FREE. Write: 
Aluminum Company of America,2017-L 
Alcoa Building, Pittsburgh 19, Pa. 

For More Facts About Ad 
<on Facing Page Write in No. 206 
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Automatic Fire Detectors 
Are Hermetically Sealed 


Automatic fire-detectors which 
are dust-and-moisture-proof are 
self-restoring and feature hermet- 
ically sealed elements, oversize 
wiring terminals and long-life gold 
plated contacts. Circuit closes 
when temperature near detector 
rises to a predetermined point, 
causing warning device to sound. 
Up to 400 sq ft of unobstructed 
area (20 x 20 ft) can be protected 
by a single detector. Thermostat 
caps are color coded—silver cap 
for units operating at 135 degrees 
F., black for 190 degree F. setting 
Edwards Co., Inc., Norwalk, 
Conn. 

Write No. 20 on Information Card—Page 32 


Precision Gears Fit 
Miniature Products 


Fine pitch precision spur gears 
are designed for dependable ac- 
curacy in gearing for miniaturized 
products. Standard sizes range 
from 48 to 120 dp—10 to 40 teeth 
in stainless steel, and 42 to 180 
teeth in aluminum. Gears range 
from 1/10 in. to 2% in. in outside 
diameter and are used in instru- 


ments, meters, controls, compu- 
ters, etc. Each gear is certified to 
be AGMA Precision Class 1 or 
better, and all materials and pro- 
tective finishes conform to fed- 
eral and military specifications. 
Boston Gear Works, Quincy 71, 
Mass. 

Write No. 21 on Information Card—Page 32 


Molded Rubber Goggle 


Protects from Chemicals 


A chemical worker’s goggle that 
can also be worn by welders and 
chippers is made of molded rub- 
ber in forest green color. Acid- 
resistant safety product has soft- 
rolled edges, is completely com- 
fortable, yet fits the face securely. 
Goggle features a large lens size, 
S-7 shape, providing wide-angle 
vision, even when worn over eye- 
gear. Goggle comes with alumi- 
num, non-corrosive vents for 
welders and chippers, without 
vents for chemical workers. Safe- 
ty Products Dept., Bausch & 
Lomb, Inc., Rochester 2, N. Y. 
Write No. 22 on Information Card—Page 32 


Tough Die Steel Hardens 


At Low Temperatures 


A low temperature air-harden- 
ing die steel not only has free- 
machining qualities but combines 
many advantages of air-hardening 
grades with low hardening tem- 
perature of oil hardening grades. 
Hardening temperature is low 
enough that it may be heat treated 
without use of expensive fur- 
naces. Machinability is 40% bet- 
ter than conventional oil harden- 
ing steels, and metal is at least 
10% tougher. Crucible Steel Co. 
of America, Pittsburgh 22, Pa. 
Write No. 23 on Information Card—Page 32 
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Which of these “job-graded” 


Carboloy. cemented carbides is right 


for your operation? And why? 


What is your machining problem? Carboloy 
cemented carbides are job-graded for every dis- 
posable insert and carbide-cutting-tool application 
as a solution to your problem. Job-graded to help 
you choose the right carbide. Job-graded so you 
can count on optimum results from every Car- 
boloy tool or insert you use. And, with Carboloy 
carbides, you get the same consistent quality order 
after order after order! 


Carboloy inserts for steel-cutting grades 
are available PRE-HONED! 


Ready-to-use inserts honed to a precise radius in a 
complete line of job-graded carbides — that’s what 
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you get when you specify pre-honed Carboloy 
cemented carbide inserts.* Designed to reduce 
chipping, increase predictable tool life, withstand 
cutting pressures better, Carboloy pre-honed 
inserts offer savings in time and labor. 

Your Carboloy representative or Authorized 
Distributor is the man who can best fill you in on 
the job-graded carbide best suited to your machin- 
ing requirements. Contact him today ... or write: 
Metallurgical Products Department of General 
Electric Company, 11143 E. 8 Mile Road, Detroit 
32, Michigan. 

*Carbides in the 78 series are all pre-honed. Carbides in the 


300 series are available pre-honed, precision-ground, or 
utility ground. 


PURCHASING 





SERIES 
78 


CARBIDES 


78 SERIES 
GRADES 


Where machine capacity is limited, the 
low initial tool cost of 78 series carbides 
provides real economy in normal steel- 
cutting operations; offers optimum out- 
put-per-dollar. In this series, the im- 
proved 78B grade is best to use where 
carbides are being initially applied to 
steel-machining operations. All dispos- 
able carbide inserts in the 78 series 
come pre-honed to serve you better; 
save you time and labor. 


SERIES 


300 


CARBIDES 


300 SERIES 
GRADES 


Heavy-duty, heavy-feed steel-cutting 
applications? Then a carbide from the 
300 series is the one to choose. This is 
the Carboloy series designed to cover 
a wide range of steel-cutting operations 
— everything from precision finishing 
to heavy-duty roughing — all at a lower 
cost-per-piece for such a variety of 
jobs. Most inserts in the 300 series are 
available pre-honed, precision-ground, 
or utility ground. 


CARBOLOY. 


CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS *« MAGNETIC MATERIALS ¢ THERMISTORS © THYRITE® *« VACUUM-MELTED ALLOYS 
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ITS A 


rACT 


YOU CAN DO BETTER WITH 


TOGGLE CLAMP 
AVAILABILITY 


someone upstairs pushes 
inic button and you need 
e Clamps RIGHT NOW— 
prompt AVAILABILITY of 
ta-Co'’s stocking Distribu- 
rom coast-to-coast is your 
the-hole! When you 
fast service—you need 


FOR YOUR NEARBY DISTRIBUTOR 
CONSULT YOUR YELLOW PAGES! 


FOR MORE FACTS 


WRITE FOR 
CATALOG 


YOU CAN 
DEPEND ON DE-STA-CO 


DETROIT STAMPING COMPANY 


OLAND AVENVE ge 


T 32, MICHIGAN / 
svane 


For More Facts Write No. 208 
Information Card—Page 32 
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PVC Conduit Can Be Used 
Above and Under Ground 


Rigid plastic electrical conduit 
suitable for both above and under 
ground installations is available 
in various types. Light and heavy 
wall rigid polyvinyl chloride con- 
duit is produced in full range of 
trade sizes from ¥% in. through 6 
in., in 10 and 20 ft lengths, with 
complete line of assembly fittings. 
Material is non-burning, resists 
impact, and conforms to PVC 
industry specifications for cor- 
rosion resistance. Underground 
conduit designed for concrete en- 
casement is produced in sizes 
from 2 in. through 6 in. Direct 
burial type comes in sizes from 
1 in. through 4 in., in 10, 20, and 
30 ft lengths. Requires no main- 
tenance, will not absorb water, 
and is not affected by soil condi- 
tions. Solvent welding method 
provides high-strength joints. 
Wheatland Electric Products Co., 
500 Logan St., Carnegie, Pa. 

Write No. 24 on Information Card—Page 32 


Hopper Car Heater Melis 


Ice and Snow in Minutes 


An undercar electric radiant 
heater removes ice, snow and 
frozen residues from railway hop- 
per cars before loading in a mat- 
ter of minutes. Heaters, which 
are used in pairs, are placed be- 
tween the rails. Each unit has 
maximum capacity of 32 kilo- 
watts, 240 volts, 3-phase. Over- 
all dimensions are 44 in. long x 
22 in. wide. Sturdy weather-tight 
framework is made of corrosion- 
resistant, aluminized steel. Rad- 
cor, Inc., Bradner, Ohio. 
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ITS A 


FACT 


YOU CAN DO BETTER WITH 


STAMPING 
EXPERIENCE 


Pictured above is a section of our 
raw stock storage—ton upon ton of 
strips, coils and sheets in many gages 
that over 45 years of STAMPING 
EXPERIENCE has proved necessary 
to meet the widest possible customer 
demands! 


The same EXPERIENCE is evident 
in every section of our plant— 
EXPERIENCE that assures fast, sure 
delivery of the exact stamping you 
need, in any quantity and maximum 
quality. 


It will pay you to investigate! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


YOU CAN 
DEPEND ON DE:STA-C0 


sare scone 


For More Facts Write No. 208 
on Information Card—Page 32 
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Now! More 
Pan Am Clipper ; 
Cargo Flights 
every day, 
every week! 


Pan Am ups cargo capacity 
nearly 100% with more Jets, 
more Cargo-and-passenger 
planes...and more all-cargo 
planes than any other over- 
seas airline! 


It's the most convenient cargo sched- 
ule you'll find. With more flights! 
More Jets! Giant new DC-7F Clipper* 
Merchantmen, the world’s biggest 
and fastest all-cargo planes! More 
and more reasons why your product 
is always sure to get aboard faster, 
abroad faster by Pan Am — and today, 
more often than ever, at less than 
the total cost for surface transpor- 
tation! Want speed? Want space? 
And savings! Call your cargo agent, 
freight forwarder or Pan Am office 
today. Get your shipment aboard 
today — abroad tomorrow. 





Ask about special iow military rates to 
Europe and the Middle East and quantity 
discounts on shipments to the Pacific. 











*Trade Mark, Reg. U. 8. Pat. Off. 


See what you get— 
inbound and outbound! 


TUES. 


Transatlantic flights ---- 
Transpacific flights 
Latin American flights --- 


Roundthe-world flights - - 








THURS. 


Transatiantic flights 
Transpacific flights 
Latin American flights . - - 
Round-the-world flights . - 


y ransatlantic flights 
T. pirenspocitic flights 
A he im American flight 


ghts 


ic li 
Transatlantic ts 


Transpacific sete 








JET 
CLIPPER 


CARGO 


va the ‘ 
WORLDS Mosr EXPERIENCED AIRLINE 
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SEALING IN A MODERN, 
RELIABLE WAY 


Garlock GUARDIAN* Gaskets provide a 
safe, positive seal against high temper- 
atures and pressures of steam, oils, 
gases, liquids. Gasket density, intro- 
duced during manufacture, assures de- 
pendable sealing under varying service 
conditions. Used at temperatures to 
1050° F, pressures to 2500 psi. . . avail- 
able in round, oval, square, flat side, 
diamond, pear and other shapes in 
practically any size. Large regional 


EN Gi NEERE D warehouse stocks are maintained at 


Camden, Cleveland, Houston, San 


PRODUCT Ss Francisco. Catalog AD-104. 


for Plant Service Garlock LATTICE-BRAID* Packings are 
engineered for longer packing life. They 
employ a through-and-through braid- 
ing construction. Each strand passes 
diagonally through the packing at a 
45° angle. This makes a completely 
unified structure resulting in greater 
strength. Garlock LATTICE-BRAID 
will wear far beyond the limits of or- 
dinary packings. Applicable against 
water, steam, oil, gases and chemicals 
to 700° F. Catalog AD-131. 


Garlock High Temperature Gasketing is 
the natural choice for pipe, boiler, en- 
gine, compressor, and pump service 
where extreme (700° F) heat is in- 
volved. Construction assures excellent 
compressibility and resistance to heavy 


bolt loads without excessive plastic 
flow. Several types available for hot 
oils, steam, hot gases. Catalog AD-162. 


Garlock molded, extruded, die-cut, and 
metal bonded rubber parts are spe- 
cially built to resist high and low tem- 
peratures, sunlight, ozone, aging. Ex- 
hibit low compression set, low swell, 
excellent dielectric properties. Avail- 
able as pipe gaskets, “‘O”’ ring packings, 
seals, tubing, bushings. Catalog AD- 
167. 


GARLOC K 


_ For more information, contact the near- 

est of Garlock’s 26 sales offices and 
warehouses throughout the U.S. and 
Canada. Or, write for catalogs. Gar- 
lock Inc., Palmyra, New York. 


Canadian Div.: Garlock of Canada Ltd. 


Plastics Div.: United States Gasket 
Company 


Order from the Garlock 2,000 ... two 
thousand different styles of Packings, 
Gaskets, Seals, Molded and Extruded 
Rubber, Plastic Products 


“Registered Trademark 
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Molded, extruded rubber parts thstand temperatures from 
—70°F to +300°F 


inaffected by sunlight, ozone, aging. 


High temperature Gasketing is made of a 
specially bonded, long-fibre Canadi 
asbestos . . . excellent compressibility 
under heavy bolt load. 


RAGS 
nih 


KS 
wet 


GUARDIAN Gasket V-shaped metal plies 
have an automatic spring action that 
reacts to variations in compression, 
internal pressures, and temperature 
changes. Assure leak-proof seal under 
most severe conditions. 


LATTICE-BRAID Packing lasts far beyond the limits of 


other packings... once installed, rarely requires 
further gland adjustment. Gives maximum service 
life over a wide range of temperatures, pressures. 
Only Garlock ean give you LATTICE-BRAID. 








MAINTENANCE DOWN, PRODUCTION UP. 
Have both with G-E INDUSTRIAL TUBES! 


(Quality-built for performance you can count on! 


G-E 2D21 .. « Seven-pin miniature .l-amp 
thyratron. Employed in a broad range of 
control devices for sensing, counting, elec- 
tronic timing, etc. Also widely used in 
omputefs. 


G-E 5R4-GYA.... High-vacuum full-wave 
rectifier, with DC output up to 250 ma. 
Popular for industrial power supplies. Also 
found in many broadcast-station power- 
supply circuits. 


G-E 6AS7-GA . . . Low-mu, low-Rp duo- 
triode. Extensively employed as a series- 
regulator tube in regulated power supplies 
for industry and communications. 


G-E 502-A .. . Metal .l-amp thyratron. A 
popular replacement in older types of weld- 
ing and other industrial-control equipment. 


G-E 807 . . . Low-power transmitting beam 
»entode. Countless sockets for this well- 
nown tube in mobile, marine, and amateur 
ommunications! General Electric brings 

1 a modernized, more efficient 807. 


G-E 2050-A . . . New G-E octal-base .l-amp 
thyratron for welding control. Replaces 
widely-used Type 2050, with which it is 
electrically identical. A sturdier, more com- 
pact tube than its predecessor. 


G-E 6080 . . . Low-mu, low-Rp duo-triode, 

lectrically similar to the 6AS7-GA. Found 

many special industrial and military 
regulated power-supply circuits. 


A Typical of constant G-E 
design improvement is the 
brand-new 2050-A_ thyra- 
tron—30% shorter than the 
2050 it replaces, 18% less 
diameter, with modern but- 
ton-stem base construction. 
A rugged tube for tough 
welding-control service. 


Ait of these tubes—plus others for industrial and 
communications sockets—are built better by General 
Electric. Your nearby G-E tube distributor has them. 
Phone him! Distributor Sales, Electronic Components 
Division, General Electric Company, Owensboro, Ky. 


Progress ls Our Most Important Product 


GENERAL ELECTRIC 


331-205- 
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14-Day Time Switch 
Alternates Equipment 


Phe. 0 —_ 


A 14-day time switch which 
turns a motor on one week and 
off the next is designed specifical- 
ly to allow pumps, motors or 
other equipment to “rest” for a 
week rather than a day. It is ideal 
for installations where two sets 
of pumps or motors are intended 
to be worked on alternating 
schedule. Unit is_ single-pole 
double-throw time switch, the 
dial of which makes complete 
revolution in 14 days as compared 
with 24 hrs for standard time 
switch. Tork Time Controls, Inc., 
Mount Vernon, N. Y. 
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Taps for Tough Metals 
Cut Breakage 





Taps designed especially for 
use on materials that are difficult 
to machine feature efficient re- 
moval of chips and elimination 
of broken taps caused by clogged 
flutes. Taps will make smooth, 
accurate threads to the most ex- 
acting tolerance, even in deep 
holes interrupted by slots or key- 
ways. They are available in all 
regular sizes from No. 3 through 
14 in. Morse Twist Drill and Ma- 
chine Co., 163 Pleasant St., New 
Bedford, Mass. : 
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For More Facts About Ad 
on Facing Page Write in No. 212> 


PuRCHASING 





(> BEGINNER = » 
MAKES . 
wi 5 


Much of the savings made possible with Acme 
Steel framing, strapping and stitching products re- 
sults from the ability of even a beginner to master 
the job right from the start. Here’s how... 























| i 


ERECTS racks and structures 
just using a wrench 


cret behind this fastening ease is not the  fectly every time. You name it, AIM Brand will 
’s the material—AIM Brand Slotted Angle. frame it—storage racks of all kinds, platforms, stair- 
purpose steel framing is simply snipped to ways and mountings... conveyors, cages, tables and 

th a cutter and bolted together. Anyone can carts. . . even packaging. AIM Brand Slotted Angle 
er it in minutes—over half the work is already __ is available nationally. Ask your local distributor for 
No sawing, drilling or welding ...no figuring _ full facts. And also get details on new AIM Brand 
fussing to make pieces fit. AIM Brand’s exclu- Rack—the first and only heavy duty storage struc- 
ittern of precision slots and holes aligns per- _ ture that refuses to be pulled, bulled or jarred apart! 


Ged FRAMING Glu 





STRAPS containers as fast 
as production fills them 


It’s no trick for even inexperienced hands to keep 
pace with production right from the start—with 
Acme Steel strapping methods. They include indus- 
try’s broadest and easiest to use line of automatic and 
manually operated steel strapping equipment to ease 
and speed closing, tying, unitizing, bundling, baling, 
bracing and reinforcing any size or shape package or 
product. Your local Acme Idea Man can be particu- 


ACME STEEL COMPANY - 13515 Perry Avenue - Chicago 27, Illinois 


larly helpful in coordinating your packaging system 
with your production for smoother flow, greater vol- 
ume. He works with firms in every type business. 
Have him show you actual case studies which illus- 
trate in detail how major companies in your field use 
Acme Steel Strapping—not only to increase pack- 
aging productivity, but to achieve a new high in 
shipping security. 


ACME 
STEEL 


IDEA LEADER IN 


STRAPPING 





hep FASTENS boxes or products 

, | at split-second speed 

»w come a beginner can achieve consistently high Full facts on the many money-saving advantages of 
put in closing boxes or assembling products this modern-day method are as close as your nearby 
with Acme Steel Wire Stitching? Simple. Acme Steel Acme Idea Man. He will explain in detail how Acme 
Wire Stitching Machines do all the work—automat- Steel Wire Stitching can help you produce better 
ically measure exact amounts of wire from a con- _ packaging, better products, better literature binding 
tinuous coil... cut it . . . form it into proper size faster at lower cost—with methods perfected and 


staples .. . drive them quick as a wink. Thousands _ proved by the world’s only manufacturer of com- 
»f units can be stitched without a pause for reloading. _ plete lines of stitching machines and wire. 


IDEA LEADER IN 
, ACME STEEL COMPANY - 13515 Perry Avenue - Chicago 27, Illinois ST i T C 4 i N G 


Hi 





chasing man in history... -scorc#" sRAND TAPES 
h' <P 


ERS ME- 1 THINK 
WE SHOULD THROW DON'T FEEL SORRY FOR 
HIM! IF HE WANTS TO 
THROW A WHOLE $2422 
AWAY, IT'S BECAUSE HE'S 
GOT IT TO THROW! 


s 
a 





Se SS C5352: J ALWAYS THOUGHT 

as SF : SOME KIND OF TOTEM 

‘ibe ~~ POLE WITH A LIGHT ON 

IT WOULD LOOK GOOD 

ON THAT LITTLE 
ISLAND! 
ARE WORTH MORE THAN 

THE WHOLE SWAMP WE 
A CAVE WORTH LIVING CALLS CENTRAL PARK ! 


ZF 
Pa 


PETER MINUIT BUYS THE 
ISLAND OF MANHATTAN 


WA te Wi 
FROM THE INDIANS 1626 ao. | Com 


tie Aen wf ten ol! -_a.. .— —_—_ =o ee 


Meanwhile back at the branch 


You'll keep people away from your scalp if you always specify 
“SCOTCH” Brand Pressure Sensitive Tapes. E 
The reason is clear—3M's dependability for consistently good When tape costs so /ittle, why take less than 
tape performance. A dependability resulting from a policy of high = mn a 
manufacturing standards and strict quality control. And because COTCH BRAN bp 
“SCOTCH” Brand is America’s number one tape, it turns over 
fast ’ | " - . 
ono Aly youre always assured of a “fresh” stock from your Pressure Sensitive Tapes 
Make sure you get the best in tape... specify “SCOTCH” 
Brand every time. For complete information on the many kinds and SR MT AEST «RE 
uses, contact your nearest distributor or write: 3M Co., 900 Bush sibeav'as cone Sinaia ae rond ok. Geneon 
Ave., St. Paul 6, Minn., Dept. |AM-110. 


A 
f\ 


Mitenesora Minne AWD Mianuracrurine COMPANY 


-++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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SAVE 
TIME 
on the 
LINE. 34 
T AND LOCK WASHER 


If fast, efficient, economical product assembly 

is vital to your profit picture ... KEPS are your answer! 
Nut and washer are applied in one simple operation. 
Torsion-tightening points on washer provide vise-like grip. 
When your fastener requirements call for standard or 
special-purpose bolts, screws or nuts... call for 
National Lock. Our extensive facilities assure uniform 
quality . . . on-time delivery. Write us. 

KEPS, registered trademark of Illinois Tool Works 


NATIONAL LOCK 


FASTENER DIVISION ° NATIONAL LOCK COMPANY * ROCKFORD, ILLINOIS 


CATCHES ¢* PLASTICS + LOCKS «+ APPLIANCE HARDWARE «* FASTENERS +¢ ALL FROM ONE SOURCE 
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Precision Tester Gages 
Coating Thickness 


An instrument for gaging coat- 
ings on iron and steel provides a 
non-destructive means of measur- 
ing thicknesses of organic and 
non-magnetic metal coatings, in- 
cluding phosphate, with the ac- 
curacy of the microscopic method. 
Compact, portable unit measures 
5% x 8% x 5 in. and can be uti- 
lized wherever a 110 volt a-c out- 
let is available. Two-pole probe 
which works on principle of mag- 
netic amplifier measures thickness 
of coating when applied to sur- 
face. Probes are available with 
distances between poles of 5/32, 
%, % and 1 in. for measuring 
thicknesses up to % in. Twin City 
Testing Corp., 533 S. Niagara St., 
Tonawanda, N. Y. 
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Direct-Reading Dial Gage 
Measures Inside Diameter 


Direct-reading, caliper - type 
dial-indicator gages for measuring 
the inside diameter of bores and 

(Please turn to page 112) 
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There’s a BIG difference in floor absorbents 


MAKE THIS DISCOVERY! 


RIGHT IN YOUR OWN OFFICE you can test the difference of 
Eagle-Picher Industrial Floor-Dry with whatever oil absor- 
bent you’re now using. You'll discover it actually absorbs 
as much as 100% or more liquid per pound than other floor 
drying materials. 


YOU'LL ALSO PROVE that Eagle-Picher Floor-Dry retains 
its skid-proof granular mineral form even when saturated. 
It doesn’t mud or pack. Light in weight, it spreads easier 
and covers a larger area. Non-combustible, it has no chem- 
ical reaction. And possessing unusual reflective power, Floor- 
Dry makes working conditions bright and pleasant, as well 
as safe! 


Since 1843 3 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Companv 
Dept. P-1121, Cincinnati 1, Ohio. 
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@@EIM& B-52G triple-threat nuclear bomber — a 
eapon in the current SAC deterrent force—recently 
vo big missiles over the North Pole on a 10,800- 
stop flight. The flight was another example of a suc- 
effort by the SAC-industry team to provide constant 

t and maintenance of the Strategic Air Command's 
k’' fleet of heavy and medium jet bombers. Designed 
y as a platform bomber, the B-52G can now carry, in 
to its bomb load, two North American “Hound Dog”’ 
missiles capable of tracking down targets hundreds 
from their launching point. This makes it possible 
g ship to strike at three entirely separate targets in 
The B-52G transports a gross weight of nearly half 
pounds, and Alcoa® Extrusions help carry the load. 
ncluded in the main wing section are 75-ft extruded 

6 Alcoa Aluminum alloy panels which make possible 

storage in nearly the whole in-spar area (out to the ex- 


ternal underwing fuel tanks). The external fuel tanks provide 
still additional range. 

By shaving some 10,000 Ib from the previous model, the 
B-52G range is increased by about 6 per cent... a weight 
saving accomplished mainly by a redesign of the wing struc- 
ture. Boeing engineers greatly increased interior fuel storage, 
replaced fuel bags with an integral wing configuration. 

Alcoa Extrusions—in widths up to 3514 in.—are actually 
extruded for the B-52G in the “‘V”’ shape (pictured at right) on 
one of Alcoa’s 14,000-ton extrusion presses. They are then 
cold rolled into the flattened cross section. The part is sent 
to Goodyear Aircraft Corporation, Litchfield Park, Ariz., for 
machining and assembling into a portion of the center wing 
section. Goodyear, in turn, ships the completed unit to Boeing 
Airplane Company, Wichita, Kan., for installation in the air- 
plane. Extensive machining, riveting and assembly operations 
are eliminated by the use of these large extrusions—and the 
required strength is obtained with less weight than would be 
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necessary if the wide section were built up from smaller pieces. 

Mammoth presses are only a part of the story. Complex 
auxiliary equipment, including a 120-ft-long stretcher (with 
3,000,000-Ib pulling force), roll straighteners and detwisters, 
enables Alcoa to extrude shapes that put the metal where it 
is wanted! With this extrusion equipment, Alcoa can produce 
closed-end containers up to 44 in. in diameter, stepped or 
other type extrusions up to 2,500 Ib total weight, extrusions 


Alcoa puts the metal where you want it 
—in extrusions, castings, forgings, screw 
machine parts and impacts 


up to 39 in. in width, tubing of uniform or variable wall up to 
191% in. inside diameter. In addition to aircraft and other 
defense applications, large shapes extruded by Alcoa find 
uses in the electrical industry, pipelines, truck, bus, trailer, 
ship and architectural construction. 

For more information, write Aluminum Company of America, 
906-Y Alcoa Bidg., Pittsburgh 19, Pa. World-wide sales through 
Aicoa International, Inc., 230 Park Avenue, New York 17, N.Y. 


Waicoa atuminum 





ALUMINUM COMPANY OF AMERICA 
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CHECK WITH GChandier 
FOR PRECISION FASTENERS 


Precise chemical, metallurgical and dimensional con- 
trols embodied in every Chandler fastener are your 
assurance of high quality fasteners to meet critical 
performance requirements. Chandler employs ad- 
vanced production techniques . . . tests for tensile, 
yield, creep and stress rupture to meet military and 
industrial standards . . . produces the finest cold- 
headed cap screws and bolts from high carbon, alloy, 
super alloy and stainless steels economically, efficiently 
and on-schedule! 


Check with Chandler today 
or write for Chandler catalog. , 


oon 8 OE ee 
chandier 


products corporation 


1489 Chardon Road « Cleveland 17, Ohio 
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(Continued from page 109) 


housings, retaining ring grooves, 
O-ring grooves and other internal 
recesses come in four sizes, to 
accommodate diameters ranging 
from .40 in. to 3 in. They are cali- 
brated in graduations of .001 or 
.0025 in., depending on size, and 
have a reach of 2% in. Unlike 
zero-setting type gages which must. 
be adjusted for each piece to be 
measured, these gages provide di- 
rect reading on indicator dial. 
They have replaceable needle- 
type contact points, shock-proof 
jeweled movement and unbreak- 
able crystal. Truare Retaining 
Rings Div., Waldes Kohinoor, 
Inc., 47-16 Austel P1., Long Island 
City 1, N. Y. 
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Polyvinyl Chloride 
Valve Fights Corrosion 


A relief valve with a polyvinyl 
chloride body exhibits excellent 
resistance to corrosive attack by 
acids, alkalis, salt solution, alco- 
hol, and many other chemicals. 
Produced in sizes to 2 in., valve 
can be used at temperatures to 
approximately 160 F and adjust- 
able pressures uv to 120 psi. Re- 
duced pressure ranges are 5-15, 
10-80 and 50-120 psi. Spring-load- 
ed, diaphragm-actuated, single 
seat relief valve modulates in 
response to upstream pressure. At 
the set pressure the valve re- 
mains closed and ovens only when 
upstream pressure increases over 
set pressure. Atlas Valve Co., 280 
South St., Newark, N. J. 
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Order bearing bronze in any lengths 


up to 105”, diameters up to 9” 


ASARCON 773 (SAE 660) 
CONTINUOUS—CAST BRONZE 


Asarcon 773 can cut your replacement bearing costs many 
ways. Buying only the lengths you need means no short-end 
scrap. Your choice of diameters up to 9” reduces diameter 
loss—only 1/32” to 3/32” to machine off. Every Asarcon bar 
is unconditionally guaranteed to be free of blow holes, pits, or 
sand inclusions. No shrinks; no hard or soft spots. Better, 
more uniform properties. Order Asarcon 773 from stock in 
260 sizes, solids, and tubes, from a national network of dis- 
tributors. Write for address of nearest stock point, and com- 
plete data, to Continuous-Cast Department, American Smelting 
and Refining Company, Barber, N. J. or Whiting, Ind. 


ANYVdWODS ONINISZSY ONY ONILIBWS NVOIUIWY 


UOUS CAST DEPARTMENT 


West Coast Distributor: Kingwell Bros., Ltd., 457 Minna Street, San Francisco, Calif. In Canada: 
Federated Metals Canada, Ltd., Toronto and Montreal. Distributors in many principal cities. 





Select the right diamond for your grinding wheels... 


Helpful Specification Data 
About New Natural Diamonds 


Value Analysis—A key word among knowledgeable professional 
purchasing men—has a new and special significance when decisions 
to purchase diamond wheels are under consideration. 


\ New Significance because the recent intro- 
‘ion of specially developed natural diamond 
; possessing unique qualities particularly 
to specific grinding conditions and appli- 
s means greatly increased production for 
same dollar spent on a diamond wheel. 


\nd Special Significance because even though 
irchaser of diamond wheels or tools may 


the new diamond grits 


never buy even a single carat of diamond 
directly, he should know which of the specially 
developed new natural diamond grits is most 
suitable for the wheels he intends to purchase. 
And, he will want to know whether that par- 
ticular diamond grit, or another, is best suited 
to the product or process for which the wheels 
he purchases will be used. 


From Engelhard Hanovia, Inc., the largest U.S. 


source of natural industrial diamonds, four dis- 


tinctly different types of diamond grit are now avail- 


able to diamond grinding wheel manufacturers. 


PURCHASING 





The First is conventional grit which may be 
obtained in 15 different mesh sizes ranging 
from 16/20 to 325/400. This is the natural 
diamond grit with which wheel manufacturers 
and users have long been familiar. 


The Second is a new grit developed especially 
for resinoid bond grinding wheels for maximum 
efficiency on carbide grinding. Called SND-RB 
(Needle), this new grit consists mainly of needle 
and plate shaped particles (the designation SND 
means Selected Natural Diamonds). Selection 
of these shapes for carbide grinding with resin- 
oid bond wheels is advantageous because these 
predominantly elongated diamond particles pos- 
sess more sharp cutting edges per carat. Their 
shape provides better bond holding character- 
istics and superior friability. As their edges be- 
come dulled from wear, they break off and con- 
tinually present new sharp edges while the bulk 
of the grit is retained in the bond where it con- 
tinues its abrasive action. SND-RB (Needle) is 
available in three sizes: Coarse, 80/120 mesh; 
Medium, 120/200 mesh; and Fine, 200/325 
mesh. 


The Third—This predominantly needle-shape 
grit is also available as a specially processed 


the supplier’s role 


Diamond Wheel manufacturers and distributors 
can furnish even more specific details regarding 
the variety of new natural diamond grits now 
available to value-conscious diamond wheel 
users. 


technical information service 


Engelhard Hanovia, Inc. provides a new and 
complete technical information service. Our 
Technical Publications will be sent you with- 
out obligation. Simply send us your name, 
title and company address. 


(treated) grit which has been subjected to heat 
treatment in an inert atmosphere to increase 
even further its friability for cooler, faster car- 
bide grinding and for extra-fine finish require- 
ments utilizing resin bond wheels. 


The Fourth is another entirely new natural grit 
developed especially for metal bond grinding 
wheels. This new diamond abrasive is called 
SND-MB (Blocky). It consists of diamond par- 
ticles specially selected because of their blocky 
shapes. For metal bond grinding wheels used in 
cement, glass, and ceramics, electrolytic grind- 
ing and other applications where breakdown 
(friability) of the diamond is not as important 
a factor as long life and retention under extreme 
pressure, this new diamond grit cannot be 
surpassed. 


SND-MB (Blocky) is grit composed of specially 
selected blocky shaped particles which have 
been subjected to a prefracturing process. This 
process assures that each diamond grit is capa- 
ble of withstanding maximum stress and strain 
without fracturing from unsuspected cracks or 
structural flaws when subjected to heavy work 
pressures applied to metal bond wheels. 


Evaluation Studies of diamond grinding wheels 
should include these new value potentials. Call 
your diamond wheel manufacturer or distribu- 
tor today; the benefits from this new family of 
Selected Natural Diamonds can be yours now. 


diamond experience 


A staff of technical men with natural diamond 
experience and backgrounds are ready to con- 
sult with you on any diamond problem. These 
trained engineers are located in field offices in 
major U.S. metalworking centers. 


ENGELHARD HANOVIA, INC. 


INDUSTRIAL DIAMOND DIVISION 


113 ASTOR STREET * NEWARK 2, NEW JERSEY 
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CAN IMPROVE YOUR 
PRODUCT... 


SIX GREAT 


~MACLEAN-FOGG 


LOCK NUTS 


MF UNI-TORQUE 


A free starter with lock at the top. 
Withstands severe vibrations. 
Cuts assembly time. 





MF TWO-WAY 


The Lock’s in the center of nut. 
Can be applied from either end. 
Permits bolt end to be flush with, 
or below, top of nut. 





MF OPEN END 
CAP NUT 


Has two-way center-of-nut lock. 


Used on furniture, appliances, 
toys, lawn mowers, tools, etc. 





MF UNI-TORQUE 
FLANGE NUT 





Combination lock nut and washer. 
Use on oversized holes; where 
extra bearing surface is needed. 





MF “WHIZ-LOCK" 


FLANGE NUT 


MF PILOT TYPE 
WELD NUT 


© MACLEAN-rocc 


'Maclean-Fogg Lock Nu 
Pee 5535 Ne 


This one spins on. Serrations take 
a firm grip on work. Break loose 
torque higher than seated torque. 





You can have it with or without 
lock. Simplifies assemblies by 
means of self-locating pilot. 
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Relay Compensates for 
Both Heat and Cold 


A compact overload relay com- 
pensates automatically for both 
heat and cold, operating on the 
same time curve at all tempera- 
tures from minus 20 F to 165 F. 
Smaller in size than any compar- 
able unit, relay uses standard 
heaters and works equally well 
with either quick-trip or regular 
type. In Nema sizes 0 through 
5, relay is supplied in ratings 
from 25 to 300 amps, continuous 
current. Arrow-Hart & Hegeman 
Electric Co., Ind., Control Div., 
103 Hawthorn St., Hartford 6, 
Conn. 
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Magnetic Switch Gives 
Reliable Performance 


- 


A magnet operated limit switch 
is intended for use in applications 
of a highly repetitive nature 
where long life and high reli- 
ability are important. Switch is 
designed for operation without 
psysical contact of levers, rods 
or shafts, with magnet controlling 
the opening and closing of switch. 
Applications include skip hoists, 
mining elevators, conveyors (par- 
ticularly overhead conveyors) 
and the like. Magnets may be in- 
stalled on any portion of the 
equipment to be controlled. Gen- 
eral Electric Co., Schenectady 5, 
N. Y. 
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An example of Avisco Rayons in Industry 


What a world of difference Avisco rayon 
makes in specialty papers 


Rayon fibers work wonders in specialty papers. For 
these reasons: 

Avisco rayon is immaculately clean, white and absorbent. 
American Viscose offers a wide range of micron diame- 
ters and fiber lengths to control, respectively, porosity 
and tear strength. Bright fibers add luster; dull fibers 
lend opacity. 

The saturating paper people use rayon in their surface 
sheets for better transparency, cleanliness and freedom 
from contamination. Food packagers choose Avisco rayon 
because it is clean and taste-free. Makers of filtration 
papers welcome the precision porosity possible through 
close control of micron diameters. 

Whatever your product problem, AVC research and 
development services are ready to help. Write today. 


Sy bot tnr, sekieiaeetinhiabeiaieel 53) sox. ul 


QUICK REPLY COUPON 4-9 


Industrial Merchandising Division 

American Viscose Corporation 

350 Fifth Avenue, New York 1, N.Y. 

Please contact me about Avisco Rayons for use in the 
following application: 





Name 





Company 





Address 











ee 


AVISCO BRAYON 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N. Y. 
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Window mechanism by Tilt-O- 
Pane Distributing Corporation, 
Pittsburgh, Pennsylvania 


rw OSS 


7 


Saved: 80% in raw materials alone! 


We changed the design. . . a little. But, 
the big change was how to make this 
special T-head bolt for Tilt-O-Pane, 
the window with the hidden hinge. 


Previously machined from solid bar stock, 
80% of the bar became chips... scrap 
on the machine shop floor . . . and the 
shank and head often parted company 
during installation. 


Screw and Bolt design engineers were 
able to “‘impact-form”’ this special bolt 
for Tilt-O-Pane from less expensive 
wire stock. (other bolt makers said it 
couldn’t be done) 


Result: 
e substantial cost reduction effected 
¢ raw material loss eliminated 
e strength problem totally corrected 
¢ window hinge reliability consider- 
ably improved 
e product assembly simplified 
and Screw and Bolt’s imagineering cost 
nothing! 


Imagination, coupled with engineering, 
can do the same for you. If you don’t 
know where you can use Screw and 
Bolt’s imagineering, it’s already costing 
you money! 


ee 


VMA 7619 


SCREW AND BOLT CORPORATION <5 J OF AMERICA 


SES YE @ hie ee Om OY i Gal an Ol OO eS ee 


P. O. Box 1708 ° 


Pittsburgh 30, Pennsylvania 


DIVISIONS: Pittsburgh e Gary e Southington Hardware « American Equipment 


a, - 2 a, 2 ae 


For More Facts Write No. 222 on Information Card—Page 32 


PURCHASING 











Why metals corrode...and how you can prevent it 


The basic cause of corrosion is the 
instability of metals in their refined 
state. Metals tend to revert to their 
natural states through the processes 
of corrosion. For example, when you 
analyze rust, you will find it is iron 
oxide. When you analyze natural iron 

“ore, you find it, too, is iron oxide. Six 
forms of corrosion which can attack 
the equipment you design are: 


1. General tarnishing or rusting with 
occasional perforations in highly af- 
fected areas. 


2. Highly localized attack by pitting. 


3. Cracking induced by a combination 
of stress and corrosion. 


4. Corrosion confined to crevices, under 
gaskets, or washers, or in sockets. 


5. Corrosion of one of an alloy’s con- 
stituents leaving a weak residue. 


6. Corrosion near the junction of two 
different metals. 


In all of the six forms of corrosion 
mentioned above, corrosion has the 
same basic mechanism. It’s similar 
to the electrochemical action in a dry 
cell. 


The electrolyte in the dry cell cor- 
responds to the corrosive media, 
which may be anything from the 
moisture in the air to the strongest 
alkali or acid. 


The plates of the battery correspond 
to the metal involved in corrosion. 


A potential difference between 
these metals or different areas on the 
same metal causes electricity to flow 
between them through the electro- 
lyte and a metallic bridge or contact 
that completes the circuit. 


At the anode, a destructive altera- 
tion or eating away of metal occurs 
when the positively charged atoms 
of metal detach from the solid sur- 
face and enter the solution as ions. 


The corresponding negative 
charges, in the form of electrons, 
travel through the metal, through 
the metallic bridge, to the cathode. 


Briefly then, for corrosion to occur, 
there must first be a difference in 
potential between the metals or areas 
on the same piece of metal so that 
electricity will flow between them. 
Next, a release of electrons at the 
anode and a formation of metal ions 
through disintegration of metal at 
the anode. At the cathode, there must 
be a simultaneous acceptance of elec- 
trons. Action at the anode cannot go 
on alone, nor can action at the cathode. 
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CONTROLLING CORROSION 
When corrosion occurs because of 
the differences in electrical potential 
of dissimilar metals, it is known as 
galvanic action. Differences in poten- 
tial from point to point on a single 
metal surface causes corrosion known 
as local action. 


When you plan against galvanic 
corrosion it is essential to know 
which metal in the couple will suffer 
accelerated corrosion ... will act as 
the anode in the corrosion reaction. 


The galvanic series table shown 
below can supply this information. 
In any couple, the metal near the top 
of this series will be the anode and 
suffer accelerated corrosion in a gal- 
vanic couple. The one nearer the bot- 
tom will be the cathode and remain 
free from attack or may corrode at a 
much slower rate. 





GALVANIC SERIES TABLE 
Magnesium 
Magnesium alloys 
. 

Zinc 
. 

Aluminum 25 
Cadmium 
Aluminum 17ST 
Steel or Iron, Cast Iron 
Chromium-iron (active) 
Ni-Resist 
. 


18-8 -Stainless (active) 
18-8-3 Stainiess (active) 


Lead-tin solders 
Lead, Tin 


Nickel (active) 
Inconel* (active) 
. 


Brasses, Copper, Bronzes 
Copper-nickel alloys, Monel* 


° 
Silver solder 


> 
Nickel (passive) 
Inconel (passive) 
. 


Chromium-iron (passive) 
18-8 Stainless (passive) 
18-8-3 Stainless (passive) 
> 
Silver 


. 
Graphite, Gold, Platinum 











HOW TO USE THE CHART 


Notice how the metals are grouped 
in the galvanic series table. Any 
metal in one group can be safely used 
with any other metal in the same 
group. However, when you start mix- 
ing metals from different groups, 
you may run into serious galvanic 
corrosion of the metal higher on the 
list. And the further apart these 
metals are listed, the worse this cor- 
rosion may be. 





But, if you have to mix metals, pay 
particular attention to the electrical 
contact between them. Eliminate any 
metallic bridges or contacts of metal 
to metal that will permit the flow of 
electrons through them. You can do 
this by separating the metals physi- 
cally, or by using insulation or pro- 
tective coatings. Another factor is 
the relative areas of the metals in 
contact with each other. Parts hav- 
ing the smaller area should be of a 
metal with a lower listing on the 
galvanic series table than the metal 
used for the larger area. 


When you plan against local action, 
remember that the corrosion process 
is galvanic: Electrons move from one 
point in the metal to another. One of 
the easiest ways to prevent local ac- 
tion is to use a metal with little or 
no impurity. When alloys are in- 
volved, make sure the constituents 
are closely listed in the galvanic 
series table. Local action may also 
be stopped by the use of protective 
coatings, which shield the metal from 
the corrosive media. Environment 
must also be considered, for its na- 
ture may be an important factor in 
either promoting or restricting cor- 
rosion. — 


TECHNICAL ASSISTANCE 

As you can see, many factors are in- 
volved in both local and galvanic 
action. That’s why it’s best to bring 
your metal problem to Inco’s Corro- 
sion Engineering Service. Available 
data will be furnished wherever pos- 
sible . . . tests will be made where 
needed. Inco’s Corrosion Engineer- 
ing Service will be glad to apply 
principles of corrosion control to 
your specific problem. 


LITERATURE 


The publications listed below will 
provide more detailed information 
on how you can combat corrosion by 
using nickel-containing metals. 
Publication 
Number Name 
A232 .. . Corrosion Problems in Nuclear 
Reactor Power Stations 
. Factors of Importance in the 
Atmospheric Corrosion Testing of 
Low-Alloy Steels 
A62....A Theory of the Mechanism of 
Rusting of Low-Alloy Steel in the 
Atmosphere 
A137. . . Corrosion by Some Organic Acids 
and Related Compounds 
A144... Some Observations of the Potentials 
of Stainless Steels in Flowing 
Sea Water 
A complete list of the 187 Inco pub- 
lications and technical bulletins on 
nickel-containing metals can be ob- 
tained by writing for “List A”, to: 


*Registered trademark 


The INTERNATIONAL NICKEL COMPANY, Inc. 
67 Wall Street sik, New York5, N.Y. 
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No. 208-6PC Long Nose 
Shear Cutting Plier 
Patent No. 2,848,724 


JUST THE PLIER FOR 
ELECTRONIC USE 


‘~~ 





Pin keeps jaws 
aligned. 





Steel jaws hold 
clipped end tight. 





VA 
KL 
L~/ 0 ex 
=z Mr 
Ai 


SY 
ud 
“ USA 





Coil spring keeps 
jaws open. 











plier specially designed for 
use. It will fit into confined 

| steel jaws hold clipped end 
ed wire firmly... nothing to 


ir blade is at an angle of 15 
the standard angle of regu- 
ial pliers). Shear principle 
mooth, continuous action 
ip, preventing shock which 
:mage transistors or delicate 
1ents. For use with bare wire 
gauge. 
e your electronic supply house or 
WRITE FOR CATALOG 103-A 


Foreign Distributor: International 
Standerd Electric Corp., New York. 


Mathias EIN &Sons @ 
Sm YN : 
7200 MCCORMICK ROAD + CHICAGO 45 ILLINOIS nae 
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Parts Handling System 
Fits Any Machine 


A completely automatic parts 
handling system designed for 
high sveed manufacturing, assem- 
bling, counting, packaging, etc., 
can be adapted to any machine. 
Vibratory parts feeder orients 
parts into required position and 
feeds them into chute for delivery 
to use point. Vibrating storage- 
supply hopper supplies feeder 
bowl] on demand set by bow] level 
limit switch. 

Parts feeder has rate of up to 
90 ft. per minute. Standard sizes 
are 5, 8, 12, 18, 24, 30 and 36 in. 
diameters with either clockwise 
or counter-clock-wise feed direc- 
tion. Standard sizes in hopper are 
1, 2, 3, 4, 7 and 10 cu ft capaci- 
ties, with other sizes on request. 
General Automation, 2315 W. 
Magnolia Blvd., Burbank, Calif. 
Write No. 33 on Information Card—Page 32 


Blast Cleaning Abrasive 
Fits Medium-Duty Jobs 


A newly developed blast clean- 
ing abrasive occupies a position 
between present malleable abra- 
sives and steel, both from the 
standpoint of performance and 
initial cost. It is reported to last 
up to 24% times longer than mal- 
leable abrasives although not as 
long as premium grade steel shot. 
Speed of cleaning is faster than 
lower hardness malleables, the 
same as the harder malleable 
abrasives, but less than steel of 
higher hardness. Pangborn Corp., 
Hagerstown, Md. 
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PUT YOUR FINGER 
ON A LEADER 


PQ offers the widest selection of 
silicate products—over 30 solu- 
tions ranging in %Na20:%SiOe2 
from 1:3.75 to 1:1.60 and 25 
powders and solids, %Na20: %SiO2 
from 1:3.22 to 2:1.0. 


Convenient availability coast to 
coast from plants located in Ander- 
son, Ind.; Baltimore, Md.; Buffalo, 
N.Y.; Chester, Pa.; Jeffersonville, 
Ind.; Kansas City, Kan.; Rahway, 
N.J.; St. Louis, Mo.; Utica, Ill. 
and from associate companies: 
Philadelphia Quartz Company of 
California—Plants located in 
Berkeley and Los Angeles, Calif.; 
Tacoma, Wash. National Silicates 
Limited, with plants located in 
Toronto and Valleyfield, Canada. 


All these are yours, plus the bene- 
fit of a century’s experience in 
silicate manufacture and use. 


When it’s silicate service you need, 
contact PQ. 


PHILADELPHIA QUARTZ COMPANY 
1033 Public Ledger Bidg., Philadelphia 6, Pa. 


TRADEMARKS REG. U.S. PAT. OFF. 





Wy PO SOLUBLE SILICATES 


DISTRIBUTORS’ STOCKS IN 
OVER SIXTY-FIVE CITIES 
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Traffic Managers 
tell us: 


Financial 
Responsibility 


is essential in 
selecting a carrier 











Our steady growth reflects the 
confidence our customers have in DC 


D-C has been serving its customers for you're dealing with a financially-sound car- 
almost 30 years... for the past 12 as the rier... that your shipment, large or small, 
only coast-to-coast carrier. Our growth, will get the care it deserves, backed by our 
year after year, reflects their confidence in full resources of men, equipment and facili- 
us. It means that you, too, can specify ties and the know-how that comes from 
D-C with the complete assurance that long years of experience. 


For the fastest and finest in truck service nationwide 
.-- always ship D-C, the Dependable Carrier! 


ENVER CHICAGO TRUCKING CO., INC. 


the ONLY direct coast-to-coast carrier! 
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WIRE 


PUTS THE 


IQ —  f ~~" AVA 
‘TPORM” 


IN PERFORMANCE 


bility that permits difficult twists and bends ... sustained fast pro- 
1 in coil after coil... smooth tight coatings that do not powder, 

r peel to jam machines. Such wire calls for consistent, uniform 
You can get it at Continental, in sizes and finishes to meet most 
fications—from %." on down to 40 gauge, in various tempers and 
s, in low and medium low carbon steels. Special shapes, too. 
vot let our mill technicians work with you co” any problems you may 
ertaining to wire fabrication. We may have the answer to a partic- 
eed. Write today for your FREE copy of our new wire manual. 


Wire Specialists for over half a century 


CONTINENTAL STEEL 


ORPORATION KOKOMO, INDIANA 
PRODUCERS 0 
Flame Sealed Copnerec 


Wire Remforcing and 
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Get the Most Out 
of Your Scrap 
(Continued from page 89) 


designated, shall consist of the 
weight governing the minimum 
carload weight at the lowest car- 
load rate of freight in the terri- 
tory in which the seller is located. 
if the designation of material re- 
quires a greater carload minimum 
weight, the buyer must so specify. 

A ton shall be understood to be 
two thousand pounds unless 
otherwise specified. 

Where there is a difference be- 
tween the buyer and seller con- 
cerning weights, a public weigher 
is employed. The party most in 
error must pay the cost of han- 
dling and reweighing. 

5. Rejections—Scrap that can 
be sorted by hand may not be re- 
jected in its entirety if the per- 
centage of rejection does not ex- 
ceed ten per cent. The disposition 
of rejected material is arranged 
by negotiations. 

A properly administered scrap 
program can generate tremendous 
benefits to a concern. They may 
be classified as follows: 

1. Source of Revenue—Sub- 
stantial revenues are regularly 
derived from the sale of scrap. 

2. Facilitate Production—The 
removal and disposal of scrap 
leaves the production area avail- 
able for productive work. 

3. Reclaimed in kind—The 
salvage of all materials that can 
be reclaimed in kind is insured 
by using adequate facilities for 
the sorting of scrap. Repair of 
such items puts them back in 
good condition after damage. 

4. Reclaimed for use in some 
other form—lIn this category, use- 
ful materials are obtained from 
waste products. Reclaimed mate- 
rial is reworked and used for 
purposes other than those of its 
original state. 

5. Lower Cost Operations— 
Significant savings are effected 
through reduction in purchases 
of essential items which are 
literally “found” by way of re- 
clamation. The high cost of new 
materials and supplies point up 
the value of such findings. 

6. Unforeseen revenues—Addi- 
tional income is raised by efficient 
practices in administering the 

(Please turn to page 126) 
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HIGH SPEED PRODUCTION 
requires drills of highest quality 


CLE-FORGE High Speed Drills produce more 

holes per grind... . faster. . . and at lower cost. 

They do this consistently, on job after job, because of 
the QUALITY which is built into them. From the 
selection of the proper steel, through each 
manufacturing operation and many inspections, no 
effort is spared to make them the finest and most 
economical drills you can buy. 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
for CLEVELAND <> Quality Toc nae 


TWIST DRILL co. One of many heat treating furnaces, where time 


and temperature are precision controlled to assure 
P.O. Box 6656 . 1242 East 49th Street - Cleveland 1, Ohio highest quality in CLE-FORGE High Speed Drills 
Stockrooms: New York Area (Englewood Cliffs, N.J.) « Atlanta « Cleveland « Detroit 
: Chicago - Dallas - Los Angeles « San Francisco 








1, using the most modern equipment, 


\Y STATE Taps measure up to highest 


It takes rugged fools 
to tap 25,000 HOLES PER HOUR 


BAY STATE Taps have the strength'and stamina to 
reduce costly down-time on the high speed set-up 
shown above. Their built-in QUALITY is your assurance 
of dependable performance on all jobs, whether large 
or small. Every step in their manufacture is quality 
controlled to meet your most exacting requirements 
for high productivity and long tap life. 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
for BAY STATE Quality Taps and Dies 


BAY STATE 
TAP and DIE CO. 


MANSFIELD, MASS. Subsidiary of The Cleveland Twist Drill Co. 
Stockrooms: New York Area (Englewood Cliffs, N.J.) « Atlanta « Cleveland 
Detroit + Chicago « Dallas « Los Angeles + San Francisco 





UNIFORM TEMPER/GUNIFORM DIMENSION 
/BUNIFORM GRAIN SIZE /Z UNIFORM 
TENSILE STRENGTH/GUNIFORM COATING 


The most uniform springs just naturally start with... 


RIVERSIDE-ALLOY SPRING MATERIALS 


It’s an acknowledged fact in the trade that Riverside- 
Alloy produces the finest spring materials for corrosion 
resistant and high temperature applications . . . mate- 
rials more uniform in all the properties that make good 
springs. 

But what about the specific alloy and shape you need? 
Riverside-Alloy is a single, dependable source for spring 


RIVERSIDE-ALLOY METAL DIVISION 


material in Stainless steel (Isoloy), Phosphor bronze, 
Nickel silver, Monel, Inconel, Inconel ““X”’ and Dura- 
nickel . . . in wire, flat wire and strip. 

Write today for a copy of the new “Spring Materials 
Digest”? and other specific information. We have the 
people who can talk springs. Riverside-Alloy Metal Divi- 
sion, H. K. Porter Company, Inc., Riverside, N. J. 


H.K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and piping fittings, roll formings and stampings, wire rope and strand 


For More Facts About Ad 
< on facing page Write in No. 228 
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WHEN YOU NEED RIVETS 


PACIFIC DIVIS 
Norwalk, Califofnia (Oxbow 


... Milford’s Five Manufacturing Plants Are Within 
Overnight Trucking Distance of Your Assembly Line 


Rivets can create “king-size” headaches when they aren't at your 
assembly line in the quantity you need—when you need them. 
To give you unmatched delivery service on tubular rivets, Milford 
has five manufacturing plants and twenty sales offices strategically 
located across the country’s industrial beltline. To cut delivery time 
and production costs, to improve product appearance, to assemble 
your product on automatic rivet-setting machines 
—get in touch with Milford. 


MILFORD RIVET 
& MACHINE CoO. 


MILFORD, CONNECTICUT @ NORWALK, CALIFORNIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ HATBORO, PA 
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Get the Most Out 
of Your Scrap 
(Continued from page 122) 


scrap program. For example, ma- 
chines may be purchased for 
pressing and baling the sheet- 
steel flashings in salable form. 
In this condition, it brings a 
higher price per pound. 

Similarly, in scrap paper, rela- 
tively inexpensive baling ma- 
chines raise sharply the price 
paid for the paper per pound. 
The purchase of centrifugal ma- 
chines which reclaim cotton 
waste used for cleaning machines 
is rewarded by substantial sav- 
ings for the company. 

7. Reduction in waste—Careful 
investigation of scrap and waste 
generation can result in marked 
reduction of such property. This 
is accomplished by better train- 
ing of production employees, re- 
examination of production meth- 
ods and equipment, employee 
education, and company-sugges- 
tion plans for waste reduction. 

8. Company-wide use of prop- 
erty—Scrap, surplus and _ re- 
claimed obsolete property in one 
department may be of consider- 
able value in another department 
of a company. Direct communica- 
tions may not reveal such a pos- 
sibility; a recovery program will. 

The economic justification for 
a recovery program is dependent 
not only on the amount of scrap 
generated and available facilities 
but also on the scientific admin- 
istration of the vrogram. By 
thoroughly investigating the use 
of a recovery program, the firm 
may discover that the door has 
opened towards substantially re- 
duced expenditures and signifi- 
cantly greater profits. ® END 
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You'll get immediate. economies and you'll improve working 
conditions when you put Cimcoor $2° on your metal cutting jobs. 
Here’s another dramatic Cimcoo. success story— ; 
company name on request! 


of cutting — 
‘dermatitis! — 


CIMCOOL FOR 100% OF ALL METAL CUTTING JOBS 
. Production-proved products of The Cincinnati Milling Machine Co. 


Cutting Fluids 
g CIMCOOL $2 Concentrate — The pink fluid which covers 85% of all metal cutting jobs 


™~ Sf CIMPERIAL° — Newest in the famous, industry-proven line of CimcooL® Cutting Fluids. 
> _— B CiIMPLUS — The transparent grinding fluid which provides exceptional rust control. 
} CIMCUT Concentrates (AA, NC, SS) — For every job requiring an oil-base cutting fluid 

ALSO — CIMCOOL Tapping Compound — CIMCOOL Bactericide — CIMCOOL Machine Cleaner. 

For full information on the complete family of Cimcoot Cutting Fluids, call your 


Cimcoo Distributor. Or contact Cincinnati Milling Products Division, Cincinnati 9, Ohio. 
°Trade Marks Reg. U. S. Pat. Off 
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He stocks the architectural extrusions you want 


The widest, most comprehensive selection of eco- 
nomical, timesaving architectural extrusions 
available from local warehouse stocks. You can now 
receive immediate “from-stock” delivery from your 
local Alcoa Distributor Salesman—The Aluminum 
Man! 

From the vast new selection of Alcoa® Aluminum 
Architectural Extrusions comes a variety of sizes 
and shapes . . . in all of the finishes normally speci- 


fied by architectural designers. 

Your Aluminum Man’s advice and services are 
always available—the technical know-how of Alcoa, 
the aluminum pioneer behind these products, is 
yours for the asking. Be sure always to specify 
Alcoa Aluminum—the light metal with the bright 
future that’s being seen in more places—more and 
more! Aluminum Company of America, 936-L 
Alcoa Building, Pittsburgh 19, Pa. 


Call The Aluminum Man . . . he’s 
your Alcoa Distributor Salesman ALCOA AL! 
for aluminum sheet and plate, olla 
tube and pipe, wire, rod, and bar, 
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DISTRIBUTED NATIONALLY.. . 


and all Alcoa Mill Products. 


ALABAMA 
Birmingham 5 
*Hinkle Supply Co., Inc 
(Fairfax 2-4541) 
Birmingham 1 
The J. M. Tull Metal & Supply Co., Inc 
(Fairfax 3-1612) 
ARIZONA 
Phoenix 
Ducommun Metals & Supply Co. 
(Bridge 5-4471) 
Pacific Metais Co., Ltd. 
(ALpine 8-7821) 
CALIFORNIA 
Berkeley 10 
Ducommun Metals & Supply Co. 
—, 1- — 
Los Ange’ 
*Ducommun Metals a & Supply Co. 
(Ludiow 8-0161) 
Los Angeles 22 
*Pacific Metals Co., Ltd. 
(Raymond 3-5431) 
Tubesales (Tube and Pipe) 

(Raymond 3-7781) 

San Diego 
Ducommun Metals & Supply Co. 
(Gridley 7-3141) 

Pacific Metals Co., Ltd. 
(BELmont 4-3253) 

San Francisco 7 
*Pacific Metals Co., Ltd. 
(Underhill 3-5600) 


Marsh Stee! & Aluminum Co. 
(Keystone 4-1241) 


Denver 16 
Metal Goods Corp. (Dudley 8-4141) 


CONNECTICUT 
Milford 


*Edgcomb Steel of New England, Inc. 


(Trinity 4-1631) 
Windsor 
Whitehead Metals, Inc. 
(Murdock 8-4921) 
FLORIDA 
Jacksonville 5 
The J. M. Tull Metai & Supply Co., Inc. 
(Evergreen 7-5561) 


Miami 
The J. M. Tull Metal & Supply Co., Inc 
(Oxford 6-0150) 


Tampa 10 
The J. M. Tull Metal & Supply Co., Inc 
(3-6741) 


GEORGIA 
Atlanta 2 


*The J. M. Tull Metal & Supply Co., Inc. 


(Jackson 5-3871) 
HAWAII 
Honolulu 14 
Aluminum tres Hawaii, Ltd. 
1) 


IDAHO 
ise 
Pacific Metal Co. (3-6468) 
*Home Office 
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ILLINOIS 
Chicago 80 
*Central Steel and Wire Co. 
(Republic 7-3000) 
*The Corey Stee! Co. (Bishop 2-3000) 
Chicago 23 
*Stee!l Sales Corporation 
(Bishop 7-7700) 
INDIANA 
Indianapolis 18 
Stee! Sales Co. of indiana, Inc. 
(Liberty 6-1535) 
KANSAS 
Wichita 
Marsh Stee! & Aluminum Co. 
(Whitehall 2-3231) 
Wichita 16 
Meta! Goods Corp. (LYric 1-3451 ) 
KENTUCKY 
Louisville 3 
Williams and Company, Inc. 
(Juniper 3-7781) 
LOUISIANA 
New Orleans 12 
Metal Goods Corp. (Jackson 2-7373) 
MARYLAND 
Baltimore 5 
Whitehead Metals, Inc. 
(Eastern 7-3200) 
MASSACHUSETTS 
Cambridge 39 
Whitehead Metals, Inc. 
(Trowbridge 6-4680) 
Roxbury 
Eastern Meta! Mill Products Co. 
(Highiands 2-5900 ) 
MICHIGAN 
Detroit 12 
Central Steel and Wire Co. 
(Twinbrook 2-3200) 
Detroit (Haze! Park) 
Meier Brass & Aluminum Co. 
(Jordan 6-3902) 
Detroit 10 
Stee! Sales Co. of Michigan 
(Tyler 6-3000) 
MINNESOTA 
Minneapolis 13 
Stee! Sales Co. of Minnesota 
(Sterling 1-4893) 
MISSOURI 
North Kansas City 16 
*Marsh Steel & Aluminum Co. 
(Grand 1-3505) 
Metal Goods Corp. (Grand 1-3516) 
St. Louis 14 
*Metal Goods Corp. (Harrison 7-1234) 
St. Louis 10 
Stee! Sales Co. of Missouri, inc. 
(Prospect 1-5255) 
NEW HAMPSHIRE 
Nashua 
*Edgcomb Steel of New England, Inc. 
(Tuxedo 3-7731) 
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TO BETTER SERVE YOUR IMMEDIATE NEEDS 


NEW JERSEY 
Elizabeth 
Adam Metal Supply of New Jersey 
(Flanders 1-2550) 
Harrison 
Whitehead Metals, Inc. 
(Humbolt 5-5900) 
Hillside 
Miller Steel Company, Inc. 
(Waverly 6-6000) 
Kenilworth 
Jones & Laughlin Stee! Corp. 
Strip Steel Division 
(Murdock 6-6900) 


NEW YORK 
Albany 1 
*Eastern Metals Warehouse, Inc. 
(1V-3281) 

Buffalo 17 
Brace-Mueller-Huntley, Inc. 
(Victoria 8700) 
Buffalo 7 
Whitehead Metals, Inc. 
(Bedford 3100) 

New York (Long Island City 1) 
*Adam Metal Supply, Inc. 
(Stilwell 6-7737) 

New York (Brooklyn) 
Strahs Aluminum Co., Inc. 
(Browning 2-7000) 
New York 14 
*Whitehead Metals, Inc. 
(Watkins 4-1500) 
Rochester 1 
Brace-Mueller-Huntley, Inc. 
(Congress 6-6560) 
Rochester 10 
Whitehead Metals, Inc. 
(BUtler 8-2141) 
Syracuse 1 
*Brace-Mueller-Huntley, Inc. 
(Howard 3-3341) 
Syracuse 4 
Whitehead Metals, Inc. 
(Howard 3-6241) 


NORTH CAROLINA 


Charlotte 6 
Edgcomb Stee! Co. (Franklin 5-3361) 
Gree 


msboro 
Edgcomb Stee! Co. (Broadway 5-8421 ) 


OHIO 
Cincinnati 14 
Central Steel and Wire Co. 
(Avon 1-2230) 
Cincinnati 37 
Williams and Company, Inc. 
(Capitol 1-3000) 
Cleveland 2 
*A. M. Castie & Co. 
4510 Division Avenue 
(Atlantic 1-5100) 
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Cleveland 14 
Williams and Company, Inc. 
(Utah 1-5000) 
Columbus 12 
Williams and Company, Inc. 
(Axminster 4-1623) 
Toledo 12 
Williams and Company, tnc. 
(Greenwood 5-8661 ) 
OKLAHOMA 
Tulsa 13 
Metal Goods Corp. (Temple 6-2561) 


OREGON 
Portiand 9 
*Pacific Metal Co. (Capito! 7-0693) 


PENNSYLVANIA 
Philadelphia 34 
*Edgcomb Steel Co. (Garfield 3-6300) 
Philadelphia 33 
Metal Supply Co. (Center 6-0220) 
Philadelphia 40 
Whitehead Metals, Inc. 
(Baldwin 9-2323) 
Pittsburgh 33 
*Williams and Company, Inc. 
(Cedar 1-8600) 
York 
Edgcomb Steel Co. (47-141! ) 
RHODE ISLAND 
Slatersville 
Edgcomb Steel of New England, 
(Poplar 7-0900) 
SOUTH CAROLINA 
Greenville 
The J. M. Tull Metal & Supply Co., tnc 
(Cedar 3-8366) 
TENNESSEE 
Memphis 6 
Corp. (Whiteha!| 8-3407 ) 
TEXAS 
Dallas 35 
Metal Goods Corp. (Fleetwood 1-3271 ) 
Houston 1 
Metal Goods Corp. (Riverside 7-1110) 


inc. 


Metal Goods 


UTAH 
Sait Lake City 1 
Pacific Metais Co., Ltd. (Davis 2-3461 ) 
WASHINGTON 
Seattle & 
Ducommun Metals & Supply Co 
(Parkway 5-1500) 
Seattle 4 
Pacific Metal Co. (Main 2-6925) 


WISCONSIN 
Milwaukee 1 
Central Steel and Wire Co. 
(Humboldt 1-5000) 
Milwaukee 9 
Stee! Sales Co. of Wisconsin 
(Hilltop 2-2020) 
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On-the-Spot Transparencies 


RCHASING agents can now 


antage of a versatile sys- 

naking visual presenta- 
leveloped by Minnesota 
and Manufacturing Com- 


ympany first developed a 
ying process. Then it add- 
laminating and gum- 
bels, using the same ma- 
d process but different 
pers. 
recent improvement is the 
nent of a machine to 
the-spot transparencies 
vith overhead projectors. 
system requires three 
projection transparencies 
11 plastic sheets in posi- 
gative, or colored form), 
no-Fax copying machine, 
rerhead projector. 
; transparencies is a sim- 
ition. The special “paper” 
zinal document are in- 
the copying machine for 
f the image. After only 
yds, the transparency is 
projection. Originals 
opaque, transparent, or 
nt—and can be printed 
r both sides. 
ansparencies do not need 
lighting conditions. They 
1anent and durable, and 
filed away for future use. 
be added to old 
encies by running them 
the copying machine 


ta can 


\. using the system, for 
, can make a transparency 
awing, chart, or picture 
itely before or during a 


Seen as Aid in Presentations 


meeting and project it on the 
screen without delay. Summaries 
of meetings can be written out 
and projected before the session 
ends, giving everyone a firm un- 
derstanding of agreements and 
decisions. 

Herchel V. Lane, of Northwest- 
ern Bell Telephone Co., believes 
the overhead projector has be- 
come an important tool for meet- 
ings. He predicts that the new 
3M process will give it even wider 
acceptance. 

“It is possible for a man to in- 
ject his own personality into a 


discussion,” Lane says. “He can 
jot down figures or make graphs 
or sketches on a piece of paper 
as he is talking, run the paper 
through the copying machine, and 
in seconds have a transparency 
ready for projection.” 

The projection transparencies 
are packed 100 sheets to a box in 
positive, negative, and colored 
form. The colored transparencies 
—red, green, blue, orange and 
brown—can also be used to em- 
phasize a portion of drawings or 
graphs. 
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Herschel V. Lane, Northwestern Bell Telephone Co., uses an overhead projector 
for visual presentations at a departmental meeting. Transparencies for use on 
overhead projectors can now be made by running a special plastic sheet and 
any document through a Thermo-Fax machine. 
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WOODCLINCHED 


NEW BOON TO BUSINESS! New Mongol “Diamond Star” 

lead is superior in all five points: . 

® Longest Writing Mileage @ Jet Black Writing 

e Uniformity of Degree Silky Smoothness “1 IAM 0 N D STAR” LEAD 
e@ Exceptional Point Strength 

Mongol’s new “Diamond Star” lead is the only lead of its | 

kind available in all five popular degrees: 1—very soft, 2— | All 5 D 

medium, F—firm, 3—hard, and 4—very hard. Comes six 12 n egrees . 
packs in a 4% gross box—a convenient inventory and issue 


unit. No increase in price! 


; , bas BP ie SINCE 1849 
See your nearest stationery supplier for Mongo! pencils with “ 


new “Diamond Star” lead by EBERHARD FABER —your one EF) EBERHARD FABER 
source of supply for all writing needs. pia “v4 Qala in wor J 


© 1900 Cherhard Faber tne Tm Mee US Mer Ot ane Orner Coumrine Wilkes-Barre, Pennsylvania/ New York/Toronto, Canada 
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\PSCO 
SHARPENERS 
BELONG IN 
YOUR OFFICE! 





The Apsco'"GIANT 


Pencil Sharpener 


The GIANT, one of the most popular of the 
omplete Apsco line of pencil sharpeners, fea- 
tures the exclusive #145 super-strong base with 
integrally-cast ring gear. Large-capacity, heavy- 
luty receptacle means less frequent emptying. 
Very popular for general office use, the GIANT 
eatures the long-life replaceable cutterhead 
ith positive point stop. Years of dependable 
service are yours with the Apsco GIANT. 


Specify Apsco products for YOUR office - 
there are none better. 


The Apsco “CHICAGO” 


Also features the new #145 
base, long-life cutterheads 
positive point stop, and ny- 
lon dial selector. Another 
quality product from Apsco. 


Write for complete Apsco catalog, 
free on request. 


APSCO PRODUCTS, INC 
P.O. Box 840, Beverly Hills, California Dept. 32-11 
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Office Equipment 





Large - image 
photocopier has 
been intro- 
duced by A. B. | 
Dick Co., 5700 
West Touhy 
Avenue, Chi- 
cago 48, Ill. 
This addition 
to the present 
line will copy 
original docu- 
ments up to 
15” wide by 
any length. The 
machine has been designed and engineered to 
make copies under normal office lighting condi- 
tions and will reproduce anything typed, printed, 
duplicated, photographed, written or drawn in 
any color—with any ink, pencil, or crayon. 
For More Facts Write No. 35 on Information Card—Page 32 
A new, port- 
able electric 
stapler is op- 
erated as mate- 
rial is inserted 
by a solenoid 
eliminating 
both foot pedals 
and manual 
controls. The 
new power 
drive permits 
center stapling 
of folders and 
booklets as fast as they are fed into the machine. 
Stapling depth can be adjusted from % to 9% in. 
with the turn of a knob. Machine uses standard 
pre-formed staples which can be inserted rapidly 
from the .front. Staplex Co., 777 Fifth Ave., 
Brooklyn 32, N. Y. 
For More Facts Write No. 36 on Information Card—Page 32 
Created and 
designed par- 
ticularly for 
use in execu- 
tive offices, a 
new paper- 
shredder was 
recently intro- 
by Michael Lith 
Sales Corp., 
145 West 45th 
St., New York 
City. The new 
unit comes with 
a movable cab- 
inet and _ its 
own removable 
waste bin. The machine has a three-way switch 
for “on,” “off,” and “reverse.” 
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“NCR Paper “* 


more than repays its entire yearly cost... 
every six months.” 


“We use NCR Paper (No Carbon Required) 
for more than 45 forms. NCR Paper is used in every 
home office department from Personnel to Shipping, 
as well as in our four plants and 54 sales and service 
branches throughout the country. New applications 
for its use are being found constantly. 

“NCR Paper enables us to get clearer, cleaner 
copies that provide speedier, more accurate records. 
We do not have to insert or remove carbons. With 
NCR Paper, originals and copies are picked up as 
a complete unit. This saves us valuable time and in- 
creases employee satisfaction. 


























g 


Us ff 


TRAILMOBILE iac., Cincinnati, Ohio 


“By placing a money value on the time savings 
and the many other advantages, we estimate NCR 


Paper is saving us its entire yearly cost every six 
months.” 


Mblapacarss 


Vice President - Administration TRAILMOBILE inc. 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Checking a source is easier... 
and more effective 
because of telephone numbers in CMPD 


given a convenience unduplicated by 
ther directory when you use CONOVER- 
PURCHASING Directory because CMPD 
the telephone numbers, nationwide, of 
nies selling to industry. (CMPD is the 
.ational, general industrial directory that 

phone numbers of advertisers and 
lvertisers alike.) 


o benefit in another way from the list- 
telephone numbers in CMPD. This 
makes CMPD accurate — extremely 
te. If a company moves or goes out of 
the telephone company is the first to 
CMPD checks the phone numbers each 
very company listed. 


MPD the next time you are checking 


Conover-Mast 
Purchasing Directory 


05 East 42nd Street ¢ MUrray Hill 9-3250 © New York 17, N.Y. 





en Ee - MrMdO moc 





CMPD is compact and handy because 
it lists only industrial products. 
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Office Equipment 





New line of office furniture in- 
cludes various desk styles and 
sizes, along with many chairs and 
companion accessories. The line is 
very versatile and can be adopted 
to any requirements. Units are 
like blocks and can be inter- 
changed as the demand requires. 
All-Steel Equipment Inc., Aurora, 
Ti. 
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Six-page brochure that explains 
and pictures the features and op- 
erations of a new type white-print 
copying machine is available from 


Ozalid Division of General Ani- 
line and Film Corp., Johnson City, 
N. ¥. The “Ozamatic 60” is a 
completely different version of the 
Ozamatic machine. It has been de- 
signed for simplified versatile op- 
eration in all office and printroom 
copying situations. 

Write No. 39 on Information Card—Page 32 


Portable typewriter line now 
offers such features as % line 
spacing, paper gauge, erasure 
table, and ribbon and stencil con- 
trol. United States distributor for 
the Aztec portable typewriter is 
Central Business Machines Corp., 
75 Cliff St., New York 38, N. Y¥. 
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space freed. Send coupon to see how Acme company 
Visible Rotaries soon pay for themselves! 
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ACME VISIBLE RECORDS, INC. 
8211 West Allview Drive, Crozet, Virginia 





Please send information showing examples 
of many types and sizes of power and manual 
Rotaries now used by firms in many fields. 


wame mm 








ADORESS. 











Be Just as 
Proud of Your 
Erasing 
as You Are of 
Your Typing! 


ces on today’s superb machines—elec- 
trics or standards—your typists make occa- 
sional mistakes. But you can be just as 
proud of your erasing as you are of your 
typing. Erasing results are almost unbeliev- 
ably clean and quick with these specially 
selected Weldon Roberts Erasers for cor- 
recting impressions made through carbon 
or fabric ribbons. 


JUST TWO EASY ERASING STEPS 


‘ NO. 448 
* GREEN GLOW 


Removes surface carbon to prevent 
smearing. Soft green rubber encased 
in spiral paper wrap- 

ping with pull-siring 

for easy reprinting. 


NO. 3650 ’ 
* GRAYPOINT 
WHISK 

Removes the final image. 
Wood-cased eraser with 
quality gray rubber core. 
Easily repointed in any 
pencil sharpener or with 
a knife. Hexagonal; 
won't roll off your desk. 
With whisk for brushing 
away eraser crumbs. 
(NO. 365 GRAYPOINT, 
Same eraser without 
whisk.) 


O . NO. 378 
* GRAYPOINT 
With same quality gray 
rubber core. Spiral paper 
wrapped, like NO. 448 
Green Glow. The Gray- 
point Erasers are also 
| superb for erasing im- 
pressions typed through 
fabric ribbons. 


Order these erasers today 
from your stationer! 


WELDON ROBERTS 
RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
World’s Foremost Eraser Specialists 


RE EF oot 


Correct Mistakes in Any Language \ 4 
For More Facts Write No. 237 
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Association News 





Memphis Association 


Host to 7th District 


Howard Ahl, executive secretary- Conference 


of N.A.P.A., told the group, “One 
langers we must guard against is 

of complacency, of letting the 
rson carry the load.” 


Reeves, Atlanta Newspapers, Inc., The Memphis Association 
1 twice before the huge gathering of Purchasing Agents was 
asing agents. the host and President L. 
, M. Lyons (right, facing 
camera), Conley Frog & 
Switch Co., was perfect in 
the part. Greeting guests 
with him at the pre-dinner 
reception are Mrs. Lyons 
(center), and Nathan G. 
Tivers, Davis-Weil Mfg. 

Co. 


Paisley Boney (left), J. P. Stevens and Co. 

A. Cubine, Provident Life and Acci- and N.A.P.A. president, was among the 
surance Co., presided at the open- first to congratulate District 7 vice president, 
1 of the annual purchasing con- Cloice Temple, Allis-Chalmers Mfg. Co., 
after his presentation to the conference. 


PURCHASING 





Charles F. Wilson (right), Nixon Lumber Co. George L. Wilson (right), Jefferson County Commission, was among 
Inc. and general chairman of the conference, the many attentive listeners attending the 7th District Conference. 
gives directions to a P. A. from out of town. Mr. Wilson’s turn to speak came later. 


The Chattanooga Association was well represented at the three- 
day conference. A coffee break gave them time to say hello. 
Shown here are (I. to r.): Miss Rosalie Casey, A. M. Morton, and 
P. J. Davis. 


NovEMBER 21, 1960 


Gailon Fordyce (right), American 
Cyanamid Co., one of the featured 
speakers, talks with J. G. Clark, 
Gulf Oil Co. 


Discussion of the many important subjects did not 
stop with the end of each meeting. Purchasing 
agents discussed their common problems in the 
corridors after the formal sessions were over. 


For More Facts About Ad 
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'ifth District Conference 


a 


Tackles Problems 
Of the Sixties 


man Earl W. Kintner told the 
g agents to “educate your- 
requirements of the anti- 
trade regulation laws. Test 
business operations against 
rements of the laws.” 


ess on the subject of “Pur- 
Moral Responsibility” was 
ring the first day by Dr. Dean 
executive editor of Purchas- 
zine 


W wi THE theme of the 
“Soaring Sixties,” the Fifth Dis- 
trict Conference of the National 
Association of Purchasing Agents 
was a resounding success. 

Held in Washington, DC., 
the conference was under the 
general chairmanship of George 
Frediani, Thos. Somerville Co. 
An impressive group of pur- 
chasing agents from Delaware, 
the District of Columbia, Mary- 
land, North Carolina, Pennsyl- 
vania, South Carolina, and Vir- 
ginia gathered for the two-day 
meeting. 

Featured speaker at the con- 
ference banquet was Frank B. 
Rackley, president of Jessop 
Steel Corporation. He told the 
purchasing executives that the 
steel industry was being pressed 
by rising costs. 

“You’re going to see some 
changes in your steel buying,” 
he said. “The steel industry must 
have relief and it is only a matter 
of time until we find it necessary 
to increase prices.” 

The Saturday morning break- 
fast session included two hard- 
hitting addresses. The first was 
by N.A.P.A. president Paisley 
Boney, who told the group that 
“N.A.P.A. is on the move.” Af- 
ter reviewing the highlights of 
recent association activities, he 
made a series of recommenda- 
tions for improving the organi- 
zation and programs. 

Second speaker was Dr. John 
H. Hoagland, director of the 
Michigan State University pur- 
chasing and materials manage- 
ment seminar. He urged the buy- 


A large group of purchasing agents 
from six states and the District of 
Columbia gathered in Washington 
for the Fifth District Conference of 
the N.A.P.A. 


ers to work towards increasing 
purchasing’s prestige and under- 
standing in schools and colleges. 

Dr. Dean Ammer, executive 
editor of PurcHastmnc Magazine, 
spoke during the first day’s pro- 
gram about “Purchasing’s Moral 
Responsibility.” He noted that 
“as a group, purchasing agents 
are equal in probity and recti- 
tude to any other group in the 
country.” But he advised the 
P.A.’s to “keep purchasing on a 
high ethical plane by reducing 
temptation. Select morally re- 
sponsible people and pay them 
well. And establish a definite 
code of conduct for your depart- 
ment.” 

Other first-day speakers in- 
cluded Earl W. Kintner, chair- 
man of the Federal Trade Com- 

(Please turn to page 142) 
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depends on 
KEYSTONE WIRE 
BY THE in the production of 
low-cost spring sash rods 


To mass produce low-cost items that sell by the millions 


to retail stores coast to coast, calls for a quality product 


with top eye appeal for customer acceptance. Western 
Newell Mfg. Co., Freeport, Illinois, branch of The 
Newell Companies, manufactures many such items, 
including the spring sash rod tlustrated. Keystone 


Drawn Galvanized MB 3; Wire permits continu- 
ous, mass-production runs without rejects .. . essential 
for profitable operation. 

Says John H. hepner, Purcha Agent for Western 
Newell, “Keystone he'ps us produce a better sash rod 
through their close cooperation in developing and 
maintaining a wire most suitable for our use.” 

The most important requirements for manufactur- 
ing their sash rod are uniformity of temper throughout 
the coil, plus the superior silver brite luster of Keystone 
Drawn Galvanized MB Wire 

Keystone metallurgists carry on a continuous re- 
search for better spring wire so that Western Newell 
can hold a cost advantage. Such service has made this 
company a long-time user of Keystone MB Spring Wire. 

You, too, can take advantage of Keystone’s experi- 
ence to mass produce your product with wire. For more 
information, talk with your Keystone Wire Representa- 
tive. He will be pleased to serve you. 


Keystone Steel & Wire Company, Peoria, Illinois 


Western Newell Mfg. Co. also supplies / K E Y Ss I © tw E 


a complete line of drapery hooks made | 
from Keystone Forming Quality Wire. iReE FOR INDUS TRY 
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Clinton Bishop, fifth 
et vice - president of 
Ira T. Ellis, chief 
ist of the DuPont Com- 
nd Dr. Carl Byers, Gen- 
[otors Corp. 
ynference concluded with 
rkshop sessions on cur- 
pics of interest to P.A.’s. 
the subjects were “Pur- 
for Small Companies,” 
ie and Training Pur- 
Personnel,” and “Tech- 
f Subcontracting for De- 
rograms.” 
Washington Association of 
Agents was host to 


erence. 


tion for officers was held prior 
conference banquet. Among 
ttending were (I. to r.): Lloyd 

Virginia director of pur- 
Mr. and Mrs. Paisley Boney; 
A. Cook, chairman of the ar- 
ents committee. 


t speaker was Frank B. Rack- 
sident of Jessop Steel Cor- 
At his right is general con- 
chairman George Frediani. 


The lovely ladies were out in force for the reception and banquet. In addition, 
a full program of ladies’ activities was scheduled. 











One of the most popular workshop sessions was “New Demands on Purchas- 
ing,” led by N.A.P.A. executive secretary-treasurer, G. W. Howard Ahl (c.). 
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SPECIAL 
ee 


te 
Midwest special fittings can be vo cata 
tubing. Greater versatility is there - oR 
selection of metals: stainless ye —_ 
hastelloy, aluminum, os well as all o 
alloys and carbon steels. 


MIDWEST SPECIAL FITTINGS 
MADE BY 


FITTING SPECIALISTS 
TO YOUR 


SPECIAL REQUIREMENTS 


SPECIAL 
SHAPES 


Mi > 
dwest S wide experience 
dies permit forming rie and sk 
e 
special °Pplications 
wyes, e . 
Xtru 1ons, and othe, special} 


configurations. 
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; 
e casting wheel. Here, molten copper arrives at 2100°F., and is cooled to less than 1500°F. in equipment at right. 
ydraul is used in all hydraulic applications close to open flames or extreme heat. It’s noncorrosive and fire resistant. 
larmony lubricates wheel rollers. And Gulf E.P. Lubricant keeps the reduction gears in excellent condition. 


Protects multi-million-dollar facilities against heat, sludge 


ULF MAKES THINGS 


Kennecott Refining Corporation, Ann Arundel 
refines blister copper. It has invested over 
illion dollars in highly advanced production, qual- 
ontrol and materials handling equipment. Work 
600 strong. So that’s $50,000 worth of equipment 
in. 
\is heavily automated refinery demanded a simple, 
ffective lubrication program. To set it up, the 
inecott maintenance staff worked closely with Gulf 
veers. The result: a program that requires only a 
| number of Gulf oils and greases. 


For instance, Gulf Harmony® oil is used in hydraulic 
systems that aren’t exposed to extreme heat—assures 
smooth performance. And Gulf Harmony proves effec- 
tive in other applications that require an oil with oxida- 
tion stability, water separation characteristics and sludge 
resistance. 

Gulf E.P. Lubricants prevent excessive wear, keep 
maintenance costs low on equipment that undergoes 
shock loads and high pressures. Example: reduction 
gears on anode casting wheel and furnace chargers. 
A Gulf Sales Engineer reports that “The anode casting 
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Stripper conveyer. Pulleys and gears are sprayed with Gulf Harmony Charging machine. It feeds pre-heated cathodes to the 90- 

76. It’s foamless. It's stable. And it provides effective protection ton, 13,500 KVA electric melting furnace. Gulfcrown Grease 

against fumes from the electrolytic cells. E.P. is used in the central lube system of all furnace 
chargers and the rotary pre-heating furnace. It’s oxidation- 
stabilized and protects against rust. 


Wire bar casting wheel. The refined molten copper comes from a small Left to right. F. A. Gaidis, Plant Engineer, H. E. Nelson, Ma- 

induction furnace off the main arc furnace. Gulf Lubcote lubricates chinist Supervisor, and J. E. Foos, Gulf Sales Engineer. A 

the rim gear, drive pinions and guide rolls. And Gulfcrown Grease small number of multi-purpose Gulf oils and greases gives 

lubricates the flexible couplings and mold tipping rollers. the Kennecott Refining Corporation a simple, yet effective 
lubrication program. 


and wear with just six Gulf® lubricants... 


RUN BETTER! 


wheel's entire system was recently cleaned, and all re- setting up a similar money-saving lubrication program 
duction gears were in fine shape. No dirt or rust, or any with multi-purpose Gulf lubricants? They'll help you 
indication of oil breakdown.” cut maintenance costs and simplify lubricant applica- 
Gulfcrown® Grease E.P. is also specified for equipment tion, storage and handling. Call 
that meets high pressures and shock loads. Gulf Lubcote" a Gulf Sales Engineer at your 
cushions gear-teeth sliding and rolling action on open nearest Gulf office. Or write for 
gears. Reduces noise and wear. Finally, Kennecott uses information. 
Gulf Pydraul for hydraulic applications near open flames 
or high temperatures, and uses Gulfcrown Grease in a GULF OIL CORPORATION 
eS ateteial 8 Dept. DM, Gulf Building 
variety of conventional grease applications. 
4 , : Houston 2, Texas 
May we have the opportunity to work with you in 





Here's How To Handle 
LAMMABLE SOLVENTS 
With Production-Line Efficiency 

and Maximum Safety... 


"SWABBING & SMALL 


Plunger Can 


ick, one-hand 
tening of swab, 
r cloth. De- 
ng spring loaded 
er pumps meas- 
quantity of fluid 
p. Release and 
lrains back in- 
) sizes—dash- 
dia. FM approval*, 


PARTS CLEANING 


Bench Parts Washer 


Keeps workers hands 
out of solvent. Re- 
movable parts basket 
has handle. Depress 
spring mounted fire 
baffle dasher for sol- 
vent, release to drain. 
Without basket, large 
cloths or swabs may 
be saturated. 3 pint 
capacity. Basket and 
dasher—55¢” dia. FM approval’*. 


WASHING & CLEANING OPERATIONS 


Wash Tank 


handled perfo- 

asket for fast, 

arts agitation. 

ining by rest- 

et on lugs at 

f tank. Renew- 

ble link melts 

F, automati- 

rops cover to 

t fire. 4 sizes 

ing from 8%”"x 

x934” to 15”x15”"x 
FM approval*. 


Machine Bench Can 


Attaches to bench 
alongside of machine. 
Operator cleans and 
rinses parts by de- 
pressing fire protec- 
tive metal dasher. Size 
10” x7” x8”. FM ap- 
proval*, 





Foot Treadle Dip Tank 


high dip tank 
self-closing cov- } 
erated by foot | 

Designed for 
large parts. 


idental fall 
2434” long x 
le and 8%” 
FM approval*. 


check cush- | 
] 


2 | 
L_— 


Air-Matic Parts Washer 


Air Motor moves basket 
thru solvent, automati- 
cally cleans parts while > 
machine operator con- 
tinues production. 
Fusible link drops cover 
automatically to snuff | — 
out fire. Operates on 25- | 
50 p.s.i. air. Size 15”x15” 
x21”. FM approval*. 





op Lan 
Reservoir 
cations 
urge quantities of solvent are 
Supply tank mounted on 
base with applicator can. 
mits operator to replenish 
ipply at bench. Perforated 
e baffle dasher. 2 sizes—1 gal. 
capacity. FM approval*. 


LOOKING FOR 
MONEY - SAVING 
IDEAS? 


Protectoseal Catalog 
has many time and 
labor-saving sug- 
gestions for handling 
flammable solvents in 
production applications. 
Sent without obligation. 


*Factory Mutual Laboratory approval 


c 


1908 South 


THE PROTECTOSEAL COMPANY 


» 8B Ilkin 


IN CANADA: SAFETY SUPPLY COMPANY, TORONTO 
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Association News 


Jersey Gov't. P. A.’s 
Hear Underwriting Expert 


Members of the North Jersey 
Governmental Purchasing Agents 
Association heard R. W. McNabb 
of Underwriter’s Laboratories, at 
a recent meeting, discuss the ac- 
tivities of his organization. 

He told the group that “UL” 
is a non-profit organization with 
all revenue coming from the sale 
of labels and direct charges to 
manufacturers for testing equip- 
ment. 

The manufacturer’s name and 
the products which have been 
tested and found acceptable are 
published in one of the seven 
lists which are supplied to in- 
spection authorities, insurance 
companies, and other interested 
parties. 

The Laboratories issue bi- 
monthly reports to keep up with 
the almost 600,000 listings; all 
lists are available at no charge. 

Mr. McNabb told the P. A.’s, 
“The successful operation of Un- 
derwriter’s Laboratories in help- 
ing to protect the public is based 
on its follow-up service of check- 
ing production at a manufac- 
turer’s plant. An inspector must 
visit the plant at least once a 
month; as production increases in 
the plant, so does the number of 
visits and the number of inspec- 
tors.” 

Richard Quigley, president of 
the association, presided at the 
meeting. 


uty 
“But we've always done it that 
way!” 
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Better products through better methods and steels 


How zinec-coated steel cut 5 steps from 
automotive lamp housing fabrication. 

When automotive head and tail 
lamp housings were drawn from cold 


rolled sheet steel and then zinc-plated 


or painted, as many as five or six han- 


dling and cleaning steps were required 
to make them corrosion-resistant. 
Now, fabricated from Weirkote 
continuous-process zinc-coated steel, 
the housings go directly from the 
press to the assembly line. Further 


processing is unnecessary 


ae a 


It’s this superiority that caused the 
automobile industry to increase its con- 
sumption of zinc-coated steel more 
than 700% in five years; to use it in such 
varied applications as mufflers, window 
channels and the understructures of 
unitized bodies; to take advantage of 
developments such as differentially 
zinc-coated steel that can be welded at 
top production-line speeds. 

A major supplier is Weirton Steel 
Company—producer of Weirkote con- 


tinuous-process zinc-coated 


because Weirkote can be —— steel sheets and many other 


worked to the limits of the “ger wr” excellent steels that are im- 


steel itself without chipping or flaking 
its corrosion-resistant zine surface. 
Look for the STEELMARK 


on the products you buy; place 
it on the products you sell. 


proving products, methods and profits 
throughout industry. 


WEIRTON STEEL 


Weirton, West Virginia 


Weirton Steel is a division of NATIONAL STEEL CORPORATION 


Weirkote will also be available in 1961 from National's Midwest Steel Division, Portage, Indiana, 





SOLVING MATERIAL 
DESIGN PROBLEMS 


ELECTRICAL INSULATION 








al . 


From a cool shave to continuous heat. CDF MICABOND? insulation solved two problems: low cost for tiny commutator V-rings 
tric shavers... continuous heat in traction motor and generator V-rings and segments for diesel locomotives. 


xet the exact physical and electrical properties 
int at low cost when you have a wide selection 
ides to choose from, plus engineering know-how 
» you with your selection. 
uny grades and types of MICABOND made 
paratively easy to solve the different insulation 
; posed by low cost shaver motors and 
locomotive traction motors and generators. 


In addition to the MICABOND line, CDF makes 
the industry’s widest range of laminated plastics, 
vulcanized fibre, and other electrical insulating mate- 
rials. For MICABOND information, write us for 
catalog M-59. For other product information, ask 
for General Folder 60. Or check your Sweet’s Prod- 
uct Design file. 


CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -4%,,4/ COMPANY ® NEWARK 41, DEL. 
In Canada, 46 Hollinger Road, Toronto 16, Ont. 


1g-life insulation. CDF MICABOND is Flexible. CDF MICABOND tapes provide high Impact resistance. A reason why MICABOND 
v-cost slot-cell insulators in motor heat resistance for many types of electrical was used as disc insulators for giant mag- 


windings. 


netic cranes. 
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Down-to-earth reasons for using 


Custom Quality OHIO Tubing 


As in rotary drilling, which uses steel tubing internally upset by Ohio 
Seamless, greater strength and lighter weight may be important in 
your product. 


So before selecting a tubing source consider these important facts. 
OHIO Tubing is always the exact tubing you need for your product 
because OHIO Tubing is CUSTOM MADE for your product. Your order 
is manufactured to your own specifications to produce steel tubing 
especially for your application — the precise grade, analysis, size, 
shape, special anneal and tolerances best suited to your needs. 


Ohio Seamless Tube produces both seamless and electric welded 
steel tubing — is prepared to form many finished or semi-finished . 
tubular parts to your designs. 


To get the most from your next steel tubing order, use Custom Made 
OHIO Tubing. Contact your nearest Ohio Seamless representative, 
or send part drawings to the plant at Shelby, Ohio — Birthplace of 
the Seamless Steel Tube Industry in America. A-s061A + 


Model illustrated built to 3.5 mm scale. Typical Ohio Seamless 
tubular upset forgings 


OHIO SEAMLESS TUBE 


Division of Copperweld Steel Company > SHELBY, OHIO 


Seami/ess and Electric Resistance Welded Steel Tubing * Fabricating and Forging 
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| HARPER PARTS LIKE THESE Evansville Association 


Discuss Hometown 


| ’ —_. The Evansville Purchasing 
AT BIG GIMEX 7 . Agents Association recently held 
ye - d their regular monthly meeting 
— ’ with a nationally-known and re- 
mae p on - ' » : spected medical expert as their 
5 ie ‘ . guest speaker. 
“Medical—Evansville A Cen- 
tury Ago,” was the topic of Dr. 
W. D. Snively, Jr., vice president, 
Mead Johnson & Company. 
Royce Cox, vice president of 
the Association, presided at the 
meeting. 


Dayton Sponsors 


Procurement Seminar 

One of the outstanding high- 
lights of the Dayton Association 
year is certain to be the recent 
“Industrial Procurement Semi- 
nar” co-sponsored with the Uni- 
versity of Dayton. 

The one and one-half day con- 
ference met its aim of providing a 
better understanding of the latest 
techniques, systems, procedures 
and policies in industrial procure- 
ment and materials management. 

A. special treat was accorded 
those attending; Stuart Heinritz 
and Dr. Howard T. Lewis were 
both on the program. Heinritz, 
Senior Editor of PurRcHASING 
Magazine and widely known as 





~ 


PARTS PRODUCED BY HARPER Frio-FoRM 


hot forged from bar and wire stock with practically no waste of 
etely integrated plant, Harper's controlled processes—from billet 





lit 
alit 


y and uniformity resulting in a better part at important savings. 
)f over 150,000,000 pieces in more than 100 alloys—including many 
{ above—Harper can fill your order today. Consult the Yellow Pages 


r nearest t.arper Distributor. Stuart F. Heinritz 


a lecturer on purchasing, dis- 
cussed “The Universal Language 
of Procurement.” His talk in- 

Write today on your letterhead | 
for FREE copy of Harper's (Please turn to page 154) 
FLO-FORM Brochure 


THE H. M. HARPER COMPANY eS Se 


8210 Lehigh Ave. « Morton Grove, Ill. H A R p s R 





Stainless steel strip 
problems are solved at Allegheny 
Ludlum. Excellent forming characteristics, 
close gauge control, special analyses, color match- 
ing, and special finishes are only a few of the 
plusses A-L offers to solve your problems. 

Here are some examples of A-L stainless 
strip made to solve individual problems: 
¢ Type 430 with low roping quality. 
¢ The economical 200 series . . . line 
free! And with increased ductility. 
¢ Type 430 with a bright mirror 
finish, free of gray streaks. 
© Type 302 with quality that en- 
ables a fabricator to form a cof- 
fee percolator in nine draws 
without an intervening anneal. 

Your individual needs will 
get the attention you want 
them to have at Allegheny 
Ludlum. Tell your A-L rep- 
resentative the end use, 
fabrication procedures, 
etc., for your strip. He will 
work with A-L metallur- 
gists, processing engineers, 
and technical men to give 
you the best stainless strip, 
custom made for your use. 

Allegheny Ludlum service 
in stainless strip is backed up 
by an outstanding record for 
on-time delivery. Large stocks 
of hot bands enable A-L to give 
you quick service on all stainless 
strip needs. And A-L finished 
stocks give you quick, even overnight, 
delivery on many gauges and analyses. 

For consistent temper, tolerances, and 
finish in stainless steel strip, call your 
Allegheny Ludlum salesman, or write: 
Allegheny Ludlum Steel Corp., Oliver 

., Pittsburgh 22, Pennsylvania. 


Bldg 
Address Department P.11-2. 


ALLEGHENY LUDLUM 


EVERY FORM OF STAINLESS... EVERY HELP IN USING IT 
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INSWICK, NEW JJURSEY « TAPES« ELECTRICAL INSULATING MATERIALS + ADHESIVES 











ZIRCONIUM... 





...COLUMBIUM & 





MOLYBDENUM... 





... TANTALUM &% 








TITANIUM... 


... VANADIUM & 





NICKEL ALLOYS! 


You can buy Wolverine tube 
in special metals—right now! 


For more than five years, using the tubing industry’s _ the list of applications where tubing made from these 
largest and most complete research and development metals can help your company do a better job, more 
facilities, Wolverine Tube research engineers have economically. 
been working with zirconium, columbium, molybde- Write or call for more information—or “Ask Your 
num, tantalum, titanium, vanadium and nickel alloys. Wolverine Tube Salesman—He Knows!” 
Thus, the know-how is now available to permit 
American industry to specify seamless tubing manu- WOLVERINE TUBE 
factured from these metals — tubing with extremely ee 
high temperature properties and great corrosion re- Calu met= Hecla, Inc. 
sistance among other valuable physical attributes. DEPT. mk saheapranire ° 9e8gy MICH. 
Wolverine Tube would be happy to discuss with you 


over 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA e¢ SALES OFFICES IN PRINCIPAL CITIES 
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yntinued from page 150) 


sic principles derived 


st-hand 


observations of 


ent practices in Europe, 
and the United States. 
opened the program 
provocative topic “Are 
Buyer Or A Materials 
”. Later in the day, he 


l a 


session 


devoted to 


for small companies 


Howard T. Lewis 


led some new and in- 


formation 


V endor 


on source 
rating, and the 


ndor services. 

nd out the program, G. 
The Philip Carey Man- 

xs Co., discussed the sub- 
Your Methods and Pro- 

’roductive and Econom- 


hn Nolting, 
of Dayton, 
“Methods 


Electronic 


ympson, 


ral Motors 


from the 
covered 
Economies 
Data Proc- 


Allison division 
Corp., con- 


two-hour, early morning 
session. “Procure- 


Reduction” 


was the 


Efficiency Is Topic 
At South Bend Assoc. 


And 


Your 


Efficiency” 


theme of a recent meet- 
South Bend Purchasing 


Association. Speaker of 


1ing was William P. Still- 
fessor of management at 


nagement 


Institute, Uni- 


versity of Wisconsin. 

Through audience participation, 
Professor Stillwell showed how 
impossible it is for a purchasing 
agent to perform each function 
charged to him in a day’s work. 
He said that P.A.’s work more 
efficiently through the use of cer- 
tain tools and a complete analysis 
of the importance of each phase 
of his job. 


Money Problem Explained 
To Michigan P.A.’s 


Professor Proctor Maynard of 
the Economics Department of 
Community College was the fea- 
tured speaker at a recent meet- 
ing of the Western Michigan 
Purchasing Agents Association of 
Muskegon. 

The educator spoke to the group 
on “Where Did The Money Go?” 
During his talk, he drew on his 
experience as district price econ- 
omist with the Office of Price 
Administration during World War 
II. It was Professor Maynard’s 
contention that we have too many 


Professor Proctor Maynard 


businessmen who have been born 
and bred during the “buy low— 
sell high” business era of the past 
twenty years. 

“What we need,” he declared, 
“is more ‘buy high-sell low’ busi- 
nessmen. A basic requirement in 
this type of businessman is to be 
able to interpret how changes 
in business conditions occur.” 

Professor Maynard proceeded 
to illustrate how the Federal Re- 
serve Bank and Treasury mone- 
tary and fiscal policies move with 
and affect gross national prod- 
uct, national income, and general 
business conditions. 
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consistency... 
Consistent, predictable, results through- 
out production processes must begin 
with the consistent quality of materials. 
J & L consistent quality stainless steel 
will give predictable results time after 
time...order after order. 

The service offered by your J & L 
stainless steel distributor is consistent... 
and predictable, too. He’s as near as 
your telephone. You'll find that he can 
further reduce the cost of using stainless 
steel by providing a complete selection 
of materials. He can save you the capital 
investment required to maintain long 
term inventories. He can provide a wide 
variety of preproduction services, and 
reduce your overhead for stocking, 
handling, accounting and obsolescence. 

Your J & L distributor can provide 
you with the consistent quality stainless 
steel you need, as you need it, when you 
need it. He can serve you better because 
J&L serves him better. J & L’s own staff 
of technical specialists and metallurgists 
are at the call of your J&L distributor 
to give you the technical assistance, 
even advanced research, you may need. 

For better production and better 
service, call your J&L distributor—call 
Western Union Operator 25, today. 


J&lL—a leading producer of stainless steel 
and precision cold rolled strip steels 


STAINLESS 


SHEET « STRIP e BAR ¢e WIRE 
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consistent quality production depends on Consistent quality stainless steel 
Ye Jones & Laughlin Steel Corporation - STAINLESS and STRIP DIVISION - DETROIT 34 











Now—EASTERN’S Flying Freighters offer 


OVERNIGHT 
DELIVERY 


New York—Miami—San Juan 
New York—Atlanta—New Orleans—Mobile—Houston 
Chicago—Atlanta—Miami—San Juan 


@ Reserved space on every Freighter flight. 

e@ Pressurized and temperature-controlled. 

@ Flights daily except Saturday and Sunday nights. 
@ Pickup and delivery service available. 


\ddition, Eastern offers freight space on over 400 daily passenger 
flights —including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight Reservations, call your 
Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN/AIR LINES 
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Totally Enclosea 
Fan Cooled 


Custom Built ... But 
NOT Custom Priced! 


is the most successful development in Air Cooled 
Reduces friction 75% —cuts power costs. 

andies any power load emergency without damage 
motor. Always cool running for continuous service 


eli 


high temperatures. Squirrel cage induction, high 
jue, low starting current. Fully ball bearing and 
et' running too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Bivd + St Louis 8, Mo 


® Other Models 


polyphase, High 
stant speed, con- 
squirrel cage 


ngle phase, con- 


repulsion start, 
run, continuous 
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COES 
KNIFE CO. 
MACHINE KNIVES 


\ 


Standard and *y 


special blades of 
solid or composite 
steel, for all 
machine knife 
applications. 


MACHINE 
WAYS 


Hardened-and-ground steel 
ways, guides, and wear plates 
in sizes and shapes to meet 
your specifications. 


COES KNIFE COMPANY 


7OCOESST.. WORCESTER, MASS. 
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Aronson UNIVERSAL BALANCE Positioners 
T.M. Reg. U. S. Patent Office 
Patent No. 2,787,826 


ARONSON TracTred TURNING ROLLS 
T.M. Reg. U. S. Patent Office 
Patent No. 2,669,364 


Aronson GEARED ELEVATION Positioners 
T.M. Registry applied for.=- Patent Applied For. 


Aronson EXCALIBUR Positioner 
350,000 Lbs. Load Capacity 


Aronson Offers You Over 400 PROVEN 
Standard Stock Models 


of Quality POSITIONERS 


Aronson leads all others in precision, dependa- 

bility and service. “/romson positioners are not 

a sideline to a larger operation. Our business 
life depends entirely on customer acceptance 

of the 


and turning rolls. 


‘tIronson \ine of welding positioners 


We ship on or before promised date for 90% of 
orders we get and are never more than 10% 
late regardless of the cause. 


In our fifteenth year the dollar volume of 
replacement parts amounts to less than 1% of 
our annual sales volume. 


The long life, ruggedness, precision and dependa- 
bility built into 
turning rolls accounts for this remarkable service 


lronson positioners and 
record of which we are very proud. .. and 
our users very grateful. 


85% of our total sales volume comes from satisfied 
repeat customers. 


And whenever a user does need a replacement 
part for whatever reason, in 95% of the cases 
the part is shipped within six hours 


For instant service on new machines or replace- 
ment parts telephone Arcade, New York, 
Number 276 or 277 or 278. 


ARONSON supplies the “other half” you need to make 
perfect welds at minimum cost. Positioning the work 
is the “other half’... as important as the arc and the 
shielding element. ARONSON POSITIONERS are as 
modern and efficient as the latest welding processes. 


lronson MACHINE COMPANY, INC.= 


= - ARCADE, NEW YORK 
WELDING POSITIONERS @ 


TANK TURNING ROLLS @ TURNTABLES 
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good reasons 
why you should 


use @Alhi> 


Chromate Conversion Coatings 


FOR FINISHING ZINC OR CADMIUM 


CORROSION PROTECTION—The wide range 
of Iridite coatings available gives you a 
choice of corrosion protection—from eco- He 
ymical, mild protection of parts for [tina 20 
hipment, storage or display, to extremely | GENERAL 
high protection under exjosure to marine | SLECTRIS 
and highly humid atmospheres, gasoline 
other hydrocarbons. 


PAINT BASE—For an extremely tight bond 
r either baked or air-dried paints, non- 

sorous Iridite blocks moisture penetra- 

tion—prevents formation:of metallic soap 
ducts beneath paint coatings. 














APPEARANCE—Your choice of colors rang- 
ng from clear through yellow iridescent 
) olive drab. Bright Iridite finishes can 
Iso be dyed to provide other color effects. 


SPECIAL EFFECTS —lIridite, in combination 

vith other Allied Research processes, can 

provide a wide variety of finishes. As an ‘ 

xample, Iridite 8-P applied to zinc or 

cadmium, followed by an application of 

rilac, gives a highly attractive simulated 
ass finish. 








IRIDITE—o specialized line of chromate For complete information on 

onversion coatings for nonferrous metals. lridite, contact Bn 4 ay 
' : . Field Engineer. He's listed in 

Eosj at 

Easily opplied at room temperatures wm the yallow en genin iit 

short immersion times, manually or with ing Supplies.” Write for FREE 

automatic equipment. Forms a thin film which TECHNICAL DATA FILES. 


becomes on integral part of the metal. 
Cannot chip, flake or peel. Special equip- 
ment, exhaust systems or highly trained 
personnel not required, 











>< Allied Research Products, Inc. 


4004-06 EAST MONUMENT STREET © BALTIMORE 5, MARYLAND 
BRANCH PLANT: 400 MIDLAND AVENUE © DETROIT 3, MICHIGAN 
West Coost Licensee for Process Chemicals: I. H. Butcher Co. 


cm’ axe") Ga ED*| w°| CID 
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"Value Analysis, An Aid 
for the Buyer" 


Pamphlet. 32 pages. 


Prepared by the Development 
Committee on Value Analysis of 
the National Committee on Value 
Analysis-Standardization of the 
National Association of Purchas- 
ing Agents. Wilbur J. Pierce 
(Chairman), The Detroit Edison 
Company; William D. Schelbe, 
Wolverine Tube Division, Calu- 
met & Hecla, Inc; Harry R. 
Wurster, Wyandotte Chemicals 
Corp. Single copies free to 
N.A.P.A. members on request; 
additional copies (to members) 
$1.00 each. 

The purpose of the new N.A.P.A. 
manual on “Value Analysis” is to 
“provide a quick, concise, yet 
complete review of value analy- 
sis” to the uninitiated. This pur- 
pose is achieved. 

In the first of its four sections, 
the manual deals with the defini- 
tion of value analysis and the dif- 
ference between it and cost re- 
duction. While the subject is 
treated from the viewpoint of the 
purchasing department, the text 
points out that many departments 
have a stake in such projects. It 
suggests that purchasing, through 


‘its leadership in the concept of 


value analysis, should spark such 
a program. 

Next the manual discusses the 
purchasing function and value 
analysis. The responsibility of the 
buyer in seeking maximum value 
in each purchase is stressed. It is 
the duty of the buyer to question 
“what” to buy, not just how to 
get what has been requisitioned. 

The techniques of value analy- 
sis are illustrated in the third sec- 
tion. These include :determina- 
tion of function; knowledge of 
markets and competition; knowl- 
edge of alternates and substitutes; 
considerations of methods and 
procedure changes; solicting sup- 
plier cooperation; and checking 
sources of information. Salesmen 
can be helpful, as can fellow pur- 
chasing agents in other companies. 

Finally a program is suggested 

(Please turn to page 162) 
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stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing like 
stainless steel for HOMES 
AND HOME PRODUCTS 


McLouth Steel Corporation, 
Detroit 17, Michigan 


Stommiess 4 
Look for the STEELMARK | Ste Ca . 4 
on the products you buy +e Manufacturers of high quality 
Stainless and Carbon Steels 


MCLOUTH STAINLESS STEEL 
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The Amplexologist occasionally gets more than he bar- 
gained for. But that’s not bad. It’s good. In fact, it’s like 
hitting the jackpot on the 128rd try. 


Why? Well, the Amplexologist has convinced any 
number of manufacturers that a few of the parts in their 
products can be made better and cheaper by eliminating 
machining costs through advanced powder metallurgy 
(i.e. Amplexology). 


Strange to say, however, many of these same manufac- 
turers are often hesitant about exploring the broad appli- 
cation of powder metallurgy to their product. Well, it takes 
time. But sooner or later most of them take the plunge: 


O.K., Genius. Let’s see how good you really are. Take 
all the prints for our new models. Check every one. 
Then you tell us how many parts can be made out of 
powder metal. And how much they'll cost. 


You see? Jackpot. And not just for the Amplexologist. 
For the manufacturer, too. A cost saving jackpot... 
because he’s starting when designs are still flexible to take 
full advantage of powder metallurgy. 


Challenges like this (“You tell us...”) pay off for man- 
ufacturers and for us. They have in fact, helped make 
us the world’s largest and most experienced producer 
of powder metal parts. Another reason why leading 
manufacturers say: When it comes to powder metallurgy 
—Amplex has the answer. 





“You tell us...”’ 


The parts shown are a new gear train: 
driver gear, high and intermediate 
speed driven gears, low speed gear, 
pinion gear. These five parts plus ten 
more were selected by the Amplex- 
ologist—who was called in at the 
design stage—for powder metal pro- 
duction. All are finished precision 
parts which require no machining 
(except the helical gear). Estimated 
savings on the gear train, 86%. 








SEND COUPON .. . if you'd like to talk over 
your product with the Amplexologist. Don't hesi- 
tate. He’s always happy to get out of the office. 


AMPLEX DIVISION « CHRYSLER CORP. - Dept. P-11 
P.O. Box 2718 « DETROIT 31, MICH, 


Please have the Amplexologist call to look into the 


AMPLEX  (2= 


DIVISION 
CHRYSLER 
CORP. 





COMPANY __ 





ADDRESS 
CITY. 





= 


PRODUCT_ 
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THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON ABRUSH 


When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-59, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 


Metal Finishing Machines. . . and Finishing Methods 
r, Paint and Maintenance Brushes « Foundry Production Machinery 
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for putting value analysis to 
work. How to get the program 
started, what items should be se- 
lected for study, selling the value 
analysis concept to the requisi- 
tioner, and working with other 
departments are all discussed. 
Ideas are applicable to both small 
and large companies. 

The new “Value Analysis” 
pamphlet is designed as a tool for 
the uninitiated. It is a good one. 
It is also a useful refresher for all 
buyers as well as a handy manual 
for any purchasing department 
library. 


Gaining Acceptance for Major 
Methods Changes 


By Ben Miller 


American Management Association 
$2.25 
(AMA Members: $1.50) 


As every P. A. knows that has 
tried to sell subordinates or other 
department heads on major meth- 
ods, people resist change. This 
book describes the problems en- 
countered when a firm automates. 
It surveys the causes of resistance 
to change. The author denies that 
there is any single cause for re- 
sistance and any one group re- 
sponsible for resistance. In a 
change to automation, many fac- 
tors affect employee reactions and 
any one of them may cause nega- 
tive attitudes. Not just the atti- 
tude of “production” employees 
influences the success of the in- 
stallation; the attitudes of man- 
agers, methods analysts, and su- 
pervisors are equally important. 

Four industrial and two finan- 
cial companies participated in this 
study. Each had recently installed 
automation. Information covering 
ten major aspects of the methods 
change was gathered by person- 
al interview and questionnaire. 
The data are analyzed and com- 
parisons are presented in statis- 
tical tables. 








FOR INFORMATION 
CARD TURN TO 
PAGE 32 
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NEW FRACTIONAL HORSEPOWER SPEED-TROLS 


COMPACT 


WHERE IT COUNTS... 
AND LIGHTER TOO 


The new Sterling Fractional Speed-Trol has the 
shortest over-all length dimension in the industry 
souneiiaiends and is up to 15% lighter than competitive units. 
from 4660 to 1.2 rpm; 
Mh. ip eencapeeer ratings The new Fractional Speed-Trol retains the rugged 
durability famous in the Sterling line of integral 
variable speed drives and features larger pulley 


diameters for a cooler running, longer lasting belt. 


The new fractional unit may be foot mounted in 
any position, shaft low or shaft high, case upright 
or horizontal, shaft horizontal, vertical or “C” 
Flow or can be furnished with Type C bracket for 
face mounting directly to machinery. Important 
NEMA standard dimensions for shaft height and 
—, ’ jaS diameter are retained to permit substitution with 


is a variable standard motors. 
speed gear 


motor, too. 
The Fractional unit is available in single phase, 
three phase; drip proof, totally enclosed, explosion 
proof. 


Get the full story about the new 
Sterling Fractional Horsepower Speed-Trol, 
write for Bulletin # 207. ELECTRIC MOTORS, INC. 


A Subsidiary of Hathaway Instruments, Inc 


5401 TELEGRAPH ROAD, LOS ANGELES 22, CALIFORNIA 


Offices and stocks in all principal cities. 
Over 400 distributors throughout the country to serve you. 
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‘OU’LL LIKE DOING BUSINESS _ 


up. You get the most of the best 
Regis. Nation-wide design and pro- 
lities are at your service—with ex- 
ill product areas. 
r you make, St. Regis will create the 
box best suited to its shipping, stor- 
handling and selling. Every box 
lat money can buy .. . checked 
orous quality control every step of 


su need corrugated boxes... sim- 
lex call on St. Regis. Use our 


ina St. Regis container! 











WITH ST. REGIS... 





From a nationwide family of fine St. Regis corru- 
> gated plants, you'll gain in many ways: Well- 
seasoned, imaginative designers serve you on both 
local and national levels e Consistent quality is 
assured from St. Regis tree to St. Regis box e New 
packaging materials continually emerge from a 
fully staffed research department e And you'll 
enjoy working with the friendly, experienced 
people who are the St. Regis Container Division! 


CONTAINER DIVISION 


ee, 


150 EAST 42n0 STREET NEW YORK 17_N ¥ 


PLANT LOCATIONS: BIRMINGHAM, ALA. 


* FULLERTON, CALIF. * GALINA 
JACKSONVILLE, FLA. * CHICAG 
‘ 


, ILL. * DUBUQUE, IOWA * HAGERSTOWN, MI 
BUFFALO, N.Y. * ALBANY, N.Y. * CANTON, OH 
OHIO * CRAFTON, PENNA. * MT. WOLF, PENNA. * 


CALIF 
* MINNEAP i, MINN, 


* CLEVELAND, OMI0* 7) N, OHIO * NEWARK, 


PITTSBURGH, PENNA. * DALLAS, TEXA 


* GARLAND, 
TEXAS * HOUSTON, TEXAS * TACOMA, WASH. * GRAFTON, W. VA. 


* MILWAVAEE, W'S. 





| was inthe seize 


(Continued from page 87) 
with production people, discussing 
0g ouse job schedules and material needs. 
Aware of the trouble an excep- 
tionally large order can cause, 
production people never fail to 
notify him. 

After Gallagher establishes that 
a material must be ordered, he 
pulls out the appropriate purchase 
record card, which gives full buy- 
ing information, and makes out 
his purchase order. 

“To maintain close touch with 
other departments, we make out 
eight copies of a purchase order. 
a of . go to the supplier. 2 Citi dae velsiaaeatenai nual 

e we keep. Other copies go to diameter tubular metal part 
traffic, which may be able to We're specialists in small metal tubular 
schedule pick-ups by our trucks; parts and tubing. Sizes from .01 in. to 


. ¥% in., held to closest tolerances, and made 
to production departments, which of any commercial alloy for any appli- 


- . . ui 
1 nt i| | learned about are assured their materials are cation in any field. We can usually supply 


° . parts for less than it costs you to make 
ordered; and to the executive them—probably for less than it would 


pressure-sensitive labels! vice president, who wants to know cost you to buy from other sources. We 


which people are getting Rockcote do the complete job; save you the expense 
business.” and headaches of _ oy tooling, 
All the j i a inspection, overhead, follow through on 
he aspects of the highest quality One significant box on the pur- | f} deliveries and scheduling. Full details in 
pressure-sensitive labels combine in chase order is marked: Date Re- one Facilities Bulletin 2056. Write for it 
® : , Pe today. 
Ever Ready’s RED-E-STIK to give you | quired. To Gallagher this means 2 wih eee ee 
: . . With money-saving ideas for using 
truly outstanding performance: that the supplier guarantees to |] ing 
deliver by the specific date. Are you mass-producing a small metal 


Cleaner application —no water-heat-glue Gallagher states his case as fol- part the expensive way? Deep drawing, 


1. Save time and labor. >. ae ’ : for example? Or drilling, forming, 
lows: “I don’t necessarily seek turning on a screw machine? We have 
fast—sticks to any smooth surface. short delivery dates—but I do shown hundreds of customers where and 


want realistic ones. I make that how to cut costs, save time and solve 


nt te : . problems with small tubular parts in- 
il, crawl or pucker — stays fresh very plain. Laggard suppliers can stead, at savings up to 75% or more. Note 


neat make a shambles out of planned the typical H & H ideas below. Then send 
purchasing — and follow-up is | *Svcnrt  skech ofthe par you a 

costly in time and effort.” gation. Write today! 
Early in the game, Gallagher 
TOMATABELS, marginally punched for ordered boxes from a new sup- w 

ic Operation. plier. Rockcote pledged delivery Stainless steel 
of an order to its own customer pet tag Be he 
E-GRIP — permanent adhesive —holds | on the basis of receiving the boxes Wall, thickness 
an iron grip. by the specified date. Since the tn 
lc ‘box vendor was new, Gallagher 
bad eka fora, ~ paid him a plant visit and found oO 
to his dismay that the Rockcote 4 & H volume- 


produced moving 


order could not even be located. ph 


=e eeeeemese | “Considering tiat I had called vanometers. 
EVER READY LABEL this supplier a week before and ot 


CORPORATION was given some soothing syrup 
ortiandt Street, Belleville 9, N. J. 


t any size, shape or color. Sheet, roll 
t-back 








that all was well, I knew I was € shy trn setae 


men dealing with the wrong party,” | J tow # 4 # 1 design beaded tubin 
send me information regarding Gallagh “Ww lled ne ee on volid Kover stock 
E-Stik pressure sensitive case his- comments allagher. e pulle savings over rances on both made on screw 
our printing plates out of his | § issnr | fotos | in 0% 


in.! 








e send me information on how to 
samples of our label for 100 humor- | plant and sent them to another 


nap vendor who did the job on a rush 1000 SRST COMIN SPE 
°- 99 Noble & JacksonSts,, Norristown, Pa. 
basis. Phone: BR 2-6453 » BR 9-2327 
Needless to say, the tardy one 
t Address -sssssssees [never was given another slice of ee eee pose an 
ty. Zone, State nen Rockcote business. & END 
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See all the extra features you get in 
Grinnell Concrete Inserts...at no extra cost! 


GRINNELL WEDGE TYPE CONCRETE INSERT (Steel), FIG. 281 — 
1. Nut and rod may be preassembled for fast installation 2. 
Wedge-shaped body compresses in concrete for extra strength 
3. Knockout (already removed) seals out concrete 4. Full 134 inch 
lateral adjustment 5. Swpports up to 1200 Ibs. 


(2) FIG. 151 FIG. 117 


GRINNELL SCREW CONCRETE INSERT (Malleable fron), FIG. 
151 — 1. Malleable iron for extra strength 2. Pipe sizes through 
12 inches. 3. Supports up to 2,120 Ibs. GRINNELL EXPANSION 
CASE (Malleable Iron), FIG. 117 — 1. Malleable iron, cadmium 
plated, assures high resistance to impact, corrosion 2. Pipe sizes 
through 16 inches 3. Rod moving upward forces wedge-shaped 
nut downward, expanding and locking case in concrete 4. Sup- 
ports up to 1300 Ibs. 


You get more for your money from Grinnell, because 
Grinnell’s huge volume reduces production costs... 
lowers prices right into line with competitive 
inserts offering much less. 

Look at all you get with Grinnell Inserts: wider 
choices of types and sizes .. . better quality control 
... published ratings for all inserts! Faster delivery 
from nationwide warehouses, too. Moreover, you 


Call your local Grinnell! Distributor for pipe hangers, cast 
and malleable iron fittings, steel nipples, welding fittings, 
unit heaters - 


Grinnell-Saunders Valves, 


NovEMBER 21, 1960 


GRINNELL LIGHT WEIGHT CONCRETE INSERT (Steel), FIG. 285 — 
‘1. Designed for light-duty use in concrete 2 inches and thicker 
2. Arched flanges take reinforcing rods 3. Knockout seals out 
concrete 4, Full 2 inch laterol adjustment 5. Supports up to 
400 Ibs. 


GRINNELL CB “Closed Back” CONCRETE INSERT (Malleable tron), 
FIG. 282 — 1. One body size accommodates 5 sizes of rods 
2. Slot takes reinforcing rods to assure maximum load rating. 
3. One-piece body prevents concrete seepage 4. Teeth on insert 
and nut hold rod firmly in place 5. Homogeneous composition 
of malleable iron throughout 6. Supports up to 1430 Ibs. (Also 
available in smaller “CB-JUNIOR” size that supports up to 
770 Ibs.) 


receive dependable field service by trained Grinnell 
personnel ... no matter how far from the job site 
the sale was made! Grinnell Company, 277 West 
Exchange St., Providence 1, R. I. Branch ware- 
houses in principal cities. 


Remember, The Best Costs No More — from 
America’s #1 Supplier of Pipe Hangers and Supports 


GRINNELL 


ail made by 
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SAVED ON RUBBER MOLDS & DIES 


specifying 
Atlantic India... 
really adds up! 


ntic’s collection of rubber molds and dies often 

just the one you need. You save the expense of 
» new molds and dies, and at the same time deal 

of the oldest and most reliable manufacturers 
of rubber products. 

Your special problems are in 
good hands at Atlantic India, too! 
Our engineers and laboratory 
technicians are well qualified to 
help you develop special com- 
pounds, molds, and manufactur- 
ing economies for your long pro- 
5 Join. runs. 

Join our mailing list. \f you or 
= Powe in your company would 
like to receive our literature or 
catalog 52, write today. 


Atlantic India Rubber Wks., Ine. 


AIRWIN 


= 


e sducers of the < line of Rubber Products 
573 West Polk St., Chicago 7, Illinois 
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CENTRIFUGALLY SPUN 


Size 
range OD's 
from 2.25 to 

50” walls 
from .25 
to 4” 


Here is steel tubing with dense, non-direc- 
tional grain structure which is less costly to 
machine. Inherent dimensional stability and 
concentricity make dynamic balance easier to 
attain in finished products. Available in car- 
bon, alloy and stainless steels. 


Write today for complete catalog 


C.A.ROBERTS CO. 


\teel Dube S, 


Dept. 0-1le 2401 25th Avenue ¢* Franklin Park, Illinois 


6 Warehouses serving the middlewest 
CHICAGO + DETROIT * INDIANAPOLIS « ST. LOUIS « TULSA « KANSAS CITY 
2 oe SA eR aa 
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Ship it/)\Piggyback 


Ee 


It’s a fact: Piggyback ship- 
ments arrive faster, more de- 
peerage more damage-free. 
ere’s another fact—nobod 
knows more about Piggybac and Midwest to all 
than Clipper, or is tter points in Cali- 
equipped for it. See for your- Wackionteer 
self; route your next order via 


; ; Alaska and British 
Clipper Piggyback. Columbia. 


DAILY SERVICE 
—between the 
Midwest and East- 
ern Seaboard. 


— from the East 


CARLOADING COMPANY 
General Offices: 323 W. Polk St., Chicago 7, Ill. 
Phone: HArrison 7-7780 
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THERE’S 
a 
JEFFREY 
STR 
CHAIN 


TO 
SUIT 
YOUR 
SERVICE 





Although Jeffrey patented the principle 
years ago, STR (Steel Thimble Roller) 
chain has been constantly improved by 
Jeffrey to keep pace with industrial 
progress. Components are designed, 
materials selected, machined and heat 
treated to give maximum strength, 
shock resistance and wearability with 
minimum weight. 
Jeffrey STR chain provides a positive 
yet flexible means of transmitting 
power for unit machinery and general 
industrial drives, and for heavy duty 
elevating and conveying service. Jeffrey 
offers four classes to meet various operat- 
ing conditions. 
Ask for engineering assistance on the appli- 
cation of STR chain to suit your needs. The 
various classes of STR chain are in stock, 
ready for immediate shipment to you. 
Chain also can be tailor-made to fit your 
particular requirements. The Jeffrey 
Manufacturing Company, 784 North 
Fourth Street, Columbus 16, Ohio. 


CONVEYING + PROCESSING + MINING EQUIPMENT... 
TRANSMISSION MACHINERY... CONTRACT MANUFACTURING 
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POLY PENCO*® Nylon now solves tooling 
problems in metal forming 


<a 


Surface of highly polished aluminum strip is protected by nylon 
cks as it is “‘S" formed into refrigerator door trim. 
(Photos Courtesy The Serrick Corporation) 


LYPENCO flat bending pressure blocks at both ends of fixture 
form stainless strip used for cabinet trim. 


POLYPENCO Nylon blocks, cut from stock plate, replaces 
forming highly polished metal into decorative strip. The nylon 
tly rigid to permit accurate forming, yet will not scratch or mar 
inish. It is long wearing and is easily machined from economical 


NCO Nylon is your versatile, cost-saving engineering material 
rollers, washers, wheels, gears, channels and general wear parts. 


POLYPENCO Nylon 
are available, quickly, 
houses coast-to-coast. For 
lp or fast delivery, call 
Polymer representative 


The Polymer Corporation 
of Pennsylvania 
Adsl /ndustrial plastics | reading, Pa. 
Export Polypenco, Inc., Reading, Pa., U.S.A. 
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Trade Marks 


(Continued from page 91) 


to the weatherproof characteris- 
tics of the motor. They do not 
require an extensive advertising 
campaign to create their impres- 
sion on the public. If a word like 
“Alfresco” were selected, the 
trade-mark must be inculcated on 
the minds of motor buyers before 
it attains value. However, after 
sufficient promotional work is 
performed, this trade-mark, being 
registerable on the Principal Reg- 
ister, will have greater value than 
one of the descriptive terms. 

The term must not describe the 
product incorrectly. The term 
“Weatherguard,” for instance, 
could not be used as a trade-mark 
for motors intended only for in- 
door use, since it would tend to 
deceive the public. 

A trade-mark registration is is- 
sued by the United States Patent 
Office for a term of 20 years. It 
is renewable repeatedly for 20 
year periods as long as the trade- 
mark is continuously used in com- 
merce. » END 


What Management 
Expects from Purchasing 


(Continued from page 73) 


the other half, don’t be afraid to 
give the engineer credit for the 
entire saving if necessary. 
Above all don’t try to give your- 
self credit for savings that either 
fell into your lap or actually don’t 
exist. For example, one P. A. used 
to take the difference between the 
high bid and the low bid on every 
purchase and report the differ- 
ence as a saving in his report to 
management. Another would give 
himself credit for making a sav- 
ing every time a requisitioner in- 
creased quantity enough to get 
the purchase into a lower price 
bracket. P. A.’s who try this are 
insulting their managements’ in- 
telligence. Any savings reported 
on an individual basis should 
come from some special effort on 
the part of someone in the buy- 
er’s company. They’re not the sav- 
ings made in routine buys. 
Over-all purchase price per- 
formance should be reported sep- 
arately. The reporting techniques 
(Please turn to page 174) 
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how 


CUT COSTS, } 


saved time for 
another manufacturer 


problem: A big user of wire cable needed wire reels re- 
quiring close parallel tolerances between heads 
in large quantities, at low cost—and fast! 


solution: Parish engineers quickly blue-printed the prob- 
lem and production specialists went to work. 
Soon Parish’s skilled craftsmen, using the most 
modern precision machinery, were turning out 
50,000 reels a month . . . meeting every speci- 
fication perfectly, and on time. 


Parish specializes in solving production problems involving 
metal parts of all sizes, shapes, and forms. It is equipped 
to mass-produce precision parts at reasonable cost. 


Perhaps Parish can help you * Write or telephone next 
time you have a parts production problem. 


PARISH 


PRESSED STEEL 


DIVISION OF DANA CORPORATION © READING, PENNSYLVANIA 


Bolts were welded to heads of wire reels 
to prevent back-out when reel is in high- 
speed operation. Main illustration shows 
how each reel was carefully tested be- 
fore being shipped. 


Write for your copy of this illustrated 
booklet describing the diversified facili- 
ties available to you at Parish. 


recision and 
roduction guide 


he te 
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Chip Welds Faster... Easier 
with NEW 








Non-Gerateh 
£2 Non-Slip 


1/2" Electric 
Hammer 


COLUMBIAN 





Chip welds faster and do a better 
job of removing weld spatter with 
MILWAUKEP’s new 14” hammer. 
It’s rugged . . . weighs only 61 lbs., 
delivers 2800 blows per minute 

. hammer blow easily adjustable 
to suit the job. Exclusive spring- 
loaded clutch drive absorbs impact 
shock ... protects against gear and 
motor damage... doubles gear life. 
Special “snap-in” lock in chuck 
prevents chisel from dropping out. 


For easier, faster chipping . . . for 
better appearing, sounder welds — 
look into the many time-and-work- 
saving advantages of this new 14” 
electric hammer — another quality 
MILWAUKEE tool. Call your 
MILWAUKEE distributor or write 


us for free literature. 
AO-130 


Look under 
TOOLS —- 
Electric 


DU-MOR NYLON 


Specially Woven for Greater 
am Strength and Flexibility ¢\ /\ 


If the stork’s traditional role in 
parenthood were fact instead 
of fiction, he would doubtless 
deliver babies in Columbian 
Du-Mor Slings . . . they’re that 
safe and gentle with the product. 

These slings are woven of 
Nylon or Dacron®. Nylon is the 
strongest of synthetic fibres with 
some degree of stretch, Dacron 
being almost as strong as Nylon, 
but without the elasticity. The 
exclusive “Durable-Weave” con- 
struction gives a higher degree 
of strength and provides a greater 
degree of flexibility for ease of 
use and gentleness on fine fin- 
ishes, painted surfaces, etc. 

This same woven construction 
means that Du-Mor Slings actu- 
ally conform to the product or 
material being lifted and provide 
a firm, non-slip grip. 


Send Today for Free Illustrated Folder 
and Current Price List on Columbian 
Du-Mor Slings. 


*E, 1. DuPont Trademark 


Type NT or DOTt 

Webbing Sling 

with triangular 
hardware 


Type NEL or DELt 
Webbing Sling, 
endless type 


Type NE or DEt 
; Webbing Sling 
c with eye in 
each end 


© +tAvailable in both 
yi ~=—s Nylon and Dacron* 


COLUMBIAN 


ROPE COMPANY 


Auburn, “The Cordage City,” New York 


| 
rs » 
INES 2 
A 


MILWAUKEE ELECTRIC TOOL CORP. | w=” 


W. STATE STREET, MILWAUKEE, WISCONSIN 
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When thrust loads overpowered original bearings... 
Bearings, Inc. had the answer! 


The original bearings on this automatic machine failed after a This installation has now been in operation for many 
short time because they weren’t designed to take the thrust months with no failures reported. 

loads to which they were subjected. Bearings, Inc. engineers 

designed and had built a special stud on which were mount- This is not an isolated example of our services — surveys 
ed two permanently lubricated and sealed ball bearings. of bearing requirements, inventory control, application 
engineering, maintenance schedules and procedures are a 
To keep the cost of this design to a minimum Loctite®, regular and continuing part of our service to all customers 
a permanent bonding agent, was used to hold the bearings 
to the stud. This eliminated shoulders, locknuts or rings 
yet the bond is as strong as the best press fit. Tell us how we can help you! 


Providing bearing service B EARI NGS, | NC 7 


in the North > DELAWARE: Wilmington © ILLINOIS: Neiman Bearings Co., E. St. Lovis © SNDIANA: Ft. Woyne © Indianapolis * Muncie 
Terre Hovte © MARYLAND: Baltimore © MISSOURI: Neiman Bearings Co., St. Lovis + NEW JERSEY: Camden * Newark 
end NEW YORK: Bolanrol Corp., Buffalo » Niagara Falls » OHIO: Akron * Canton © Cincinnati * Cleveland * Columbus * Dayton + Elyria * Hamilton 
Lima * Lockland * Mansfield « Painesville * Toledo * Youngstown * Zanesville * PENNSYLVANIA: Erie * Johnstown + Philadelphic + Pittsburgh » York 
WEST VIRGINIA: Charleston * Huntingion * Parkersburg * Wheeling 


in the South> Dix E BEARINGS, INC. 


ARKANSAS: Little Rock * FLORIDA: Jocksonville * GEORGIA: Allonta * KENTUCKY: Lovisville » LOUISIANA: Baton Rouge 
New Orleons © N. CAROLINA: Charlotte » Greensboro > $. CAROLINA: Greenville > TENNESSEE: Chattonooga * Kingsport » Knoxville 
Memphis * Nashville » VIRGINIA: Norfolk * Richmond » Roanoke 


to whom we supply replacement bearings. 


For More Facts Write No. 270 on Information Card—Page 32 
NoveEMBER 21, 1960 173 





r 


174 


4, 
| 


Yee the exclusive 


GRIPCO’ 


for “fixed” fastening or 
“hard to reach” assemblies 


For positive attaching of a threaded 
medium to thin metals. They are 
clinched solid for a rigid application, 
or staked in with a six point staking 
punch for a floating effect. Available 
with or without self-locking threads. 
Gripco Clinch Nuts can be clinched 
or staked with hydraulic or air equip- 
ment. Full details available—write for 
samples and New CATA.oc today, or 
consult the yellow pages in your phone 
book under “Grieco” for the repre- 
sentative nearest you. 


For More Facts Write No. 276 on 


CLINCH NUT 


Loe 


Nut Clinched Staked-In Nut & Hex Hole 
Solid To Float Before Clinching 
WITH GRIPCO FASTENERS YOU GET; 


— 40 Sales repre- 
sentatives all over the 
country for prompt, fast 


service. 
ly 4, 
— Quality 
controlled by the 
oldest established lock 


nut manufacturer in the U.S. 


—— Large inventories 

to ensure out of stock 
delivery on all catalogued 
items. 
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GRIP | NUT Subsidiary of Heli-Coil Corporation, Danbury, Conn. 
COMPANY § 1!2 Maple Ave. © South Whitley, Ind. © Phone: South Whitley 723-5111 
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What Management Expects 


From Purchasing 
(Continued from page 170) 

vary with the individual company. 
If the company has an over-all 
material budget, it may also have 
two variance accounts—one for 
price and one for usage. When 
price is higher or lower than 
standard, it can be credited or 
debited to the variance account. 
The accumulated balance in the 
account represents purchasing’s 
price performance. Actual per- 
formance can then be compared 
with expected performance in the 
purchase plan. 

Inventory balances, obsoles- 
cence expense and all operating 
expenses can be compared with 
similar standards. If the P. A. 
beats his bogey, he should try to 
be objective when reporting it. 
For example, if prices dropped 
primarily because of an unex- 
pected drop in raw materials 
price, the P. A. shouldn’t pretend 
it was due to the brilliant success 
of purchasing’s cost reduction 
program. On the other hand, if 
buyer performance in reducing 

(Please turn to page 176) 





a 
FLEXIDIZE = 
YOUR RIGID 


PIPELINE 
ONNECTIONS 


Standard 


© ALLFLEX MNH 


flexible pipe 
connectors 
FROM STOCK 
in STAINLESS STEEL 
MONEL ¢ BRONZE 
I solve your pipeline 
flexation problem! 
write, wire, phone today 
for your Allflex Datalog 


3755 Ninth Street 
Long Island City 1, N.Y. 
. a Stillwell 4-5173 
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Cold Rolled Sheets 
Require Unlimited 
Tonnage 

11 thru 24 gage 


any size 


Write, Box 77, PURCHASING 
205 E. 42nd St. 
New York 17, N. Y. 











PuRCHASING 





For the best in 
floor maintenance 
cleaning 


ask Oakite 


OVER 50 YEARS CLEANING EXPERIENCE + OVER 250 FIELD SERVICE MEN + OVER 160 MATERIALS 








ee SS a ee cen Oe aoe 
— <a om cae 7m 
~~ thr eke ey 
Sa “ 


KEEP FLOORS CLEANER ...SAFER with a 
PLANNED MAINTENANCE PROGRAM 


Detailed 10-page booklet describes latest plant. Meanwhile, send for your copy of 


maintenance methods and materials for 
safe, efficient cleaning of twelve different 
types of factory floors. Included: wood, 
concrete, tile, and metal floorings. Follow- 
ing these recommended procedures assures 
minimum floor wear, maximum cleanliness 
and greatest safety. 

In addition, the booklet discusses mech- 
anized methods of floor care, and the re- 
markable savings they make possible in 
hours, effort and expense. Ask the Oakite 
man about “good housekeeping” for the 


Industrial Floors: How to clean and care 
for them today. Write Oakite Products, 
Inc., 26 Rector Street, New York 6, N. Y. 


it PAYS to ask Oakite 


OAKITE 
t re 


pars’ leadership in industrial cleaning 
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“Whos best with 


_ PERSONAL 
~ SERVICE 


on short run 
stampings? 


3 PLANTS 
To Serve You Better 


SHORT RUN STAMPINGS 


Freddy Federal says: ‘Our skilled estimators will gladly help 

you with stamping tolerance or design problems and make 

suggestions for cutting cost or improving quality. Whenever 

possible, stock Federal tools and fixtures are used without 

1. Experienced craftsmen with a deep personal interest in meet- 

stamping specifications will use step-by-step inspection pro- 

Most parts are deburred without cost to you. Your order is shipped 

e day it is finished. Dies are stored for your exclusive use. Send 

art or print today for airmail quotation. Time short? Ask for reply 
ne or wire. It’s another Federal personal service!”’ 


| you our illustrated Catalog No. 301 with its many stamping design tips. 
AL TOOL & MFG. CO. 


ama Avenue 
16, Minnesota 


FEBERAL SHORT RUN STAMPING, INC. FEDERAL STAMPING COMPANY 
913 Lyell Avenue 7313 Atoll Avenue 
Rochester 6, New York No. Hollywood, California 
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What Management Expects 


From Purchasing 
(Continued from page 174) 


costs was greater than expected, 
the P. A. shouldn’t hesitate to 
single out outstanding buyers for 
praise. And if performance was 
sub-standard, the P. A. should 
both candidily report the reasons 
for the failure and also indicate 
how he believes the objective can 
be achieved in the future. 
Qualitative Data. The purchas- 
ing executive may wish to report 
qualitative data both in summary 
and in detail. The summary would 
indicate the highlights of the pro- 
gram; then in a separate part of 
the report, progress would be dis- 
cussed in more detail. Suppose, 
for example, the P. A. is reporting 
on his goal of developing purchas- 
ing personnel. In his summary, he 
might devote no more than a 
sentence or two to describing each 
activity that helped promote this 
objective. In the more detailed 
report, he might discuss exactly 
what he is doing to develop the 
maximum potential of each and 
every employee of the purchasing 
department. He would also de- 
scribe in some detail every spe- 
cial program designed to broaden 
the skills of his department. 
Most P. A.’s time their reports 
on qualitative performance to co- 
incide with the‘'r budget requests 
for the coming year. A few P. A.’s 
make up their reports in a form 
similar to the annual reports man- 
agements submit to their stock- 
holders. They feel that purchas- 
ing should make an annual ac- 
counting of its progress to man- 
agement just as management 
does to its stockholders. 
Whenever possible, they try to 
put purchasing statistics in a form 
that management will understand. 
Savings can be expressed as so 
much on each share of the com- 
pany’s stock or in terms of their 
equivalent in sales. Imaginative 
presentation is just as important 
in purchasing’s reports to man- 
agement as it is in a salesman’s 
presentation. The P. A. must sell 
too. His product—profitmaking 
purchasing—is such a good one 
that imaginative, well written 
performance reports to manage- 
ment are worth the best sales 
effort he can give it. ®& END 


PURCHASING 





Most efficient, most economical way 
to line drums, cartons, cans, pails 


GER-PAK 


POLYETHYLENE 


LINERS IN ROLLS 


SAVE 
WORK! 


Just slip GER-PAK Liners 
onto any holder above 
work area. No handling 





problem! 





bs 


SAVE 
TIME! 


Pull Liner down over 
mandril. Then zip off 
quickly, cleanly at per- 
foration! 








SAVE 
Fuss! 


No smoothing-out by 
hand! Insert mandril and 
Liner into container, 
“cuff” around top, re- 


move mandril! 


For drums 
For cartons 
For cans, pails 


* Quality-made to seal out dirt, moisture, all contamination! 
« Chemically inert to protect containers! 
e Up to 120 inches in width; no limit to length! 
¢ Available gusseted and non-gusseted! 
¢ Tie-off or peel-over construction! 
« LEAKPROOF DOUBLE SEAL optional upon request! 
Write Dept. DL1 for samples. 
the short way to say superior polyethylene sheeting 





use Spincraft MACHINES 
WITHOUT INVESTING A DIME 


More machines to produce more? Add 
production equipment without spending 
or borrowing or leasing. 

Speed production output economically 
by letting Spincraft produce part of 
your product—or all of it—from start to 
finish. 

Spincraft’s metal-spinning and fabri- 
cating facilities, craftsmen, and versatile 
equipment are designed to solve your 
problems. As the world’s most 
experienced metal-spinning plant, 
Spincraft can bring to your 
metalforming problems solutions 
unavailable anywhere else. 

Check Spincraft now for your stepped 
up production needs or metalforming 
problems. 


4132 W. State Street, Milwaukee, Wisc. 





Each month Spincraft sends its “Notes for An Engineer's File” to 
qualified personnel in industry. Write us if you would like to 
receive these valuable reports. 


GERING PLASTICS, division of STUDEBAKER-PACKARD CORP., 
Kenilworth, N.J. vi 
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In modern digital computers 


PERFORMANCE IS THE PAY-OFF 


dern digital computer may cost as much as $10-million to buy outright. 
al may run as high as $50,000 a month. 
noney like that involved, computer-makers can’t take a chance on sub- 
| components. They want, and get, the best components.... the best re- 
Where wire-wound power resistors are required, they frequently specify 
nard VITROHMS. 
another reason, too, why computer manufacturers want only the best: 
hooting for 99.99...% statistical reliability of components, and the more 
better. Computer components — say, resistors— are numbered in the 
thousands, and they have to have this kind of performance to get 99.8% 
y in their final product. For this reason, computer makers insist on, and 
mance—as continuous and reliable as the state of the art permits. And 
here wire-wounds are required, they are likely to specify Ward Leonard 


want maximum quality and maximum reliability in your product, fol- 
ead of outstanding digital computer manufacturers—like IBM, Remington 
nd Burroughs—and specify W/L VITROHMS. You'll find full information 
og D130. Write for your copy, and the name of your nearest VITROHM 
tor, today. Ward Leonard Electric Co., 50 South Street, Mount Vernon, 
(In Canada: Ward Leonard of Canada, Ltd., Toronto.) 0.6 


RESULT-ENGINEERED CONTROLS SINCE 1892 


WARD LEONARD 
ELECTRIC CO.:~ 


RESISTORS « RHEOSTATS « RELAYS « CONTROLS » DIMMERS 
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What Other Departments 
Expect of Purchasing 
(Continued from page 76) 


duties. Suppose it had not given 
purchasing realistic required dates 
or had a change in requirements 
and failed to notify purchasing 
so that expediting activity could 
have been stopped and premium 
transportation expense avoided. 
If we are to succeed in improv- 
ing our relations with other de- 
partments, we should never con- 
sider conditions such as these as 
problems. Treat them as condi- 
tions due to misunderstanding or 
oversight. When another depart- 
ment has failed in its responsi- 
bilities or has usurped yours 
don’t take an arbitrary attitude 
at the expense of getting the job 
done. Do your job. Get the ma- 
terial as required and then work 
out any differences between in- 
dividuals or departments to cor- 
rect the bad conditions. 


Is Competition the Cause? 


Here’s where you put your 
human relations to work. Find 
out what problems prevent man- 
ufacturing from doing its job in a 
manner that will complement 
yours. Does the problem arise 
because your company is forced 
to take jobs on short dates to 
meet competition, or is it just a 
case of incompetence? If it’s the 
former, you have to do your best 
to help your company remain 
competitive. If it’s the latter, man- 
agement should take steps to cor- 
rect the situation. Perhaps a ma- 
terials management organization 
is needed. 

In trying to establish good in- 
ter-departmental relations, don’t 
underestimate the importance of 
sales. Reciprocity and trade rela- 
tions are probably the first words 
that come to mind when purchas- 
ing and sales are mentioned in 
the same breath. Let’s clear the 
air a bit. The only thing wrong 
with reciprocity or trade rela- 
tions is the stigma which has been 
asociated with them. Let’s con- 
sider these words as meaning, 
“doing business with your 
friends”. This, after all, is a plus 
factor in your search for values 
in a purchasing transaction. 

(Please turn to page 180) 
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When you buy 
Timken’ bearings 
you are investing 

in a better 
bearing value 
for today and. 
in the future 





AVE you had occasion to compare 

the sizes of Timken® tapered roller 

bearings used in modern auto- 
mobiles and trucks with those used 10 or 
25 years ago? 

Today’s cars and trucks are a lot more 
powerful, a lot heavier and a lot more 
dependable, yet the bearings are smaller 
and more economical. That’s possible 
because the Timken Company has found 


. . . by developing better bearing steels, 
better design proportions, new ways to 
produce precision geometry and by in- 
vesting in long term fatigue research. 
Underlying developments of this kind is 
the philosophy of the Timken Company— 
Service. Not just institutional service to 
industry, but service on an individual 
basis. The on-the-spot bearing service 
that only a thoroughly trained Timken 





ways to pack more capacity into less space Company engineer can give. 
Timken Company salesmen are graduate engineers—able and 
eager to give on-the-spot professional assistance to help you 
build the most serviceable, the most reliable, the most saleable 
machines. 

This dynamic partnership with industry has enabled the 
Timken Company to become the world’s largest manufacturer 
of tapered roller bearings with an enviable reputation for prod- 
uct excellence, pioneering of new applications and bearing 
industry leadership. It explains in part why Timken bearings 
are preferred by your engineers. 

An important share of every Timken bearing sales dollar is 
plowed back into better research, testing and production 
facilities. This impatience with just “good enough” is why 
practically every major tapered roller bearing development has 
come from The Timken Roller Bearing Company. Invest more 
of your bearing dollars with the leader—it will repay you in 
better products that cost less. 


The Timken Roller Bearing Company « Canton 6, Ohio 
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A What Other Departments 
new Expect of Purchasing 


I ook (Continued from page 178) 
in table We are expected to and should 
lighters, the work with sales on “doing busi- 
handsome new ness with our friends”. On the 
Nordic Vara- other hand, we are obliged to 
flame by Ronson, make our decisions in the best 
created in gleaming interest of our company, and not 
chrome and flawless to succumb to unwarranted pres- 
Lancaster crystal glass, sures. 
diamond-brilliant and re- We should keep sales informed 
markably clear. This is of any anticipated shortages or 
Lancaster glass in evening dress. price changes that might affect 
On other occasions, you'll see it in jobs on which they are about to 
work clothes or house frock, adding po yes We -_ have “ere pe ei 
its beauty and strength to such prod- parton 2 on eh age se at 
ucts as automobiles, appliances, pi ns te require their use 
television sets, what have you? See the 


ov , : ° as a condition of the purchase 
geht? Your product’s future is brighter order. We should arrange joint 


th custom-designed Lancaster glass visits to suppliers’ plants. If you 
components. Consult Lancaster’s resource- are visiting suppliers in an area 
ful engineers in the planning phase, for where you have a sales office, be 

reative answers to your design problems. sure to stop in and visit with your 

Rely on Lancaster mass production to sales people and perhaps include 
keep costs low, meet your delivery them in your visits or luncheon 
schedules. Send blueprints for quo- plans. Joint meetings of sales, 
tations now or call OLive 3-0311 purchasing, engineering, and 
for details on Lancaster design operating people from both sides 
flexibility in glass are helpful in developing good 
: inter and intra-company rela- 

tions. 

Sales, on the other hand, should 
keep purchasing appraised of ac- 
tivity with our customers who 
are also suppliers. Purchasing 
should be informed of any large 
contracts which will help them to 
anticipate requirements. 

If you audit vendor’s invoices, 
be sure the audits are accurate 
and invoices are processed with- 
out delay. Cooperate with the 
comptroller on internal audits of 
your department. Suggest areas 
that you feel should be audited, 
and consider seriously any con- 
structive criticism the auditor 
may make of your operations. 
Establish procedures to be fol- 
lowed between comptroller and 
purchasing in the collection of 
debit balances on vendor’s ac- 
counts payable. Work out a pro- 
cedure for the comptroller’s divi- 
sion to submit reports on pur- 
chases from their records as re- 
quired for your operation. 

Cooperate with finance in 
establishing new vendors or sub- 
contractors by discussing with 
them the financial risks that may 

(Please turn to page 182) 


Lancaster Glass 
Corp., Lancas- 
ter 4 ,O | 
hio 
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New Ampex FR-700 Tape Recorder, with tape 
transport closed (above), and opened (right). 
Flexible Tubing swings with the tape trans- 
port to provide constant ventilation. 


How Flexible Tubing helps Ampex designers 


control tape recorder temperatures 


In designing the new Ampex FR-700 Recorder, a 
big problem was how to keep internal temperatures 
between 40°C and 60°C. What’s more, there was 
only limited space available for ventilation ducts! 

Chosen by Ampex designers to handle this tough 
temperature-control job: a rugged nonmetallic duct 
with a wire helix — Flexible Tubing’s “‘Flexfiyte.” 

“Flexflyte” allows Ampex designers to carry 
cooling air anywhere there’s available space. It’s 
lightweight, easy to install, long-wearing. Offers 
great design flexibility! 


For More Facts Write No. 
NOVEMBER 21, 1960 


If your firm makes any kind of original equipment 
involving the handling of air, liquids or light solids, 
Flexible Tubing Corporation can help you with 
reliable products ... years of manufacturing exper- 
ience . . . fast, dependable delivery. Write for 
information. 


Flexible Tubing 


CORPORATION 


1111 New Whitfield St., Guilford, Conn. 
Anaheim (Los Angeles) * Hillside (Chicago) 


ue A 
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- SPECIAL RIVETS | 


like some of the samples shown 
here .. . or the more commonly 
used tubular and split rivets . 
they’re all alike to the American 
Rivet Co. And nt own 
special brand of quality and 
service that gets you what you 
want when you want it. 


THE AMERICAN RIVET CO., Inc. 
849 N. Kedzie Ave., Chicago 51, Ill. 


Write for price list. For 


specials, send specifications 3 
for prices. oy / ul : 


BUY AMERICAN ZituLnr and wel RIVETS 
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Let NAGEL-CHASE 
Supply Your V-Belt Pulleys! 


® Single Groove, FHP 


© Strong, Welded, Pressed Steel 
Design 


® Light Weight 
@ Wide Range of Standard Sizes 


@ 2.4" to 12” PD for “A” and 
“BY” Section V-Belts 


© Ya" to 1” Bore 


Original equipment manufacturers 
whose products incorporate V-Belt 
Pulleys can make substantial produc- 
tion savings by obtaining them from 
Nagel-Chase. Specialists in the pro- 
duction of fractional HP pulleys, 
Nagel-Chase has the tools and pro- 
duction facilities for a wide variety 
of standard sizes. With this elimina- 
tion of tool costs and the release of 
production facilities for other com- 
ponents, manufacturers find the use 
of Nagel-Chase pulleys cuts produc- 
tion costs. 


Write for complete details and specifications 


‘7ee NAGEL-CHASE MFG. CO. 


2821 No. Ashland Ave., Chicago, Ill. 
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What Other Departments 
Expect of Purchasing 


(Continued from page 180) 


be encountered with a particular 
subcontractor based on his pres- 
ent financial position and the type 
and volume of business you ex- 
pect to do with him. 

Much importance is attached 
to the use cf purchasing manuals 
as a means of communicating be- 
tween departments. If these 
manuals are intended to convey 
policy to other people in the com- 
pany, they serve a purpose. But 
if they are used merely to make 
others aware of the importance 
of purchasing and to make up 
for either the lack of talent or 
professional competence, they 
will serve no lasting purpose. 


Explain Your Activity 


One very effective way of com- 
municating between departments 
is for each major function of a 
company to conduct a seminar 
to explain their “modus operandi” 
and working relationships to all 
other departments of the com- 
pany. Explain what they are ex- 
pected to do and how they go 
about doing it. This is an excel- 
lent method of soliciting the co- 
operation of the other depart- 
ments which may not realize the 
true purpose of a function and 
the services that function has to 
offer. 

The purchasing department 
should be recognized as a prolific 
and reliable source of information 
to all other departments of the 
company, particularly manufac- 
turing and engineering. At the 
same time purchasing should 
serve as a screen between these 
departments and suppliers. Un- 
fortunately for the profession, a 
major criticism of other depart- 
ments has been that purchasing 
acts as “insulation” rather than a 
“screen”. 

Again purchasing agents are 
in no position to demand recog- 
nition. They must command it. 
This can be accomplished only 
when you and your department 
know your job and your respon- 
sibilities better than anyone else 
in the company and can be con- 
fident that you have in fact built 
a better mouse trap. > END 


PURCHASING 





Peer CPP ry <= 
ee peta aT 
patents: tila GA ae <a eT 


é re wy ear, 
* NOW...asmaill, light, 
’ easy-to-install 
plastic control cable... 


OKONITE 


P30 


small diameter y 
plastic control cable ‘ “ 








SMALL-CABLE SIZE, BIG-CABLE PERFORMANCE. That's the story on 
Okonite’s new P-30—the multiple conductor cable designed especially for 
modern control systems where space is limited. Suitable for either a-c 
or d-c circuits, 600-volt rating, it’s recommended for d-c circuits in wet 
locations and for temperature ranges to 75C. Rugged Okoseal jacket is 
moisture and flame resistant, provides a smooth surface for easy pulling. i 20-mil Okolene 

1 (polyethylene) 


Bare Annealed 


To meet the trend toward lighter, more compact control systems in industry ) 

and utilities, Okonite now introduces P-30, a superior quality, small dia- i} > 
meter, all-thermoplastic control cable. It’s an ideal lightweight, general ' = 
purpose cable for all types of installations—conduit, aerial, duct, tray, 

direct burial . . . in wet or dry locations. 


Over 30% smaller and lighter than conventional-size rubber cables, 
Okonite P-30 nevertheless provides the kind of performance normally 
associated with many larger diameter cables. The multi-wall construction 
of P-30 offers three-fold electrical protection, since both the two protective 
coverings and the basic insulation are high quality dielectrics. (polyvinylehloride 
P-30 is especially suited for use under rigorous conditions. Double-wall ‘oats 
construction provides excellent resistance to the chemical attacks of oils, 

acids, alkalies and other materials. The protective jacket of Okoseal— 

extruded over the cable assembly —assures a moisture- and flame- 

resistant covering. 


Another example of Okonite Cable’bility* in action . . . P-30 is designed to 
give years of trouble-free service on vital installations. For complete 
details, write for Bulletin 1140, The Okonite Company, Subsidiary of 
Kennecott Copper Corporation, Dept. PG, Passaic, New Jersey. 7903 


*Okonite Cable’bility...Cable Craftsmanship since 1878. 


where there’s electrical power... there’s 


OKONITE CABLE 
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Employment Service 








PURCHASING 
DIRECTOR 


ynstruction and _ con- 

company. Responsi- 

all phases of purchas- 

10 years experience in 

hasing field with specific 

keround in construction 

New York City location. 

ency fee paid; Salary 

25.000. 

Pell, Harper Associ- 

, Agency, 180 Broadway, 
York 38, N.Y. 











Ten years diversified pur- 
ontracting, capital equip- 
yn and procurement. Wide 
and engineering experi- 
s staff position as director 
or materials manager. Ex- 
rences. 
years mechanical engi- 
years industrial engineer- 
chool courses—bus. adm., 


Education 


Ten years comprehensive 
in the formulation, recom- 
und guidance of company 
policies, procedures, and ac- 
highly technical organiza- 
ng sales and manufacturing 
offer excellent opportunity 
le member of management 
ntly dir. of purch. Age 32, 
NAPA, AMA, AIM. 
ition: BS. Degree—1950 (L.1.U.) 
courses—industrial mg’mt 
law school—non-matric. for 
* labor relations (Evening)— 
Management Seminars—ma- 
mnt 


ox 306 


nee: Three years purchasing all 
ls and all other supplies for 
ron jobbing foundry em- 
people; inventory control; 
reorganized paper-work 
savings in time/money; ob- 
reased costs by establishing 
rly orders with supplier 
iventory or buying at ad- 
quantity rate; employment 
ckground also. Age 36. 
Education: H. S. grad.; ranked sixth in 
198 
Will relocate. 
\ x 310 


Experience: Ten years experience as 
purchasing agent for agricultural 
equipment manufacturer. Purchasing 
mill and warehouse steels, spray 
pumps, nozzles, steel tubing, pipe, 
castings, bolts, etc., and many other 
various items. Also purchased office 
supplies and many more operation 
necessities. Good knowledge of traf- 
fic and expediting inventory controls 
and insurance reports. 

Education: Business college. bus. adm. 
course. Member Junior Chamber of 
Commerce. 

Will relocate. 

Write: Box 290 


Experience: P. A.: Heavy experience in 
electronics. Currently buying in all 
areas for small manufacturer of micro- 
wave and electronic instrumentation. 
Background includes employment with 
multi-plant organizations. Well versed 
in government contract procurement, 
inventory, and production control. Fif- 
teen years at senior buyer or higher 
level. 

Education: NAPA Courses in purchas- 
ing and stores. 

Write: Box 305 


Experience: Two years as a Yeoman in 
U. S. Navy—to be discharged in Dec. 
1960. Age 24, married. Seeks trainee 
opportunity with aggressive corpora- 
tion. 

Education: Graduated Monmouth Col- 
lege, B.A. Degree, June 1958. 

Will relocate. 

Write: Box 317 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, spec- 
ify whether you want the ap- 
plicant’s form or the employ- 
er’s form. Address all corre- 
spondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department. Purchasing 
Magazine, 205 East 42nd 
Street, New York. 











Experience: Over 15 years in purchas- 
ing management as director of pur- 
chases, P.A., and buyer, establishing 
profit-making concepts and organizing 
cost reduction programs through val- 
ue analysis. Heavy background metal- 
working and electrical manufacturing. 
Single and multi-plant, job shop and 
production line experience. Resume on 
request. 

Education: B.A. degree, liberal arts. 
One year graduate studies in purchas- 
ing and business administration. Active 
in Association. Attended purchasing 
seminars. 

Will relocate. 

Write: Box 307. 


Experience: Fourteen years as pur- 
chasing manager, international purchas- 
ing, documentation, handling transac- 
tions with Sweden, Germany, Belgium, 
Latin America Republics. Completely 
bilingual in English and Spanish, works 
with French and Portuguese. Experi- 
enced in statistical work and safety di- 
rector. 

Education: B. A. & Philosophy—Corban 
Seminary—Santander, Spain. General 
business and commercial, Belfast, Ire- 
land. 

Will relocate. 

Write: Box 308 


Experience: Purchasing agent or asst. 
age 34. Experienced in organizing and 
administering purchasing department 
in metal and metal working industries 
and coordinating activities with pro- 
duction and sales. Thorough knowl- 
edge blue prints and engineering 
terms. Experienced estimating propo- 
sals for new business. 

Education: B.S. in bus. adm. and 
graduate work in economics, statistics, 
and accounting. 

Will relocate. 

Write: Box 304 


Experience: 18 months of assistant buy- 
ing for a large corporation. Buy all 
raw materials that make finish prod- 
uct; consisting of paint ingredience, 
chemicals, and other glass materials. 
Handle over $2 million yearly and have 
accounting confidence. Before college 
worked for large concern as inventory 
analyst. 

Education: B.S. in bus. adm.—major in 
marketing. Production course. 

Will relocate: However would prefer 
New England or Middle Atlantic. 
Write: Box 312 



































a 
tert 


: 
7 


tt 


| 
4. 
| 








+4 


Th 
T 
p+ 


aS 











+—+—4—-— 


} 


| 


5 ae 
T 


Sees aes 


2 
+ 


+ 
+ 


++ 
—+ 


-4+—+ 








+ 

Be Gs Be 
; |} == 
GR a ie SS oe Ba +-4+—- 


; 


| 4 i 
77 ert 
—+—4 -+ + 
’ 
hs Gs SS Ss | 
r ; 
t 
+—+ 


} 
+ 


oe 
t : 


fy + + 





4nd 


4+—+—+- + 





——+--++ 
iuee! 























The answer is easy: when it’s an ELASTIC STOP® 
nut. ESNA makes and stocks more types, shapes and 
sizes (in a larger variety of materials and finishes) 
than any other lock nut manufacturer. In fact, all of 
the nuts shown here are standard production parts. 

Every one of these fasteners is self-locking any- 
where on the bolt, will remain tight under severe vi- 
bration .. . yet they can be dis-assembled and re-used 
many times. What’s more, the performance of the red 
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locking insert has proved itself in critical applications 
on American heavy industrial equipment for more 
than twenty-five years. 

All ESNA nuts are carefully controlled in manufac- 
ture as to finished dimensions, class of thread fit and 
finish. This control pays off—in uniform quality every 
time you order. 

Simplify and speed up your purchases by sending 
for a free catalog on ESNA’s extensive line. 








ELASTIC STOP NUT CORPORATION OF AMERICA 


Clip Coupon for Complete Catalog 


Elastic Stop Nut Corporation of America 
Dept. N26-1115, 2330 Vauxhall Road, Union, N.J. 


Gentlemen: Please send me your free, complete ELASTIC 
STOP NUT catalog. 


Name Title___ 


Firm____ 


Street__ 
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a exible tubing 


in BIG quantity for BIG jobs 


Whatever your flexible metal tubing problem, Anaconda’s broad 
- Cesign and manufacturing capability can make your job easier 


The big corrugated stainless steel tubing assemblies shown 
above were designed and manufactured by Anaconda Metal 
Hose for water lines in the missile program. Construction of 
these 12” I.D. lines is corrugated stainless steel flexible 
tubing, reinforced with stainless steel wire braiding; end 
fittings are floating flanges. This type of tubing can also be 
produced in other metals as Bronze, Steel, in standard ID’s 
through 16” and standard lengths of 20 feet. 


Small flexible tubing for small tough jobs, too. At the other 


end of the scale are tiny 144” Vibration Eliminators. And in 
between, the variety of flexible hose assemblies — in size, 
material, and design — is almost infinite. 


Sales Engineering Consulting Services that follow through 
from original design to finished product. Simply let us know 
your needs, with conditions, dimensions, and such sketches 


and drawings as might be necessary to give us an under- 
standing of your problems. We will work out design prob- 
lems with your engineers and draftsmen. We will manu- 
facture the flexible connectors. And we will make specialists 
available for immediate service calls on equipment or field 
installations. These services are available through our rep- 
resentatives in leading cities—see listing “Hose-Metal” in 
the Yellow Pages. Or write: Anaconda Metal Hose, Box 791, 
Waterbury 20, Conn. In Canada: 
Ltd., New Toronto, Ontario. 


ANACONDA 


Metal Hose 


Anaconda American Brass 


127 





HEX-HEAD 
CAP SCREWS? pe. 


++. economy 
+. versatility 


We've got them! 


Two basic types ...low-carbon bright 
... high-carbon heat-treated 
full size range... coarse or fine threads 
Call the nearest Bethlehem distributor 
for prompt delivery. 


LLL UA 
g 


; BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


B ETH (i E 4 EM Export Distributor: Bethlehem Steel Export Corporation 


STEEL BETHLEHEM STEEL 
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GENERAL()ELECTRIC 
POWER GROOVE 


It's easy with the most powerful fluorescent you can buy! If you’re planning 
a new building... or remodeling an existing one... you can shave your initial lighting investment 
by as much as 40¢ a square foot. 


How’? Specify G-E Power Groove* Lamps. They give you more light than any 
other lamp. You use fewer lamps, fewer fixtures, fewer everything else it takes to light your 
building properly. And your savings keep mounting. With fewer lamps, fixtures and ballasts, 
your maintenance bills will be lower, too. 


The secret's in the grooves. They’re what bend the arc stream (it’s straight in other 
fluorescents) . . . lengthen it . . . make the lamp put out more light. Only G-E Power Groove 
Lamps have ’em. Only General Electric gives you this years-ahead light source—another example 
of a difference that makes a difference in value to you. Call your G-E Lamp distributor next time 
you need lamps. General Electric Company, Large Lamp Dept. C-031, Nela Park, Cleveland 12, O. 


*General Electric’s trademark for configurated fluorescent lamps 


Progress l/s Our Most /mportant Product 


GENERAL G@ ELECTRIC 
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Which picture do you fit? 


re four actual customers* with different, but ex- 
product and technical needs. One uses Bridgeport 
a range of alloys, the second Bridgeport strip. 
| makes fasteners from Bridgeport Brass wire. 


AUTOMATIC QUALITY,” says Customer A. “We've a high-volume, 
crew machine operation. Our alloy needs vary from 
Our production schedules demand consistent quality alloy 
e gauge. With every rod alloy we get from Bridgeport, 
t we order... including aluminum alloys!” 


CONSISTENT GAUGE. We need Bridgeport quality brass wire to 
thousands and thousands of fasteners of every description,” 
tomer C. “High-speed, volume cold-heading production is 

id as the alloy wire that’s used. Bridgeport Brass wire is 

exact tolerances for cold-heading at high speeds—we 


ry it 
1 it. 


examples typify national metalworking opinions. 
no mystery why manufacturers the country 
epend on Bridgeport—Bridgeport products and 
are close at hand. The many brass, copper and 


trip are readily available from stocks in your area; 


The fourth company uses Bridgeport condenser tubes 
and Technical Service to produce quality heat ex- 
changers. Which picture do you fit with your raw 
materials and manufacturing requirements? 


“LONG-LENGTH COILS. They’re one reason why we can depend on 
Bridgeport for strip,” says Customer B. “Superior surface finish 
from Retheshert saves us production costs. With their Sendzimir 
mill finish and exact gauge and width in long-length coil, you can 
see the reasons why we depend on Bridgeport for brass, copper 
and aluminum strip.” 


“PRODUCT PLUS SERVICE,” says Customer D. ‘‘We manufacture heat 
exchangers for many applications. Our requirements include good 
technical and engineering service as well as a wide choice of brass, 
copper and aluminum tube alloys. All of these are available from 
Bridgeport.” 


*Names on request 


Bridgeport warehouses are located to make it easy for 
you to get what you want on time. Volume needs are 
mill-delivered. Your call to your nearest Bridgeport 
Sales Office, or a letter to Dept. 3711 will get you engi- 
neering and technical service. Try it, and you'll agree 
—you do fit into the picture! 


a 
Beep BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. « Sales Offices in Principal Cities 
Specialists in Metals from Aluminum to Zirconium 
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